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Only 


by Threadwell 
has a 








plug chamfer! 


acc BAS gy a> " 


. and only Threadwell Distributors sell 
and profit from the hottest item in tapping 
today. Have you seen a copy of 
“The Threadwell Story’’?. 





mane ct axes THE oe 


THREADWELL TAP & DIE CO 
GREENFIELD, MASSACHUSETTS 





Stocking Warehouses: New York Cleveland 
ss Detroit Los Angeles Greenfield, Mass 


SINGLE STRAND, HEAVY SERIES 


DobDGE Quality Roller Chain, 
teamed with Dodge Taper-Lock Sprockets, results in chain drives 
and chain conveyors that have the precision, efficiency and stamina 
necessary for the real economy of Jong life. 

Moreover, Taper-Lock’s reusable bushing makes a difference 
in overall cost. The ease of Taper-Lock mounting, the elimination 
of reboring, keyseating, and wasted time, add to the saving. Pre- 
cision machining and true articulation lengthen the life of both 
sprocket and chain. 





The Dodge line of chain, including standard attachments, is 
SSSers Cee Converes extensive. It meets a high percentage of all chain requirements. 

In the Double Pitch series (both Transmission and Conveyor) 
the sizes which require special spacing for perfect tooth action are 
offered from stock in special double pitch design —to double 
the life of the chain and the sprocket! 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind. 


DOUBLE PITCH CONVEYOR, LARGE ROLLERS 
THE TRANSMISSIONEER is featured ir F 
Dodge advertisements, which appear in lead- ; 


ing publications. Prospects are directed to 
“call your local Dodge Distributor’’ for infor- 


1 
mation and assistance on new cost-saving de- ‘ f M . h k | d 
velopments in power transmission machinery ° isnawa qd, nd. 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1960 





Industrial 
Distribution 


A Time-Saving Guide to the Contents of This Issue 


Teamwork Among Salesmen 


What makes for effective cooperation 
between industrial supply salesmen and 
factory salesmen? Five industrial supply 
salesmen provide a few clues. For example, 
the factory salesman should have “technical 


Advertising Specialties 


By using novelties or executive gifts, a 
distributor can obtain “staying power” plus 
“preferred position” in his advertising. 
Given personally to customers and pros- 


Mexican Distributor 


Cia. del Centro’s industrial supply divi- 
sion operates as do many such firms in the 
U.S. It has problems with prices, pros- 


like distributors 


pects 


i and profits 


just 


is the “Space Age’ 


In distributor warehousing, space must 
be used efficiently—and Baltimore's L. A. 
Benson Co. is getting the most out of 40,- 


100 sq. ft. of brand-new one-story space 


knowledge and knowledge of applications 
even above pe rsonality, his visits should be 
scheduled for a “definite time and place” 
and he should be given “sufficient time to 


discuss his product.’” 


pects, advertising specialties keep a firm's 
name alive in the recipient’s mind. More 
expensive executive gifts, with or without 


imprint, have an “appreciation advantage.” 


here at home. In the developing industrial 
economy of Baja California (cotton mill 
ing, food processing), the firm sells many 
well-known U.S. products 


with a continuous conveyor. Featured in 


a well-known industrial movie, the con- 


veyor cuts down needless floor traffic, and 


speeds up order filling. 


Planning Office Work by Charts 


function for each desk throughout the day. 
“Clear-desk” operation improves morale, 
insures a fair division of the work. 


Acme Tool & Supply, San Diego, avoids 
bottlenecks that often 
small offices by carefully scheduling every 


the hamstring 
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Blanket Orders and “The Electric Blanket’ 


ludicrous ex 
be 
ll-attended 


A skit that pointed up th 


tremes to which contract buying can 


carried set the theme for a w 


West Coast Conferen San Francisco 


Serious speakers hammered at the need to 
big 


re-appraise distributors’ relationship to big 


I 


customers—and evidence was presented 


that some types of contracts can be useful 


A Distributor Teaches Teachers 


When Canton, O., stz 
Industry Edu Day 


industrial 
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| | 
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Managed Maintenance Means Managed Salesmanship 


Manage Maintenar i definite 


trend for th t 


fy) < Was re f 110OT TOD! a 
years Plant 


Cont 
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tenan 
discussed by | lan 
nce, Managed 
squeezing th 
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tenance through 
ontrol of 
industrial 
stand its pr 
maintenance 
tive sal Ss 


vrams are 


For 


take The rsonnel 


full day informing six 


to part firm $s P 


achers ot 


spent 
how a distributor serves local industry 


maintenance function can provide salesmen 
with key information on who is responsi 
ble for what, information which can help 


th 


I 


m plan calls and presentations on a 


sis. Likewise, ‘“‘stores control’, 


realistic ba 


preventive maintenance’ and ‘‘research 


tec hniques important 


and de velopment 


controls 


maintenance —can provide sales 


procure 
nt policies and practices, customer MRO 


n with vital information on 
eeds, and criteria for meeting these needs 
To capitalize on managed maintenance 


think 


er’s problems, and have 


salesmen will have to in terms of 


plant engin 


the “know-how” to solve these problems 





You Said it.... 

Talk of the Trade. 

The Editor’s Page. 
Supply Sales Trend... . 


Your 


arrang d to 


FACTS FOR MANAGEMENT 


ords contain, or can bi 


Dusiness re 


ontain, 


many 


necessary facts upon which to important 


The 


in what con 


decisions affecting your company’s p 


rovress 


question is, what are these facts and 


In a spe cial 
IN 


text can they be made significant 


issue Ol 


report which will appear in the May 


DUSTRIAL DISTRIBUTION the nature of these facts 
how they are collected and prepared for manage 
ment use will be explained. There are many facts 


about any business but, before they can be used as 


The Outlook for Business. 
Marketing Trends. 

News 

Price Index 


New Products 


a management tool, they have to be analyzed and 
arranged into brief, meaningful relationships, for 
management to be able to “manage by exception”. 
With many distributors adopting such modern 
techniques as functional budgeting, cost analysis 
of product lines, territories and customers, there is 
a need for a systematic method of condensing the 
results which immediately show the cause, extent 
and probable remedy of trouble. Whether your 
business has a high volume or low volume, it will 
pay you to learn how to use facts of your business. 
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So's Cut Costs on all large threading jobs! * Se Sia Advertising and Subscription 


Offices, McGraw-Hill a 330 West 42nd St., 
N. Y. 36, N. Y. OFFICERS OF THE PUBLICATION 
DIVISION: Nelson I! Bond, President; Shelton 


1. Only 1 Set of High Speed Dies threads 2's’, 3’, 3's” ey Vice, bee 
2 ° y ‘ irector; Joseph H. Alle r 
and 4” pipe and conduit. No extra die sets to change or lose! Advertising Sal 


Die size selector plate sets quickly and locks at desired size. CORPORATION: Donald, © 
7 ° ‘a - sxecutive Vice Presidents L ce 
Easy adjustment for tapered, straight, over or under size yp - Fb Ay 8 
threads. tool and 1 ) on ies Position an ustrial, equipment 
indicated on subscription orders, Send 


10w in box below 


2. Jam-Proof for safe threading by power or hand. Drive Qur primary sim is to provide subscribers with  » 
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pinion kicks out automatically. Die head Can’t Jam . . Sp ee FH SS 
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Order new RIGID 141 Geared Threader now! ager, INDU STRIAL DISTRIBU TION, 
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WHATEVER YOUR NEEDS... DA coe 


mM ATWOOD 





For highly compact, \\\ 
plus-power drives. 


First major design 
change in Multiple DA POSITIVE DRIVE BELTS 
V-Belts i . Combines the advantages of the chain and 
puma on the cant gear with all of the advantages of the 

belt. No stretch, no metal to metal contact, 
no constant lubrication. 





30 years. 








STURDY-LINK GENERAL DUTY V-BELTS STEEL CABLE V-BELTS 


Pre-stretched link Steel cable permits 
belting available Power-balanced no-stretch 

in regular, construction installation. All 
oil-resistant for flexibility, belts are 

and static- durability and fluoroscoped to 
conductive strength. assure extra 

types. high quality. 











j 


RAILROAD BELTING DOUBLE V-BELTS 


| 
: ; : : 
High tensile Relieved cross section | h dl 
strength, low assures maximum | where endless 


OPEN END V-BELTING 


Used on drives 


stretch belting flex resistance. New V-Belts are 
features high ) control methods not practical. 
fastener tear-out ay, provide uniform High fastener 
resistance. | Z if cord section. tear-out 
resistance. 








RED SHIELD 
Red Shield Belts now offer MULTIPLE V-BELTS VARIABLE SPEED BELTS 


40 per cent extra 
capacity. Iso Dynamic 
matching and cord 
stability assure precise 
balance and long ‘ 

belt life. Also available C\ 

in oil and heat | Abrasion resistant cover assures maximum 
resistant and static \s life. Crowned cross section 

dissipating constructions. maintains stability under extreme loads. 














Test ...Compare... You'll Select 


DURKEE -ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY ¢ MINNEAPOLIS 13, MINNESOTA 
Look for the | DA, on your V- Belts 
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3A “blue chip’’ Nicholson and Black Diamond 
files. They’re known brands. They open doors. Bring salesmen a better re- 


ception. Get sales calls off to the right start. They set the stage for orders 


... of everything you stock. = Nicholson and Black Diamond files build your 
reputation. They identify your salesmen and your company as carrying qual- 
ity lines. Here’s why: repeated impartial surveys show that 7 out of 10 file 
users prefer the Nicholson or Black Diamond brand. These files are manu- 
factured to rigid standards of quality. They produce quality work. And 
there are 6000 types from which to choose. = Nicholson and Black Diamond 
files are respected items. Have salesmen start calls by mentioning them. 


It will pay off in easy sales to satisfied customers . . . repeat customers. 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 








® Business Morals must be beyond reproach. 


© Extremes in inventory accumulation 
can mean inventory recessions. 


© The Humanics of Sales Management. 


Business Morals 


STAMFORD, CONNECTICUT 


While business men _ generally 
have the confidence of the public, 
new centers of infection of the anti 
business virus may be slowly build 
ing up as a result of recent exposures 
of the dishonesty of a few business 
men. 

Business must critically examine 
itself. Because of rigged TV quiz 
shows, advertising was harmed. Con 
gressional committees are turning 
hard looks at claims made by a few 
makers of weight reducing pills 
Complaints appear against practices 
of a small 


dealers. 


number of used car 

I am sure that only a small min 
ority in every enterprise | have men 
tioned has been guilty of infraction 
against today’s business conception 
of economic morality I do feel, 
however, that business must strive 
to be beyond reproach for its own 
sake. 

Our task then, is to strengthen 
We can do 
that by exemplifying it. We can 
strive for decency, honor, and in 


our own moral sense 


tegrity in our own acceptance and 

fulfilment of our life and profes 
sional responsibilities. 

Erwin D. CanHAM 

President 

Chamber of Commerce of the U.S 


Inventory Feast or Famine 


New York Ciry 

American business has a golden 
opportunity in the next six months 
to avoid another costly ride on the 
If another 
inventory recession is to be avoided 


inventory roller coaster. 


in the latter part of this year or in 
early 1961, it is imperative that steel 
consumers use caution and mature 
judgment as they rebuild their in 
that the strike is 
The ever-increasing costs of 


ventories now 
OvecT 
inventory possession, recently given 
another boost by higher money rates, 
make it even more imperative that 
this time industry avoid the ex- 
tremes of inventory accumulation 
which have in the past resulted in 
a series of self-created inventory 
recessions. 

Once steel inventory building 
starts, it invariably has continued 
past sound levels. Then after it is 
too late, buying stops until these 
stocks are liquidated and a recession 
develops. With sound planning, 
this time we are hopeful a similar 
situation can be avoided and inven- 
tory maintained in 
close relation to current production. 
With the steel industry able to pro 
duce far more steel than will be 
required in the immediate future, 
and the increasing services 
available from steel service centers, 
there is no longer any necessity for 
manufacturers to go through an in 
ventory feast or famine cycle. 

Rosert G. WELCH 
Executive Vice President 
Steel Service Center Institute 


levels can be 


with 


ConrrisuTions to “You Said It” 
ire welcome from all readers. Write 
on any topic you like; we'll publish 
it and, if you do not want to be 
identified, you can rest assured that 
we know how to keep a secret 

Just send vour letter to the 
You Sam It Eprtor, INpustrtatr 
DisrripuTion, 330 West 42nd St., 
New York 36, N. Y 

The Editors 
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You Said It 


Humanics of Sales 
Management 


Houston, ‘TEXAS 

The job of developing people de 
mands a fine quality of leadership on 
the part of the management. What 
is leadership? It is the ability of a 
person to instill within other people 
the desire to follow. Thus the ef- 
fectiveness of leadership is seen in 
the nature and the extent of fellow- 
ship. 

The kind of leadership that is 
necessary is personal leadership. The 
nature of personal leadership is con- 
trasted to authoritarian leadership in 
that authoritarian compels while 
personal leadership impels. Personal 
leadership is not without authority, 
but its authority lies largely within 
the field of personal qualities and 
human relations. People are not 
like machines. What makes them 
“tick” is intangible. Personal leader 
ship reaches in and commands this 
intangible. 

Some of the general qualifications 
of leadership are: 

1. Technical Knowledge. Let it 
be said that this is absolutely neces 
sary, but that too many times we 
have placed too much emphasis 
Any man of intelligence 
can acquire, in a short time, the 
technical knowledge of most fields 
of distribution. This kind of knowl- 
edge can be acquired on the way 
up. 

2. Creative Imagination. This has 
been stressed as the prime requisite 
for modern business leadership. It 
is the ability to take the given ele 
ments in a situation and to put them 
in a new meaningful relationship. 


upon it. 


(Continued on page 8) 
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If it’s fine quality Socket 
Screws youre looking for 


...such as Cap Screws}... 


Flat Heads f ..... Button 





You Said It 


START ON PAGE 7 








Heads f ...yet Screws @... 
Shoulder Screws||...Pipe 


Plugs g..... or Vibration- 


Proots such as‘‘Led-Lok”’ 





and ‘‘Sat-Lok’’ if...orSocket 
Screw Keys / and Kits ...or 


Dowel Pins £..then switch 


to Duel, 


SAFETY SOCKET SCREW COMPANY 


6500 North Avondale Avenue - Chicago 31, Illinois - Telephone ROdney 3-2020 


| 
| 


WAREHOUSES AT: 


Los Angeles + Detroit 
New Haven + New York City Write today for complete in- 
formation on all Blue Devil 
products. 


MEMBER ASMMA <i) 


j 
| 
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3. A Capacity for Decision. It 
might well be said: for the night de 
cision at the right time. Decision 
making is not just doing anything 
it is the ability to weight the factors 
involved and to map the best course 
of action 


involves Understanding 


Personal leadership also involves 
the understanding of some of the 
principles of human relations and 
the ability to put them to work in 
the relation with the people of the 
business. Some of these principles 
are: 

1. A recognition of each person 
as an individual. ‘Too many times 
we have thought of the people of an 
organization as cattle, but people 
cannot be herded, nor their indi 
viduality disregarded. ‘This means, 
see the person where he is, and un 
derstand him as one apart from ail 
others. 

2. Our relationship with peopk 
must be objective, that is completely 
fair and impartial. ‘There are few 
things that can destroy leadership 
quicker than the failure to be fai 
and impartial 

3. Lead, do not drive. ‘Vhere are 
few people that can be driven to do 
their best. An overwhelming ma 
jority of people can be led and want 
to be led. 

4. Get their point of view, People 
are always happier when manage 
ment gets their opinion on matters 
concerning them, even though they 
may not understand the ultimate de 
cision. 

5. Give due respect his is a 
tremendous force for motivation, 
because recognition is one of the 
primary wants of human beings 
Recognition makes a person feel he 
is important to the business. 

6. Circulate among the people. 
Workers do not expect management 
to lose its identity, but they do wish 
to talk to and be heard. 

Thus in modern management, we 


(Continued on page 14) 





make it 


SPANG 
STEEL 
PIPE 


When it’s steel pipe... 


. you’re buying pipe with inherent strength and safety. 
Steel pipe is easy to thread, bend and weld . . . saves you in- 
stallation time, helps keep construction costs down. 

And when you install a steel pipe job, you know from ex- 
perience that it will provide years of satisfactory, trouble- 
free service. Reliable steel pipe is first choice always for 
plumbing, air conditioning, steam and radiant heating sys- 
tems, snow melting, refrigeration, ice rinks and struc- 
tural uses. 


When it’s SPANG Steel Pipe... 


. . you're buying steel pipe with the top-quality reputation. 
Spang pipe is closely controlled during manufacturing and is 
thoroughly tested and inspected before shipping. 

And when you order Spang, you Anow you're getting top- 
quality, the best available! Today, you'll find Spang Steel 
Pipe providing top-quality service in thousands of installa- 
tions in schools, hospitals, industrial plants, office buildings, 
hotels, apartments, homes and many other types of buildings. 


Get the complete story... 


. of Spang Steel Pipe from our new Bulletin No. 509. It 
describes how Spang is made, shows many typical Spang 
installations, and contains valuable technical tables. We hope 
you'll write for a copy. 

Meanwhile, your local Spang Distributor is at your serv- 
ice for all your piping needs. Next job, remember for best 
results: make it Steel Pipe . . . make it Spang! Made in 
the U.S.A.! 


THE NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation (<=>? 
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Here's your 
complete threading service 
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Card supplies everything your customers need for top-quality, low-cost 
threading . .. everything you need to make sure they get it. Card taps and dies 
deliver fast accuracy... and Card gages make users sure of it. Warehouses — 
in Atlanta, Chicago, Detroit, Fort Worth, Los Angeles, New York City, and San 
Francisco — assure fast service through you to your entire area. And Card 
technical men are always ready with the expert know-how that bene- 
fits your customers and you. S.W.CARD DIVISION, Mansfield, Mass. 





DIVISION OF UNION TWIST DRILL COMPANY 
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Here’s a MARVEL 


eC ee el — 8 ee 


Hack Saw Blade 
we wouldn’t 
sell you! 


This blade could have been packaged and shipped as 

a genuine MARVEL High-Speed-Edge Blade... and it 

might have performed to a customer’s satisfaction. Instead, 

it was rejected and will be scrapped because inspection 
revealed a minute imperfection. 


There’s nothing unusual about this. Certainly, other 
hack saw blade manufacturers inspect their products, and 
undoubtedly reject blades for one reason or other, because 
they are trying to market the best blades they know how 
to make. 


ADVERTISING And that’s the point—here at MARVEL, where the 


composite blade was invented and perfected over 30 
TO HELP years ago, we believe we know more about making high- 
speed-edge hack saw blades than any other maker. We’ve 


YOU SELL been at it longer, and the unequalled performance of 

MARVEL Blades on every kind of material is evidence 
that we’re right. 

Pout ee Use MARVEL Blades on your power hack saws with 

ue perfect confidence that they have no equal. You can get 

Lultirg MARVEL Blades at your nearby Industrial Distributor. 

| Write for the new 

MARVEL Cutting Tool 

Bulletin. 


ARMSTRONG-BLUM MFG. CO. 


5700 W. BLOOMINGDALE AVE. - CHICAGO 39 
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Rust-Oleum is easier to handle 
because it's ready to go 
and has a handle on it 


... comments Charley Farmer, 
shipping department head 


“No special packaging or handling 
problems,’ says ¢ harley Just pick 
the cans out of stock and load the 
trucks, that’s all there is to it. Wé 
receive orders in all sizes from gal 
lons to drums but the handling 
costs are less bec LLisé it 

take a lot of time to asse 
Rust-Oleum order.” 


RUST-OLEUM USER EMPHASIZES 
BENEFITS FROM SPECIALIST 


Shown here is Ed Heath working 
with Mr. John W. Haas, Jr. of the 
Tri-State Blowpipe Company. “Wé« 
like the idea of a Rust-Oleum Spe- 
cialist,” says Mr. Haas, “because we 
get extra benefits in product know! 
edge that help to solve our coating 
problems.” 





“Here’s why we appointed a specialist on Rust-Oleum 
to supplement our regular sales organization” 


..». Says Jack Kinabrew 


Vice President, 
Standard Supply & Hardware Co., Inc. 
New Orleans, Louisiana 


“We provide industrial and oil field supplies to users in a 
40,000 square mile area covered by our 6 branches and 
35 outside men,” advises Mr. Kinabrew. “Of course, we 
stock a tremendous amount of materials in hundreds of 
lines to service this area. For maximum effi iency, we 
select certain lines for special sales emphasis—based upon 
gross profit, sales potential, turnover, handling costs, and 


“For key line concentration,” continues Mr. Kinabrew, 
“we named Ed Heath as sales specialist on Rust-Oleum 
ten years ago. The important point is this—all of our sales- 
men sell Rust-Oleum all the time—and Ed Heath works 
hand-in-hand with them to spearhead and supplement 
their selling efforts.” 


The results over the years have proved the logic of the 
specialist technique. “First,” according to Mr. Kinabrew, 
“our customer benefits through the increased product 
knowledge of the specialist; second, our own salesmen 
benefit from Ed Heath’s product experience and know- 
how; third, Standard Supply benefits from increased sales 
on a 37.5% gross profit line; fourth, being an expert in ap- 
plication methods, Ed Heath frequently makes tie-in sales 


manufacturer's polic vy. of equipment used in surface preparation and application.” 


Ed Heath, Rust-Oleum Specialist 
at Standard Supply, emphasizes 
Rust-Oleum potential and policy 


“As a Rust-Oleum specialist for Standard Supply,” says 
Ed Heath, “I contact key accounts—but, equally impor- 
tant I'm on tap to help our Standard Supply salesmen 
when they need me on Rust-Oleum 


“The potential for Rust-Oleum, of course, is about as 
broad as the day is long. Every rustable metal surface is 
a prospect, and that’s covering a lot of ground.” What 
about other points of being a Rust-Oleum specialist? Ac- 
cording to Ed, “the Rust-Oleum policy of selling only 
through authorized distributors protects the distributor 
and enables him to concentrate maximum service without 
And extremely im- 
portant is the fact that the Rust-Oleum market is, “pre- 
sold through Rust-Oleum advertising in magazines, news 


worrying about direct sales contacts.” 


papers, billboards, and on television,” Ed advises. “Time 
and time again, my prospects tell me they already know 
Rust-Oleum through this advertising. It makes a salesman 
feel pretty good.” 


SPEARHEADING THE 


TW // y 


RUST-OLEUM CORPORATION 


i 
There is only one Rust-Oleum 
& P Distinctive as your own fingerprint 
z 


2562 Oakton Street, Evanston, Illinois 





Hydraulic presses, rams and 
pumps are finding many new 
applications in production, 
maintenance, testing, O.E.M. 


Cash in on the booming hydraulics 
market with high-profit OTC units 


@ ESTABLISH YOURSELF AS THE 
SOURCE FOR QUALITY HYDRAULIC 
RAMS, PUMPS, PULLERS AND 
SHOP PRESSES 


@ YOUR PRESENT CUSTOMERS ARE 
YOUR MARKET FOR VERSATILE 
OTC HYDRAULICS 





OTC’s broad line of high-quality hy- 
draulic equipment and accessories can 
assure you of a profitable share in the 
exciting, fast-growing hydraulics market. 
The application of hydraulics in produc- 
tion, maintenance, testing and O.E.M. is 
becoming increasingly wide-spread. You 
can cash in on this potential by establish- 
ing your firm as the leading source of 
the newest and most efficient hydraulic 
equipment and accessories. 

Once your customers have used inter- 
changeable OTC hydraulic pullers, 
pumps, rams and shop presses, it’s a 
natural to buy others. One sale triggers 
another—new accessories added to basic 
units handle many tough, complicated 
jobs. “Repeat” sales are high. 


Write for free’ 
OTC Industrial 
Maintenance 
Equipment 
Catalog, No. P-9. 


PRECISION HYDRAULICS DIVISION 


so <~ OWATONNA TOOL COMPANY 


2 373 CEDAR ST., OWATONNA, MINNESOTA 


w ” “Designers oo manufacturers of the world’s most complete line o 
‘3 . aintenance Tools and Hydraulic Equipment. 
‘ ; 


wv 


2 


PULLERS AND PULLER SETS « wesinainit sii in. tomers . HYORAULIC SHOP PRESSES . "HAND TOOLS 
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You Said It 


STARTS ON PAGE 7 





are not only looking at facilities, fig 
ures, and finances. We are looking 
at the people of the business and we 
know that if our business is to reach 
its desired heights of success, these 
people must be developed, for they 
make success possible. 
JuLE ‘THoMas 
University of ‘Texas 


Market Potential 


LANCASTER, PA 

[ read with interest your mailing 
piece about reprints. I'd like to 
see one. 

Yould you please send me “You 
Can Determine Your Market Po 
tential,” November 1957. I am en 
closing 25¢ for this. 

Davin E. WAGENSELLER, JR 
Vice President 
Foltz-Wessinger Inc. 


Multi-Purpose Equipment 


Cuicaco, ILLINoIs 

[he nation’s road builders are off 
setting rising costs of materials, land 
and labor by using new, boldly de 
signed, multiple purpose construc 
tion equipment. 

I credit the designers and pro 
ducers of construction machinery 
with making it possible for road 
builders to get approximately the 
same mileage per dollar spent in 
this year’s $5.7 billion public high 
way program as five years ago. 

The construction equipment in- 
dustry, one of the major capital 
goods segments of the economy, 
must continue to design and manu- 
facture machines with multi-func- 
tional versatility and increased work 
capacities as an aid to the heavy 
construction industry in its relent 
less fight against high costs. 

In the economics of highway and 
other heavy construction, every time 

(Continued on page 18) 





The square head is dead! 


_\oNG LIVE HEX AND HX! 


Hex and Hex (hex screw plus finished hex nut) replaces: 


1. Square and Square (rolled thread) 
2. Square and Square (cut thread) 
3. Bright Cap Screw 


MORE PROFIT FOR YOU! 


@ Down goes your capital outlay on slow movers. 


@ Down goes your total inventory — fewer pieces, fewer 
containers. 


@ Down go handling costs and paperwork. 
@ Down go shipping charges — Hex and Hex weigh less. 
@ Up goes turnover. 


COST REDUCTION FOR YOUR CUSTOMERS! 

@ Now just one type to order and stock. 

@ Improved quality—hex screws are stronger than square heads. 

@ Improved appearance — Hex and Hex make a more attrac- 
tive product. 


@ Hex and Hex costs no more than Square and Square, Bright 
Cap Screw with nut bought separately. 


FULL RANGE OF SIZES—CHOICE OF PACKAGES! 


@ Hex and Hex are available in standard packages 5” x 8” 
smaller and shorter. 


@ Hex screws without nuts are available in standard packages 
1” x 6” smaller and shorter. 


“~~ 


| Post 
While we MORTEM: 


‘ BRIGHT 


SQUARE HEAD 
MS \ CAP SCREW 
/ SQUARE HEAD a ? MACHINE BOLT, ' NC 


MACHINE BOLT, @u CUT THREAD, (killed by smart 

ROLLED THREAD, fam | SQUARE NUT distributors) 
SQUARE NUT fe | (killed by mfrs.) 
(killed by mfrs.) [a 





$ 
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5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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Higher profit, 
more turnover than most 
other key lines! 


Everyone you do 
business with is a prospect 
for Permacel tape! 


Sold only 
through jobbers! 


Pre-sold by heavy 
national advertising! 


Backed by extensive 
national warehousing and 


sales organization! TAPES FOR 
EVERY PURPOSE 


PERMACEL 


NEW BRUNSWICK, NEW JERSEY « TAPES+ ELECTRICAL INSULATING MATERIALS « ADHESIVES 





Visir BOOTH No. 1309 
A. S. T. E, TOOL sHow 
FOR ANOTHER 
7 


“LIFE SAVER” 




















—— 
When the stakes are high, it’s the finish that counts! American drill jig bushings 
keep on giving the same accurate hole placement and alignment, time after time after time. 
Write for your American catalog today and pick your own winner — 
every one a champion! Another Champion is your American distributor, who can make prompt 
delivery from his complete stock. ? 


DRILL BUSHING COMPANY 
5107 Pacific Blvd. ® Los Angeles 58, Calif. © LUdlow 3-6551 TEL. LA 1315 
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HI-SPEED 
Cable 


Rewind 


ey oy = Ee 
29 
CAPACITIES 


prices 
start at 


$29.50 


Superior to anything on the market. Simplified design 

with fewer parts. Detachable high-speed cable wind-up 
handle. Highest quality flexible aircraft cable. Safety handles 
design tested for overload to protect operator. Guaranteed one 
year against defective parts. Also especially corrosion-proofed 


models for use in chemical plants, mines, etc. 


Stock And Sell The Most Asked For Cable-Rachet Hoist 
Lightweight @ Versatile © Compact 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNSYLVANIA 
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we make it possible for the builder 
to use one machine where two were 
needed before, we rescue that much 
money for allocation to actual con 
struction activities. 

Both private and public construc 
tion of all kinds during 1960 in the 
United States will exceed the 1959 
level despite an anticipated decline 
in residential building. 

Joun A. BaLpINGER 

Vice President 

The Yale & Towne Mfg. Co. 

® From a statement by Mr. Baldinger, 
released at the 41st Annual Conven- 


tion of the Associated Equipment Deal- 
ers of America. 


Industrial Supply Show 


YOUNGSTOWN, OHIO 

I'hank you for the fine coverage 
you gave our show in the recent edi- 
tion of INpusrriAL DisTRIBUTION 
(December 1959, pp. 82-83, “Put 
Some “Extras” In Your Show’). 

The show was a completely new 
venture for us, but with the fine 
support received from local com- 
munity organizations as well as the 
outstanding cooperation of the ex 
hibiting suppliers, the venture has 
proved completely successful. 

We have received so many in 
terested inquiries from both our sup 
pliers and contemporaries for re 
prints of your article that I am won 
dering whether or not reprints are 
available. If so, will you please ad- 
vise me if there is a minimum quan- 
tity and handling charge. 

Harry E. Ruopes 

Merchandise Manager 

Stambaugh Supply Co. 

@ We do not have any quantity of re- 
prints of this article. We could send a 
set of tear sheets and you could use 
them to have a local firm offset them 
for you. For example, you might want 
to offset the article in four-page form 
along with front and back covers for 


additional advertising material of your 
own. 





Buy your drills 
with the same care 
you used in buying 

the machine tool 
to run them 


INDUSTRIAL CONSUMERS 
ARE PRESOLD TO GIVE 
COGSDILL DISTRIBUTORS 


COGSDILL . . . the name to remember for quality 


... to watch for progress 


COGSDILL TWIST DRILL CO., INC., Greenfield, Mass. 


Stocking Warehouses: Detroit, Los Angeles, Greenfield 


NE 





1960 


INDUSTRIAL DISTRIBUTION e APRIL, 


2 
2 
‘s 
S 
> 
% 
” 
+ 
a. 
> 
_ 
-_ 
® 
x 
1S) 
A 
c 
® 
> 
° 
> 
cv 
c 
s 
=] 
® 
a 
a. 
S 
ee 
S 
o 
® 
co 
s 
2 


van 
S 
© 
= 
‘~~ 
eS 
Y 
— 
in) 
> 
gQ 
= 
i) 
i) 
<x 





Every market 
you now sell 
is a buying market 


for Dayton Hose 


Share in the volume and profit 
potential of this complete new 
industrial hose line! 





No matter where you are selling to industry, there 
is a tremendous market for Dayton Industrial 
Hose. By adding the Dayton line you automatically 
broaden your sales potential without adding to your 
selling costs—and also capitalize on Dayton’s long- 
standing reputation in the rubber industry. 


Available in all five basic types of construction, 
there’s a Dayton hose for every industrial need. 
Your customers are assured, too, of the same high 
quality construction in hose that has made the fa- 
mous Dayton V-Belt line the standard of the industry. 


Now Nation-Wide Warehousing 

Dayton’s recently expanded nation-wide network 
of warehousing assures prompt, overnight delivery 
of industrial hose orders. An efficient, new reel- 
rack system expedites order filling regardless of 
type or size. 
Regional warehouses serving their areas with complete 
Dayton Industrial Hose stocks are located in: Hillside, N.J.; 


Atlanta, Ga.; Cincinnati, Ohio; Dallas, Texas; Chicago, III. 
and Los Angeles, Cal. 


For complete details on Dayton Franchise availability, attach the coupon below to your company letterhead and mail to the address below. 


INDUSTRIAL DEPARTMENT 


yin 


Dayton Industrial 
Products Co. 


2001 Janice Avenue Melrose Park, Illinois 


A Division of The Dayton Rubber Co. 
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1 am interested in learning if a Dayton Hose franchise 
is available in my area. 


Name 
Firm Name 
Address 


City 
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a 10° tool room 
lathe that converts 
quickly for 
vertical machine 
operations 


i¥s % oe _ 
oe ‘ @4 
ay # oi r. * Yo Hy 


& 

= 

Ww 
a ae” 
F Sages 


See 


a TWO FOR THE SHOW—An ingenious tool room 
2 lathe that performs the tasks of at least 

M2 other machines in the space of one; and an 

- engineering jewel for miniaturization 

projects of all kinds! 

MAXIMAT, incorporating the exclusive Verti-Bed 

with detachable Headstock-and-Motor unit, 

‘ is not only a 10” lathe that meets the most exacting 

tool room standards—but a vertical milling 

machine, drill press and jig borer as well! Your 

wee Oy a customers will pay no more for high-precision, 
versatile MAXIMAT than they would for a good 

® PAP - conventional lathe, even though its unique 
t-*® = , features and advantages cannot be duplicated by 
a} ; any other machine at any price! 

. UNIMAT—-with its unique Rotating 
(and detachable) Headstock—becomes a vertical 
milling machine, drill press, tool & surface 
grinding machine, or polisher/grinder in a matter 
of seconds! Machines metals, woods, plastics 

with tolerances to .0005” when turning between 
centers. The only machine of its kind in the world! 


JIG BORING WITH MAXIMAT MAXIMAT AS A DRILL PRESS 
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up to ten machine 
tools on one base... 
P , a complete 
*¥ — voll power workshop in 
-” > 1 > 1S 
Bi vai 16 inches 







YOUR CUSTOMERS ARE READING ALL ABOUT 
THIS DYNAMIC NEW TOOL ENGINEERING 
CONCEPT IN THE TOP TRADE PUBLICATIONS! 
CATCH OUR KICK-OFF ADS IN THE CURRENT 
ISSUES OF MACHINE & TOOL BLUE BOOK, 
MODERN MACHINE SHOP, THE TOOL ENGI- 
NEER AND AMERICAN MACHINIST! 


SEE US IN DETROIT! viumar CONVERTED. TO A TOOL 
BOOTH = 
2054 


, _¢ Write for literature 


AMERICAN EDELSTAAL INC. DEPT. XD 


350 BROADWAY, NEW YORK 13, NEW YORK 


GRINDING AND POLISHING WITH UNIMAT UNIMAT AS A DRILL PRESS 
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Grobet’s new FACET tooth 
files are a completely 


After years of research and experimentation the Grobet File Company, one of 
America’s leading manufacturers of rotary files, introduces the most dramatic 
improvement in rotary files since the introduction ‘of Tungsten carbide; the 
FACET™* tooth, a scientifically designed new type of flute increases the life and 
efficiency of Tungsten carbide files up to twenty-five times 


a's at- | aut ial mal) ae oe -\ Od Ml Mn (ole) iammel-1-jl>la itd 


A special second helicoidal edge added to the full length 
of each tooth results in greater strength and allows for more 
efficient rake and lip angles. Many of the difficulties here 
tofore encountered in the use of high speed or ultra high 
speed rotary tools, such as clogging, build-up of edges and 
extensive friction heat are drastically eliminated or greatly 
reduced. 

New sensational FACET fluting removes more metal 
faster, reduces chatter and saves on change-over and down- 
time, many times over. 

Never have we encountered such enthusiastic response. 
Whoever tries a FACET" orders, whoever orders will re-order. 


] 
if 
Patent Pending j < 
iF FE-16 ~~ FD-13 FQ-16 
Ye x 1 ? 2 Ye Xl 
FL-19 FD-19 
Yex lls 4 





See us at the ASTE Show, Booth 1238 
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Tungsten carbide rotary 
new concept in metal removal 
WHAT DOES THIS MEAN TO YOU? 


A completely new, different product. 
Easy to sell, because needed 
and enthusiastically accepted. 
Heavily advertised in all lead- 
ing metal working magazines. 
High unit sales. High net profits. 
Personal sales assistance, pro- 
motions, envelope stuffers. 
Little shelf space needed, with 
high volume ratio. 
Continuous self-selling reorder profits. 
No obsolescence. 
Selective distributor policy. 
Completely new modern protective 
packaging, for easy storage and shelf control. 


FACET tooth Tungsten carbide files are 
superior in hundreds of applications, in 
machine shops, tool and die work, in pro- 
duction and for aluminum magnesium 
and the modern “problem” metals. 





beige] ot Mt Mm olaololeloit Mls Melb ae-lel-le-lall-t-loMe-lale Mollet 4-1o Mo) ae Vaal-lalet-M Ml -t-lellale Maal laltit-letitla-latel| rotary files. 


Paice celaneiiieuleltice)s Opportunities in your territory 


CARLSTADT, N. J. 


Chicago: 311 No. Desplaines St. 


See us at the ASTE Show, Booth 1238 
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What it means to distr 


One of the broadest 
lines in the industry 


The best material worked 


to High Quality Level 


RB&W bolts start with top-quality rod, 
properly pre-conditioned for bolt mak- 
ing in our own plants under our own 
control, and then cold headed on ma- 
chines operated by some of the most 
experienced men in the business. 
Each RB&W fastener is exactly like 
its brother: strong, clean-threaded, 
standard. They satisfy customers. 


Thousands upon thousands of different 
types and sizes of fasteners are made 
and stocked at RB&W plants. It’s one 
of the most complete lines in its field. 
It’s on tap for a hurry-up order from 
you... you never need to lose a sale 
because you can’t get the item. This 
is breadth of line that satisfies every 
customer requirement. 


RUSSELL, BURDSALL « WARD 
BOLT AND NUT COMPANY 


Port Chester, New York 
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Service and 
sales support 


Personal service is supplemented by 
printed sales aids for your use... 
backed by influential advertising in 
magazines that are widely read among 
your potential customers .. . initiated 
by leadership in such programs as “no 
spill” packaging, hex and hex, etc. This 
is support that’s sure to help satisfy 
your own sales quotas 


115th year 


STENERS 


OE aS sar 


You profit from 
modern pricing systems 


A new program of pricing simplifica- 
tion speeds your paperwork . . . saves 
time on figuring costs and prices. Now, 
all popular products are priced to you 
by one list price and one simple dis- 
count. And we’ve modernized fastener 
terminology to end confusion and 
error. It all helps make handling of 
fasteners more profitable for you. 


Plants at: Port Chester, N.Y.; Coraopolis, Pa.; Rock Falls, 
ill.; los Angeles, Calif. Additional sales offices at: 
Ardmore, (Phila.), Pa.; Pittsburgh; Detroit; Chicago; 
Dallas; San Francisco. Sales agents at: Cleveland; Mil- 
waukee; New Orleans; Denver; Fargo. 
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“Greenlee 


JOB-PROFIT 
TOOLING 


in bigger demand 

every day by contractors 

and maintenance men” 
ETS STE LI 


better income producer for you, too, 
because it’s... 


*” all from 


Are you taking full advantage of this big trend? 
Today’s smartest contractors are “tooling up” 
in every practical way to streamline operations 
— control costs! 

And many are finding the best answer in Job- 
Profit Tooling by Greenlee. It saves costly 
materials, mechanizes much of the work pre- 
viously done by hand, assures more job profit. 
With Greenlee Job-Profit Tooling you offer a 
complete line of timesaving tools for electrical 
contractors, maintenance men, and similar tool 
buyers. And they are all from a single source 
to bring your customers and you many extra 
advantages . . . many extra profits! See ex- 
amples, at right and facing page. 
GREENLEE MULTIPURPOSE BENDER 
Makes conduit and pipe offsets in seconds with 
one setting, one shot. Offsets always in correct 
alignment — no doglegs. Handles all sizes 
conduit and pipe 4%4”-2”. Also makes 90° 
bends close to the end of pipe. Portable, easily 
operated by one man. 


Offsets (above) and 


below) made 





Lightweight Hydraulic 
Benders for Conduit and 
Pipe — Greenlee No. 884 Light- 
weight Hydraulic Bender with port- 
able power pump, shown above, 
makes 90° bend in 4” conduit or 
pipe in about four minutes with one 
shot. Bends 14” - 4” sizes of steel 
and aluminum conduit and pipe. 
Greenlee Lightweight Hydraulic 
Benders are also available in two 
other models: No. 880-M2 for 12”- 
2”, and No. 883 for 4” - 3” conduit 
and pipe. No. 880-M2 with power 
pump makes 90° bends in 2” con- 
duit in less than a minute. No. 883 
with power pump makes 90° bend 
in 3” conduit in about a minute. 
All models make full 90° bend with 
one ram stroke and are easily op- 
erated by one man with hand or 
power pump. 


a single 





TOOLS FOR CRAFTSMEN 


Knockout Punches and 
Hydraulic Drivers — With 
a Greenlee Hydraulic Knockout 
Punch Driver holes are made in 
seconds for conduit up to 5”. Time- 
savings can quickly pay for this 
highly efficient tool. It is available 
singly for punches already owned or 
in handy sets with 6 or 10 punches. 
Greenlee makes a complete range of 
knockout punches for conduit 14”- 
5”. Fast, smooth cutting through 
10-gauge metal. Every cut is quick, 
clean — slug falls free in die. 


source... 


Pipe Pushers — Cut costs, save 
hours of job time by pushing conduit 
and pipe underground without tear- 
ing up pavement, sidewalks, tracks, 
floors. Eliminate extensive trench- 
ing, tunneling, backfilling and re- 
paving. Two models: For 34” - 4” 
pipe and pipe larger than 4”. 


Boring Tools— The complete 
line of precision-made wood boring 














735 set in leather case for 14” - 114” 
sizes; No. 737 set in leather case for 
114” and 2” sizes. Other sizes in- 
dividually packaged. 


Portable Power Pumps— 
Greenlee hydraulic power pumps for 
benders, pushers and other tools 
speed jobs . . . increase pipe bending 
speed from 3 to 5 times. A complete 
line with electric motors or gasoline 
engines . . . 10,000 psi max. pressure. 


tools for electrical and pipe instal- 
lation jobs. Power drill and hand 
brace types in various styles, sizes, 
and lengths. Line includes electri- 
cians’ auger bits and power bits, 
solid-center auger bits, bellhangers’ 
drills, expansive bits, pipe bits, ship 
augers, and extensions. Greenlee 
power bits for 1” and larger chucks 
feature new hexagon shank for posi- 
tive drive. 


Job-Profit Tooling by Green- 
lee includes this timesaving, fast- 
selling equipment all from a single 
source as shown in new 40-page 
Catalog 37-E. Write for it today. 


GREENLEE TOOL co. 
1884 Columbia Ave., Rockford, Ill. 


SS JOB-PROFIT TOOLING 


...cost control for contractors 





METAL PIPE USERS: Whether used on new line installations or re-positioning of old systems, ““ScotcH” BRAND Pipe Sealant Tape No. 
“ScoTcH” Pipe Sealant Tape rolls on dry; a single 


the permanently lubricated joints never stick. 


547 stops fitting leaks quickly, easily permanently! Unlike conventional “‘pipe dopes,” 


wrapping around the threads does the job on any line. What’s more, it never dries out. . 


Know...sell... profit with these products of 3M Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES ‘ COATED ABRASIVES ‘ NON-SLIP SURFACING 
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THE WAY TO 
MORE SALES 


You'll find selling opportunities for 
“SCOTCH” BRAND Pressure-Sensitive 
Tapes and ‘‘3M’’ BRAND Coated 
Abrasive Products everywhere you go 

in every industry; in every plant. 
Here are six tried and tested sales 
ideas to help you turn prospects into 
customers. 


Six big reasons why it pays 
to be a 3M Distributor, handling and 
promoting 3M-made products : 


1. TOP-QUALITY PRODUCTS... . always! 3M 
Products are known the world over for quality 
Both "SCOTCH" BRAND Tapes and “3M” 
BRAND Abrasives are continuously quality- 
checked before they leave our plants 


2. STEADY PROMOTIONAL SUPPORT. A 
well-planned, year-round program of hard-work- 
ing advertising helps pave the way to sales for 
you. Both “SCOTCH” and "3M" BRANDS rank 
high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS 
These range from comprehensive product 
folders and industry manuals to demonstration 
kits, movies and sound-slide presentations 


4. FACTORY TECHNICAL ASSISTANCE 
Factory-trained 3M salesmen work with you in 
the field to help solve customers’ problems. 3M 
Company technical service is continually provid- 
ing your customers with assistance on technical 
product applications and methods 


5. SALES PROTECTION. The distributor is 
key man in our policies and plans. All sales plans 
and programs are distributor oriented you 
get full credit for factory-made sales in 
territory. 


your 


6. NEW PRODUCTS FIRST! Minnesota Mining 
and Manufacturing Company's continuing pro 
gram of research assures you a line of the newest 
and best products on the market and of 
having them FIRST! 


TUINnesora MIiinine AND VAN veacturinG COMPANY 


RAILROADS: Any railway maintenance 
shops near you? They’re ripe targets for 
““ScoTcH” BRAND Masking Tape, Masking 
Paper, and Apron Taper Dispensers . 
especially where straight line masking and 
protection of extended surfaces is a require- 
ment. Tape strips off clean; assures neat, 
trim results everytime. 


NOTICE TAPE 
ITCH” pe AND ¢ LAMENT Tape 
‘ § 2 TALED ‘NFORMATION On 

WS Tou IME SAVING TAPE 


CONTACT ; 
WTACT J, SELTINE AND COMPANY 


HA 


TRY THIS YOURSELF: Do what thisenter- 
prising Western distributor does—use a rub- 
ber stamp, an ink pad, and the product 
itself to pre-sell ““ScoTcH”’ BRAND Filament 
Tape. He simply hand-stamps this message 
on every customer shipment closed or rein- 
forced with the tape. Try it it'll help you 
sell more too! 


HEAVY METAL FABRICATION: In this 
operation, 3M’s Type “C” Abrasive Disc is 
used to blend and remove excess weld on 
auto tire changer bases. Tough edge-grind- 
ing job ate up competitive discs—3M Type 
**C’s”’ produced a fabulous 266% more 


pieces per disc. 


3 fe 


WOODCRAFT: New 3M “RN” Garnet Belts 
are used by this shop to sand end grain and 
edge of Early American solid cherry table 
leaves and top. 3M belt replaced compet- 
itive gluebond belt of same grit and size; 
gives true “craft quality” finish at mass 
production speeds . . . with lowered costs. 


PRECISION MACHINING: Hydraulic cyl- 
inder piston rods for lift trucks require a 
super finish. 3M “PG” Wheel was tried as 
replacement for former belt method; found 
to give 30°/, greater output with significant 
reduction of down-time. “PG” is a cleaner 
operation; requires no compound or other 
lubricant to achieve finish. 


RN 


... WHERE RESEARCH IS THE KEY TO TOMORROW WS 


SSS EF 
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YOU CAN CUT INVENTORY INVESTMENT OF MECHANICAL TUBING 


If you depend on B&W and your local Steel 
Service Center . . . because: 

- your local Steel Service Center main- 
tains large and diversified mechanical 
tubing stocks, available to you for im- 
mediate delivery 

.. your local Steel Service Center can help 
you cut handling and storage costs and 
maintain production continuity 


And when it comes to mechanical tubing, ask 
for B&W Job-Matched Tubing. For infor- 
mation on how this tubing can reduce your 
production costs call the local B&W District 
Sales Office or write for Bul- 

letin TB-352. The Babcock & Mann STEEL 
Wilcox Company, Tubular 

Products Division, Beaver 

Falls, Pennsylvania. 


THE BABCOCK & WILCOX COMPANY 





TUBULAR PRODUCTS DIVISION 


Seamless and welded tubular products, solid extrusions, seamless welding fittings and forged steel flanges—in carbon, alloy and stainless steels and special metals 
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Compare 


° DESIGN - POWER > STAMINA 





UA ELECTRIC 
A... DRILL 


Electric Drills 


When it’s a SIOUX - you know what it will do! 


lhe horsepower and torque for each Sioux 
electric drill is rated, stated, and certified. You 
are not expected to buy just a drill. When 

it’s a Sioux you know what it will do. See 
complete power specifications for each 

Sioux Electric Drill in the S1oux catalog. 


yor /sy oro, Va" 29/a” DRILLS! 


Here is super torque for the tough- Advantages include easier inspec- 
est jobs. And a speed for every tion and replacement without 
need. Entirely new design has’ disassembly of the tool, and cooler 
placed the brushes at the fan posi- running. Catalog No.’s 1472,73,74 
tion at the front of the drill »"; No.’s 1477,78,79 





SALES CHAMP 
> SIOUX No. 1495 1/4” All Angle Drill 


: ; This exclusive Sioux design is a favorite 
rap: of men who work with tools. It’s the most 
convenient, rugged, fistful of power. It 
operates in restricted space where other drills 
can’t be used. All around usefulness on the 
widest range of jobs make this sturdy, de- 
pendable No. 1495 one of the world’s best 


D>. ELECTRIC SCREWDRIVERS 


No. 260 . — Ge 


On No. 260 Super Screwdriver, the ded 
operator controls the tightness It fits the hand, and operates in restricted 
with which a screw is set by the space like no other electric screwdriver 
amount of pressure he applies ; It quickly drives or removes all types of 
The '4” Hex Drive takes shanks for clutch screws. No. 242 has a positive clutch; 

head screwdriver bits, Reed and . the operator controls the tightness by the 
Prince, Standard screws, Phillips, and socket amount of pressure applied. No. 246 

Allen Type). On the No. 262 Super has an adjustable clutch, so that it can be 
Screwdriver tightness is pre-determined by preset for any uniform degree of 

adjusting the clutch. Both models are tightness desired 

equipped with reversing switch 








Look Under ‘TOOLS, ELECTRIC’ 


| High Speed in the Yellow Pages 


STEEL HOLE SAWS ALBERTSON & CO., INC. 
SIOUX CITY, IOWA, U.S.A. 

. cut holes from 5,” to 6” in diameter, 
in any free machining material to a depth + AIR IMPACT WRENCHES + AIR SCREWDRIVERS 
of 11<". Alloy or stainless steel may be * ELECTRIC IMPACT WRENCHES + ELECTRIC SCREWDRIVERS 
< ° ae * DRILLS + GRINDERS + SANDERS + POLISHERS + FLEXIBLE 
on ee opens. arene ety —_— SHAFTS + PORTABLE SAWS +» VALVE GRINDING 
maximum life and cutting ability. BAGEEES ¢ AGRAGNE GUCS. 
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MAKE THIS YEAR'S “TRIPLE MILL” 


There are many good reasons why you should 
attend this year’s Industrial Distributors’ Con- 
vention, the “Triple Mill,” in Chicago.. . new 
ideas ... catching up on the new products of your 
suppliers . . . meeting old friends . . . actively 
participating in advancing the distributor way 
of selling. As always, competent committees will 
see to it that you get what you want from the 
convention. 

You may come to Chicago looking for a new 
line. We hope you do. For this will be a most 
opportune time to look into the Unimet Carbides 
division of United-Greenfield Corporation .. . 
and to visit their modern factory right in the 
heart of Chicago. 


Making carbides is a demanding business. It 
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WOOO 


~ 


THE MOST PROFITABLE EVER! 


takes skill. It takes patience. It takes a lot of 
costly equipment. But most of all it takes integrity 
...in the form of care and devotion to detail that 
is unheard of in many industries. 


It is always helpful to call at the factory of a 
new supplier. It gives the distributor a chance to 
better judge the ability of the supplier to fill his 
needs in a new and profitable association. 

During the conference sessions, stop at booth 
102 and talk to Bill Malugen, Unimet’s General 
Manager. Better still, write him now to schedule 
your visit through the Unimet Plant .. . it’s less 
than 10 minutes from convention headquarters 
at the Conrad Hilton Hotel. This contact might 
easily make this year’s “Triple Mill” the most 
profitable ever. 


UNIMET CARBIDES, 427 W. ONTARIO STREET, CHICAGO 10, ILLINOIS ¢ DIVISION OF UNITED -GREENFIELD 
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Whatever your prospect 


the new 


HB 


...~HOSE...AND ADAPTERS 


provide a full line that offers your 
customers ease of installation 
and the quality and performance for 
which Stewart-Warner products are famous 


From fuel lines to high pressure hydraulic lines, the ex 
panded Surgepruf line lets you take full advantage of an 
ever increasing market that means real profit. More types 
of hose more thread styles . to satisfy manufactur 
ers’ vast range of applications for the turnover you want! 
Nationally distributed to give you immediate service from 
factory branches. 

Backed by a powerful schedule of national industrial ad 
vertising that will put Surgepruf in front of millions of 
potential customers 

Get the full Surgepruf distribution story today. It's New! 
Profitable! 

See your Stewart-Warner Representative — 
or write for Surgepruf catalogs. 


Medium High Pressure Hose. 
Burst and working pressure 
equivalent to SAE 100R1. In 
hose |D's from "to 1'X, 


URGEPRUF 


HYDRAULIC COUPLINGS 


Medium 





=~ 
Only Surgepruf Reusable 
Couplings and Hose Have These 
Outstanding Features: 


Superior Fluid Seal eliminates seepage between 
coupling shell and wire braid » Non-Skive As- 
sembly provides fastest field assembly with just 
ordinary tools « Superior Finish—precision- 
machined steel couplings have zinc dichro- 

mate finish to pass rigid salt-spray tests 

+ Full Interchangeability—regardless of 
hose line, Surgepruf couplings are 
available in any style and 
thread. 


ALEMITE 
STEWART-WARNER 


|Excellence| CORPORATION 


1850 Diversey Parkway, Chicago 14, Illinois 


Symbol of 


{ 
\ 


: 


} 
{ 


luli 
WWW 


Pressure Hose. 


Complies with SAE 100R3 re- 


High Pressure Hose. Burst 
and working pressure equiv 
alent to SAE 100R2. In hose 
ID's frem “" te 2 


quirements. 
from 4” to 1”. 


In hose ID's 


Low Pressure Hose. Burst 
pressure, 1000 psi.; working 
pressure, 250 psi. In hose 
ID's from V4” te 34”. 
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WHITNEY MSL* CHAIN 


solves ng Drona 900 
on the 4 ° 


“imperial 


RIDING MOWER 





Thousands of owners know the quality engineering 
of the Imperial Riding Mower manufactured by the 
Ariens Co., Brillion, Wis., which is backed by over 
thirty years of engineering and manufacturing ex- 
perience in rotary tillage equipment. When Ariens 
engineers originally developed the Imperial, they 
specified a drive chain that would stand up to abra- 
sive dust and repeated shock loads. They selected 
Whitney MSL Chain .. . the lubricated-for-life 
chain that outlasts conventional chain as much as 
3 to 1... to assure customer satisfaction 

If you need the best chain drive, switching to 
MSL Chain is no problem, as all essential dimen- 
sions conform fully to ASA Standards, making 
Whitney MSL Chain completely interchangeable 
with any similar pitch chain. 

By developing a chain that incorporates oil- 
impregnated, sintered steel bushings which give up 
oil under pressure and heat to lubricate every work- 
ing part of the chain, Whitney has solved a basic 
problem: more damage is caused by faulty chain 
lubrication than by years of normal service. 

In addition to providing built-in lubrication, in- 
herent characteristics and configuration of Whitney 
Sintered Steel Bushings provide greater contact 
area between bushing and links, which permits high 
interference fit to pre-load links for maximum 
fatigue resistance. 

Why not investigate the many advantages 
Whitney MSL Chain can bring to your chain drives? 
MSL Chain is carried in stock by Distributors in 
all parts of the country for prompt delivery. Write 
for MSL Chain Catalog. 

*Maximum Service Life 


WHERE AND HOW BUILT-IN LUBRICATION WORKS 


1. Protective oil film lubricates live bearing area between pin and bushing, mini- 
mizes wear by reducing metal-to-metal contact. 


2. Oil impregnated bushings extend beyond surface of inside plates to: act as lubricated 
thrust bearings, control clearance, and provide an oil cushion between plates, 
eliminating plate galling and seizing frequently caused by mis-alignment of sprockets. 


Oil film on exterior surface of bushings provides constant lubrication between 
sprocket teeth and chain. No rollers are required, as the tough oil film on bushing 
surface provides smooth sprocket engagement, cushions impact, and reduces drive 
wear. When drive stops, bushings re-absorb oil, insuring a permanent oil supply for 
life of the chain. 


THE WHITNEY CHAIN COMPANY 


a subsidiary of FOOTE BROS. 
GEAR AND MACHINE CORPORATION 


4561 S. Western Bivd., Chicago 9, Illinois 


POWER TRANSMISSION DRIVES 
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WRIGHT 
Type “C” Pull-A-Way 


Makes easy work of hun- 
dreds of quick hook-up 
jobs. WRIGHT type 
““C”’ Pull-A-Ways 
come in four sizes 
—%4, 1%, 3 and 6 
ton. All are port- 
able, safe and 
rugged. Corro- 
sion-resistant modern 
aluminum alloy castings 
are used for gear case, 
handle and covers of all 
models. Hooks, chain, 
gear and chain sheave 
are alloy steel. Positive 
dependable load brake 
securely holds load at 
any point. 


WRIGHT 
Safeway 
Hand Hoist 


Safeway hoists are available in 
\4 to 50 tons. Load and 
are life-lubricated 
with anti-friction bearings. Mini- 


12 sizes 


idler sheaves 


mum of 5 sheave pockets. Gears, 


P0-0-0-0-0-000000000<« 


pinions and drive spindle are 


AOE? CARE ey 


nickel-chrome-molybdenumalloy 
steel. Proof tested alloy load 
chain is heat treated and “wick”’ 
lubricated. Weston load brake. 


WRIGHT 
Timken Trolleys 


Wricut Timken Tapered 
Roller Bearing Trolleys 
shown), in plain or geared 
models, provide smooth han- 
dling of loads from 4 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 


WRIGHT 
Jib Cranes 


Wricut Wall Bracket Jib Cranes are highly recom 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Double tie rods con- 
nected to top and bottom fittings give added strength 
without use of turnbuckle. NOTE: mast not furnished. 


volve on Timken Bearings 
(two bearings to each wheel ). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
work required to move the 
trolley along I-Beam. WRIGHT 
Self-Aligning Roller Bearing 
Trolleys in % ton to 20 ton 
models are also available. 


Material Handling Items 
that Make Money for Wright Distributors! 


WRIGHT material handling products make 
money for the men who sell them and also for 
the men who use them. 

To distributors, the name “WRIGHT” has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to millions 

of potential material handling 
customers on a regular month-to- 
month, year-to-year basis. In 
ACCO addition, WRIGHT supplies its 
for Better distributors with a wide selection 
Values of sales promotion aids to help 
salesmen expose WRIGHT products 


to select customers on the local level. It’s double 
barrel product promotion like this that makes 
WRIGHT the popular, fast turnover line to sell 
anywhere. 

Users of WRIGHT material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production, 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 
dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT products. WRIGHT...a good line to 
sell, a good line to buy! 
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Light, Rugged Wright 
Electric Chain Hoist 
with Extra Features at No Extra Cost! 


Here’s an inside picture of the many extra features 
you get at no extra cost with the Wricut Electric 
Chain Hoist. Shown is the simply-designed yet 
ruggedly-constructed “‘heart” of the famous WRIGHT 
Electric Chain Hoist. The use of a double worm and 
gear reduction increases the efficiency of this compact 
unit, and reduces the weight at the same time. The ae 
result is a trouble-free hoist that is light enough to AOA s £25 
move from job to job and small enough for locations alee « ay SUM NHN 
where overhead space is limited. ; hi SS ae See: 

Double braking for double safety is another extra 
feature of the WriGHT Electric Chain Hoist. Spring- 
operated motor brake locks instantly when control 
cord is released. In addition, self-locking worm gear 
drive also provides positive load braking action. Both 
brakes work together automatically. 

The WriGutT Electric Chain Hoist is available 
with two types of reeving — Single Chain (300 to 
2000 Ibs.), Double Chain (3000 to 4000 lbs 


WRIGHT 


HOIST MOTOR specially wound 
to give extra torque for intermittent 
hoist duty. 15 feet of three wire rubber 
covered conductor cable with strain 
reliever attachment. 


CONTROLLER manually operated 
heavy duty drum type with large con- 
tact points and full-arc shields. Fast 
response enables spotting a load within 
fractional inch limitations. 


HOISTING GEARS made of high . | FACTORY TESTED 


grade phosphor bronze, worms of heat All WRIGHT Hoists are 
treated steel. Gears are fully enclosed 


’ tested at 50% overload 
in a continual oil bath. 


at the factory 
CHAIN _ heat treated alloy steel with before shipment 
zinc coating. Accurately blocked to fit 
load sheave. Ductile, yet hard enough 
to resist wear and abrasion. 


LOAD WHEEL drop forged, heat treat- 
ed alloy steel. Forged integral with load 
shaft to eliminate the need for connection 
keys or spline. Chain pockets are precisio: 
machined to fit links. Wearing surfaces are 
hardened, bearing surfaces are ground 


CONNECTOR HOOKS topandbot- 
WRITE FOR 
FULL INFORMATIO drop forged, heat tom hooks are drop 
PORMATION treated alloy steel forged alloy steel. Bot- 
A ~ecenteata couplings(connect- tom hook will open be- 
about the five WRIGHT ing the chain and fore fracturing. Top 
products shown is avail- 
- ae hook) permithooks hook will support hoist 
able by writing our York, 
Pa., office. Please specify to swivel and rock. if bottom hook fails. 
literature by number 


Detailed information 


Electric Chain Hoist 

DH-73B 

Type “C" Pull-A-Ways 

DH-56A 

Safeway Hand Hoists 

DH-164 . . . *_* . . 

sn A — Wright Hoist Division - American Chain & Cable Company, Inc. 
DH-242B York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
Jib Cranes + DH-300 Philadelphia, Pittsburgh, Son Francisco, Bridgeport, Conn. 
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In quality bolts, depend on Cleveland 
for complete selection and fast delivery 


Cleveland offers you quality bolts and companion nuts in a 


full range of standard types and sizes. Included are square 
and hex head machine bolts, carriage bolts, lag bolts and 
plow bolts. And because of our mass-production facilities 
and extensive stocks, we can give you immediate delivery 

in keg, full truck, or carload quantities 

Having the widest range of Boltmaker sizes in the world, 
we can supply many bolts cold forged. This method of 
manufacture assures uninterrupted grain flow in heads, fine 
finish, high tensile strength, and longer fatigue life. Our 
unique 1% in. Boltmaker, the largest machine of its kind, 
enables us to completely cold forge machine bolts in diam- 
eters of 94. 78, 1, 1% and 1% in. through 10 tn. long. 

Cleveland standard bolts are made of low-carbon steel, 
but can be furnished in high-carbon and alloy steels to 
order. Bolts of nonstandard types or dimensions can also 
be supplied on request. In addition, Cleveland manufactures 
tomplete lines of cap screws, set screws, socket screw 
products, and self-locking screws, as well as special headed 
and threaded products (3/16 through 2% in. diam.). Thus 


ei 


SPS Company 


we offer you and your customers the advantage of a single 
source of supply for all major threaded fastener require- 
ments. Write for further information, samples and prices. 


Write today for complete information, samples and prices 





BOLT PRODUCTS 
Square and Hex Head 
Machine Bolts——— 


RANGE OF SIZES 


Full size body, cut thread 
Carriage Bolts 
Full size body, cut thread ng through % dia. x 2 
leg Oct _--— — ee 
Square head, gimlet point ng through % in. dia. x lé 
Plow Bolts a 





#3 head, regular and repair Hz in. dia. x % in. long through 1 in. dia. x 3 





Note: Larger diameters and longer lengths made to order 
Can also be furnished in high carbon and alloy steels 


We maintain complete stocks of regular square nuts and finished 
and semifinished hexagon nuts in sizes “« through 2'2 in. diameters. 


THE CLEVELAND CAP SCREW COMPANY 4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia e New York « Los Angeles e San Francisco « Atlanta 
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the small pump... 
with big pump quality 


Here is a line of compact, multi-purpose Motorpumps designed with 
all the quality and performance characteristics that are built into 
the largest Ingersoll-Rand pumps...the “‘K’’ line of Motorpumps. 


20 sizes 
You have a full range of off-the-shelf sizes to meet any selection 
from 14 through 25 hp for heads to 190 ft., capacities to 775 gpm. 


easier selling 


‘“K’’ line Motorpumps sell easier and faster. Each one is specially 
boxed and clearly labeled—ready to hook-up and run. 


Get complete details on how you can increase pump sales and 
profits by becoming an Ingersoll-Rand distributor. Write today 
to Manager, Merchandising Division, Ingersoll-Rand Company, 
ll Broadway, New York 4, N. Y. 





a century - oof pump progress 


from the leading manufacturer 


Ingersoll- -Rand 


Merchandising Division 
11 Broadway. New York 4, N.Y. 


— 
IN DEPTH igi e 
pase mail Other Ingersoll-Rand pumps available 
folders and to you to meet any pumping condition. 


-atalogs 
help direct 


nationa! 


ertising 


sales to you 


Motorpumps |Cradie-Mounted Self-Priming | Horizontally Split 
Pumps 
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Advance Progress Report 





CF.1-Wickwire develops 


LE 


New wire drawing technique gives 
you longer-lasting wire rope 


CF&I-Wickwire’s premium wire rope— Double 
Gray — has now been improved by a remarkable 
new wire drawing technique. This new wire 
rope — Double Gray-X — provides EXTRA 
LONG LIFE. 

Wickwire’s advanced wire drawing process is 
the joint effort of our research engineers, metal- 
lurgists and key production people. They sought 
to reduce the friction between the wires within 
the rope itself, thus producing a wire rope with 
greater resistance to bending fatigue. An im- 
portant step in Wickwire’s new wire drawing 
process is the use of molybdenum disulphide. 


SS ROPE.“ 
cre © 
GRAY-X 


KW" 


“Moly Disulphide” builds a thin, permanent 
molecular shield around each wire. Coupled 
with Wickwire’s other advanced wire process- 
ing techniques, it gives these results: 

@ Friction-free interaction of the individual 
wires in every strand of Double Gray-X — 
A molecular jacket of Moly Disulphide on 
each wire helps cushion them against the 
effects of bending, crushing and abrasion. As 
the rope operates over sheaves, for example, 
the molecular shield tends to prevent the 
wire surfaces from grinding against each 
other, reducing friction and wear. 


TN 


DOUBLE ‘ 
GRAY-X a 
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a superior wire rope 


GRAY-X 


@ Smoother surface to the wires—In any wire, Double Gray-X will be made in a wide range 
tiny imperfections occasionally form on the of sizes and constructions to give greater oper- 
surface. These “weak links” can cause pre- ating economy and reduced downtime for all 
mature breaking of the wires and impair the types of rope-using equipment. It will be avail- 
life of the rope. Moly Disulphide helps elim- able soon from CF&I-Wickwire’s chain of ware- 
inate any minute nicks, creating smoother- houses and through a network of nationwide 
surfaced wires. distributors. 

Higher degree of toughness which is essential 
to longer wire rope life—Moly Disulphide EXTRA STRENGTH 

greatly minimizes the friction involved in In addition to longer life, Double Gray-X gives you 
the drawing operation, thus preventing the the extra strength of Double Gray Wire Rope. Made 
wires from “heating up”. This assures the A = me ong plow steel with an Independent 
correct physical properties for every wire in ine aetna Gas Ue eeeioe tachion taaamned 

Double Gray-X and helps the wire retain its an improved plow steel rope with IWRC. 

original toughness. 














WICKWIRE 


THE COLORADO FUEL AND IRON CORPORATION STEEL 


In the West: THE COLORADO FUEL AND IRON CORPORATION — Albuquerque + Amarillo « Billings « Boise « Butte « Denver « El Paso 
Farmington (N.M.) « Ft. Worth « Houston « Kansas City « Lincoln e Los Angeles « Oakland « Odessa (Tex.) « Oklahoma City 
Phoenix « Portland « Pueblo « Salt Lake City « San Francisco « San leandro « Seattle « Spokane « Tulsa « Wichita 
In the East: WICKWIRE SPENCER STEEL DIVISION — Boston « Buffalo « Chattanooga « Chicago e« Detroit e« Emlenton (Pa.) 
New Orleans « New York e Philadelphia 
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A PROVEN sucess! ¥ UR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


eeeeceeeieere 


ch 


FAIRBANKS LAMILON 
ALL-PLASTIC WHEELS 


Fig. 0832 BUILDING are your keys to more sales 


DART LAMILON Wheels, on which patent 

S is pending, permit you to sell stand- 

j i a ardization to your customers. With 

ana a mie y 1 F the theme “One Wheel For Any Sec- 
ul ales And Protits ror You 


tion Of Your Plant”, you build your 

Backed by a firm guarantee —If sales presentation on— 

one should leak through, we will BUSINESS ® less maintenance, 

give you two”— Dart Unions have ® greater floor protection, 

been building steady repeat business ® lower inventories. 

from satisfied customers for over 60 AND These building blocks of more sales 

years. Big, extra value features: are yours alone to sell with the 
[wo bronze to bronze seats ground LAMILON Wheels which will not 
to a true ball and socket joint — PROFITS mark wood floors nor mar concrete 
Practically indestructible malle- floors; which will retain their 
able iron bodies — YEAR smooth tread and concentricity un- 

der the worst floor conditions; which 

Drip tight joints made time and are not affected by water, oils or 

again without jamming AFTER YEAR greases. 

Darts may be used over and over The sales story on LAMILON 

Wheels dovetails perfectly with the 

make Darts easy to sell and their presentation on savings which you 

very fair margin of profit makes can offer on Fairbanks line of indus- 

them good to sell trial casters and wheels. Use the 

Remember — Darts, like all Fair- for five LAMILON Wheels as your SALES 

banks products, are needed in every ok LEADERS this month and start a 

industrial plant and commercial ICCESSIVE -aFS, Ne Fal chain reaction of steady repeat 

enterprise in your area. Build up banks Sales-Leader re caster and wheel orders from your 

your business on a solid foundation Month products have 1 satisfied customers. 

by making Dart Unions your Sales 

Leader this month. 


again 


Jstrial distributors 
od business for you t 
for Fairbanks 
airDanks na 


4 


J} specially 


mavelahaan: 


THE 


Fairbanks 


COMPANY 


BRANCH OFFICES 


At 


EXECUTIVE OFFICE 
393 Lafayette St., New York 3, N. Y 


Valves e Dart Unions ¢ Casters @ Tracks « Whee FACTORIES 8 


iT PAYS YOU TO SELL FAIRBANKS PRODUCTS, NEEDED IN EVERY INDUSTRIAL PLANT AND COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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LENOX ANNOUNCES MAJOR 
BAND SAW BLADE ADVANCEMENT! 


The Lenox Master-Band triples the square inches of cutting per blade. Its positive 
cutting life is guaranteed to be at least three times longer than regular bands. A faster cutting 
rate is immediately visible. New cutting accomplishments can be made with standard band 
saw machine equipment. SEE COUPON BELOW for Guaranteed Trial Offer. 


We are extremely confident of our new 
Lenox Master-Band. We will guarantee 
that this advancement in metal cutting 
band saw blades will definitely put new 
life and more versatility into your stand- 
ard band saw machine. The Master- 
Band will cut at a 50% faster rate than 
a regular band saw blade. The Master- 
Band will cut more square inches of 
metal and we guarantee that it will 
outlast at least three regular metal cut- 
ting bands. In addition, many of the 
tougher alloy steels which previously 
could not be cut with a regular band 
saw blade, can now be cut on your 
standard equipment with the new 
Master-Band. 


The Lenox Master-Band is a special 
alloy steel band saw blade designed and 
engineered especially for use on con- 
ventional, horizontal and vertical metal 
cutting band saw machines such as the 
Kalamazoo, Johnson, Wells, DodAll, 
Marvel, Grob, Laidlaw, and others. 


THE MASTER-BAND IS SUPERIOR! 
The special steel analysis of this new 
blade results in a greater quantity of 
carbides in the structure and when 


skillful heat-treating, we produce a band 
saw blade of proven superiority. The 
Master-Band assures superior resistance 
to wear, highly extended fatigue resist- 
ance, and assures continuous cutting of 
tougher steels at faster rates. 


The Lenox True-Weld process, which 
is performed with exceptionally pre- 
cisioned, fully automatic equipment, 
guarantees the almost total elimination 
of weld breakage. Specially designed 
welding equipment is necessary for 
welding the Lenox Master-Band. Each 
blade is perfectly matched and electri- 
cally butt welded and inspected to 
assure integrated bonding. Each weld 
is precision ground and inspected to 
prevent hollowing. 


COST ADVANTAGES: More pieces can 
now be cut in the same time period 


faster rate. Expensive down-time for at 
least three blade changes can now be 
eliminated. Tougher steels that had to 
be cut by other, more expensive cut-off 
methods, can now be cut on your stand- 
ard band saw machine with the Master- 
Band. 


WRITE TODAY FOR MORE INFOR- 
MATION! Want more information on 
increasing blade life and decreasing cut- 
ting costs? Contact your industrial 
distributor or write outlining your par- 
ticular cutting operation. Specify ma- 
terials and sizes most often cut. Also, 
indicate the make and model of your 
band saw machine. Your inquiry will 


processed through the Lenox modern, because the Master-Band cuts at a be promptly and carefully answered. 


GUARANTEED TRIAL OFFER 


AMERICAN SAW & MFG. co. 


SPRINGFIELD, MASSACHUSETTS, VU. 


PLEASE FURNISH ALL INFORMATION REQUESTED, 
COMPANY 


ADDRESS... 


(type or print) 
; (street & no.) : 
city : 
IMPORTANT! PLEASE COMPLETE 
MATERIALS AND SIZES CUT MOST. ...0............02002.n2..---ccccccoee 


MAKE AND MODEL MACHINE 
INDUSTRIAL DISTRIBUTOR... 
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“Gentlemen, here is how 


Planning the training session. ‘“You say Joe Hayden will be here, too?” asks Pratt- 


Gilbert Purchasing Agent Murray Johnston (far right 


. “Check,” says Jim Noyes 


second right), “between Joe and Gerry Rivette, you'll have a regular conveyor 
university.”’ Dick Jeffries (far left) says, ‘Might be a good idea to drop in on one 
of our accounts while they’re here.” Jim nods, and Ed Golwitzer (second left) says 
‘‘We'd better line up the customer well ahead of time.” 


‘‘We call this triple grease seal construction,” says Joe Hayden, 
H-R Product Manager on idlers. “Incidentally, it’s a Hewitt- 
Robins patent. It keeps grease in and dirt out. It’s been perfected 
o that H-R idlers can be expected to last for years under the 
worst kind of service. All they need is occasional lubrication— 
from only one side of the conveyor.” Listening are members of 
the Pratt-Gilbert sales engineering staff. 


rbemaenenmntae | 


This is the Arizona Sand & Rock Company of Phoenix, visited by 
Joe Hayden and Gerry Rivette (with Jim Noyes and Sales 
Manager Dick Jeffries) before the training session. Installed 
here is a 120 foot conveyor traveling 350 feet per minute, carrying 
aggregate of up to eight inches to the stockpile. Rock from the 
crusher goes to the stockpile on H-R conveyors. This Arizona 
Sand & Rock installation is the largest of its kind in the state. 
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you sell a conveyor’ 


H-R Field Engineer Jim Noyes imports factory execs 
for training sessions with Arizona Distributor Pratt-Gilbert 


“Jim Noyes had been calling on us regularly as a field 
engineer for Hewitt-Robins when he got this idea,”’ 
says Elbert Gilbert, President of the Pratt-Gilbert 
Company of Phoenix. Pratt-Gilbert is the biggest 
industrial supply distributor in Arizona. 

“A short time back, Jim said, ‘Why don’t I ask a 
couple of fellows from the factory to put on some 
product sessions for your field men?’ 

“Well, we sell to some pretty tough customers in 
mining, sand and gravel, crushed stone, and manufac- 
turing, and this just isn’t the kind of help you laugh 
off. | said, ‘Jim, if you can set it up, that'll be a real 
favor.’ So Jim got right on the phone and had it ar- 
ranged in no time.” 

Sales Manager Dick Jeffries adds, “Jim called up 
the Hewitt-Robins Product Manager on idlers, Joe 
Hayden, to come down from New Jersey, and then 
their Chief Engineer on belts, Gerry Rivette, to come 


all the way from Buffalo. Long haul for a couple of 
sales sessions, eh?” 

Mr. Gilbert says, “‘Hayden and Rivette came down 
and put on a one night seminar for their products. 
Joe Hayden showed us the construction of idlers and 
Gerry Rivette gave us a complete run-down on belt 
carcass. Then they threw the meeting open for ques- 
tions so our own men could unload their problems. 

“Now, we know idlers and conveyor belts ourselves 
—that’s our business. But getting the word from the 
men who make them gives you a grasp of your line 
that you just can’t beat in a good tough sales pres- 
entation. 

“T don’t know how the rest of Hewitt-Robins field 
engineers operate, but if they’re anything like Jim 
Noyes, that’s some company to deal with.’’ Why not 
call the Hewitt-Robins field engineer in your area and 
see for yourself? Hewitt-Robins, Stamford, Conn. 


HEWITT-ROBINS 


‘ 
.*% she ES piet.. 
* 


Pratt-Gilbert Sales Manager Dick Jeffries knows A. S. & R. in- 
stallation well. Left to right are Arizona Sand & Rock Plant 
Superintendent Paul Morrow, Dick Jeffries, A. S. & R. welder 
Larry Officer, Production Manager Herb Hoover, and Joe Hayden 
and Jim Noyes from Hewitt-Robins. Says Dick: “You'll like 
the idea of ‘Protect-All’ rubber sleeves to prevent build-up on 
return rolls. They’ll make your belts last longer.” 


“Now then,” explains H-R Chief Product Engineer Gerry Rivette, 
in visit to A. S. & R., ‘‘we’re getting away from all-cotton car- 
casses and into combinations of cotton and rayon for the same 
reason you find in other industrial applications, for example, 
greater crosswise strength, improved tear resistance and in- 
creased fastener strength. With manpower costing what it does 
today, the longer you run a belt the more profit you’ll make.” 
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Your Republic distributor maintains 
a complete steel pipe inventory 


Need good pipe fast Your Republi in large steel pipe inventories. You save 
~ F 


distributor has it in stock--all sizes and i and money by letting him deliver all 

weights backed by a full-time de your pipe...as you need it from 

livery system. His business was designed under-roof ...in the sizes and weights 

for speed. But let him save you ere# you specify 

more money Give him a try. In addition Republic 
This man is im busmess to employ the Steel Pipe — the very best—your Republic 

people, freeze the capital, pay for the space. distributor offers outstanding lines of fit- 


equipment, and other incidentals involved tings, fixtures, and controls 


“ey INSIST ON PIPE MADE IN U.S.A. 
MEA. a 


\ 


X ? Call your local distributor for fast delivery of... 


(C™~>. REPUBLIC GteeL Pipe a> 





4 ' STEEL PIPE 


for plumbing, heating, and air 
conditioning 


Also flexible and semi-rigid 
plastic pipe with all necessary fittings 








WE’RE SELLING 
SERVICE... 


WHEN TIME IS OF THE ESSENCE 
Cail your Stee! Service Center 


the kind of service your customers want! 


Market by market, month by month, COLD FINISHED BARS—supplied in rounds, 


° ° ° squares, hexes, flats, and special sections in 
Republic advertisements like these are 


standard and special steel analyses 


working for you. Whether the product be 
steel pipe, plastic pipe, fasteners, sheets, 
or bars, it is your story. Emphasis is on 


the quality of your products and services. 


« = 2 
= 


Result: sucreased sales for you, the When the Pressure’s on 


vee ger more ae epmpetty ram 


Republic distributor. a 


Reprints of Republic's distributor-support advertisements are 





available at no cost, imprinted with your company name. 
Call your nearest Republic office for details on the advantages 
of stocking Republic Steel products. Mail coupon for 


product information. 


STEEL SHEETS— for co wide variety of appli 
cations are available in ENDURO’ Stainless 
Steet, Electro Paintlok’, Continuous Gal 


vanized, and Galvannealed 


REPUBLIC STEEL 


Werlets Whites Range ” 
Staalard, Stobs ant, Stak Pood 


REPUBLIC STEEL CORPORATION 
DEPT. ID-9202 


1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


I'd like more information on: 

O METAL LUMBER CO) Bolts and Nuts 
A GREAT NEW PRODUCT— Republic's METAL LUMBER” is being 0) Steel Pipe ©) Cold Finished Bars 
used by more and more companies as a low cost, highly ©) Plastic Pipe O Steel Sheets 
versatile framing material. Sold in bundles of ten pieces in ‘ 
10- or 12-foot lengths, METAL LUMBER need only be measured, Name 
cut, and bolted together with standard fasteners. Contact Company Seiesaneadeaeadaeaies 
your Republic representative or mail coupon for complete nia 


details. Address 
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a State 








you say it... ? 


@@ ‘i Welcome Salesmen With Ideas” was one of 
the best articles I have read in a long time. In 
fact, one entire sales meeting was devoted to 
its many teachings.” 

L. Clare Utley 

President 

Cutting Tools & Supplies Inc. 
Pontiac, Michigan 


“Regardless of what you or Mr. Wilkinson say, 
I feel that personally opening the mail is one 
of the best ways to get the pulse of the business.” 
W. H. Kiefaber, Jr. 

V-P & Gen. Mgr. 

The W. H. Kiefaber Co. 

Dayton, Ohio 


“Please send us the list of new distributor plants 
built during 1959, as mentioned in ID.” 


B. S. Johnston 
{ssistant Managing Director 
J. Blackwood & Son Ltd. 


Sydney, Australia 


Be they requests for help, bouquets or brickbats, 
these actual letters to [D’s “You Said It” editor 
add zest to the task of editing a useful publica- 
tion for industrial distributors. Even an occa- 
sional note of disagreement serves to keep our 
“You Said It” man on his toes. This sprightly 
department is your chance to talk back and 
exchange ideas. Contributions are welcomed 
from all readers, whether you wish to be iden- 
tified or not. Just address your letter to: YOU 
SAID IT EDITOR, INDUSTRIAL DISTRIBU- 
TION, 330 West 42nd Street, New York 36, N. Y. 


Industrial 
Distribution 


EDITED EXCLUSIVELY FOR INDUSTRIAL DISTRIBUTORS—SINCE 1911 
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“The larger our YellowPages advertising, «= geyveeneers 


& SUPPLIES 


the more business we do” 


says J. C. Barnhill, Warehouse Mgr., Miller & Smith Mfg. Co., Albuquerque, N. M. 


“Since we depend on phone orders from purchasing agents and retail 
stores, we also depend on the Yellow Pages to get new business. For 
buyers who use the phone use the Yellow Pages—and that’s just about 
everyone. 


WAREHOUSE STOCK 
PLATES + SHEETS » STRIP © STRUCTURAL 
| ° ° . ° . | 1 SHAPES + COLD FINISHED BARS 
" Ss ssc Ss { area—; , ar ne STEEL TUBING * MACHINE BOLTS 
Our usiness Covers a wide area all of New Mexico, part of Colorado, ma. 5. te 
Arizona and Utah. To cover this market, we advertise in 5 Yellow Pages STEEL FABRICATION 


directories. And—the volume of our business has increased as we have Gall D1 4-2331 
increased the volume of our Yellow Pages advertising!” Millon & Smith MFG. 

, ‘ — CO.. INC. 
Are buyers aware of the products you stock? Plan an AWHERENESS pe an. a. 
program for your business in the Yellow Pages. Tell prospects who you 
are, where you are, and what you sell. ..in directories that cover your 
market area. There are classifications for the more important lines you 
carry. Call the Yellow Pages man at the Bell telephone office today. 
He'll be glad to give you all the details without obligation. 

















BUSINESS BUILDERS! These display ads 
(reduced) under Steel and Contractors 
Equipment & Supplies plus other listings 
work for Miller & Smith the year round. 








Find Us Fast 
a Display this sales-building emblem wherever your prospects can see it. 


Yellow Pages The Yellow Pages representative will gladly supply as many as you need. 
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No. C-4E Electronics Scissors 

These tough, sharp scissors are perfect 
for the electronics industry for cutting 
light wire and filament. 


No. 625 Filament Cutters 
These perfectly designed scissors are 
widely used in the electronics field... cut 
light wire and filament. 


No. 175-E Electrician’s Scissors 

Extra hard blades stressed for point-cut- 
ting of light wire and insulation strip- 
ping. Small in size but very powerful. 


























No. 20W Upholstery Shears 

Extra heavy-duty raised blade shears for 
upholstery and carpet cutting. Also used 
successfully by tailors. 


No. 765 Mill Scissors 


These scissors have double sharp points. 


Oval pattern, ring handles. Complete 
range of sizes from 34” to 6”. 


No. 2-DA Florist’s Shears 


Florists’ or light wire cutting shears, long 
handles, short blades. One 


rated. Nickel plated blades. 


blade ser- 





























No. 1-DS Metal-Cutting Shears 


Extra long handles and short blades give 


increased cutting leverage. Used for light 


metal cutting, upholstery trimming. 


No. 36 Industrial Trimmers 
Inlaid Blade Straight Trimmers. For 


heavy industrial trimming operations. 


Complete range of sizes from 6” to 10” 


No. 908 Multi-Purpose, Plastics — Poultry 
These pruners are practically indispen- 
sable in many fields such as plastics, 
poultry, venetian blinds industries. 


J. WISS & SONS CO., NEWARK 7, N. J. 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Skalloping Shears, Metal Cutting Snips and Garden Shears 
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How to take some of the 


Year-round selling means year-round profits—and 
that’s what you get with cold coatings and coal tar 
paint from Allied Chemical. 

These products sell well because they perform well. 
Cold Coating 34Yc, for example, has proved itself 
for any surface exposed to highly corrosive conditions, 
extreme moisture, acid and alkali fumes. Coal Tar 
Paint 110 is for outdoor frames and 


ideal posts, 


and out of business ! 
downs” 


safety and sprinkler piping, general railroad work. 

But product performance, year-round sales, aren’t all 
you get. Allied Chemical Cold Coatings are backed up 
with a complete sales package: advertising to your prime 
prospects — sales literature — direct mail — meetings. 

A technical background isn’t needed to sell these 
products which have been used and accepted for a 
quarter of a century. So write today. 


“ALLIED CHEMICAL” 34Yc COLD COATING for tanks, piling, structural steel, underground pipes and units, such as septic tanks 
“ALLIED CHEMICAL” COAL TAR PAINT 110 for outdoor frames and posts, safety and sprinkler piping, transmission towers, general railroad work 


PLASTICS AND COAL CHEMICALS DIVISION 


llied 
hemical 


40 Rector Street, New York 6, N. Y. 
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distributed in the United States and Canada by 


Jacobs 
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You'll like Bethlehem bolts, too. 
They’re tops in quality. All 
sizes and types of carriage, lag, 
and machine bolts and nuts 
are available for quick delivery. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Stee! Export Corporation 


BETHLEHEM STEEL 
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product open to be a Key Line for distributors? 
Obviously, the broader a line's appeal— 

the more places salesmen can sell it--the more 
profitable it is to handle. 


Here at B&D we are very conscious of this broad 


market appeal. We are constantly developing new 
tools to bring the advantages of portable electric 
power to more and more industrial applications. We 
constantly broaden our basic tool lines with ca-- 
pacities and features to meet special requirements. 


We believe a distributor salesman can sell Black 
& Decker on every call he makes. He can "knock on 
any door" and find a B&D prospect. And I believe 
you'll agree that's good business for both of us! 


Robert D. Black 


Chairman of the Board and President 


Black’ Decker: 


—a key line to profit growth. 
@eecso Scommcre So @ aconcssive @expcar eicio Qeooo raoris Ooetavice 
2 MARKETS tine PROMOTION ASSISTANCE MARGINS 
| 


The Seven Keys to More Profits 
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The product...the cooperation...the availability 


3 good reasons BCA ball bearings build profits 


Leaders in dependable quality . . . in promotional 
support . . . in sales and availability 


For industrial applications, you have the top quality ball 
bearing line in BCA. Availability is unequalled. 


BCA gives you an excellent sales set-up to build bigger profits. 
The BCA line is one of the best known in the industry. A 
BCA sales engineer is on call at short notice to work with 
you. His product and application knowledge is the kind of 
cooperation that opens new accounts and builds old customers, 
He means business for you. 


Why don’t you call your Federal-Mogul Service branch today? 
Get up-to-date information now. 





BCA BALL BEARINGS 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. « DETROIT 13, MICHIGAN 
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AT A VERY INTERESTING PRICE! 
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WITH WORTHINGTON QUALITY... 


THE NEW ECONOBLOC PUMP has been designed by 


Worthington to do just one thing: to give you a more 





cconomical installation. 


lhe Econobloc pump gives you Worthington quality through- 
out... at a competitive price. You save money, too, because 
this new pump is carried in stock in 7 Worthington ware- 
houses across the country (Roselle Park, N. J., Atlanta, 


Cleveland, St. Louis, Chicago, Houston and Los Angeles). 
All prices are F.O.B. warehouse. 


The Econobloc’s packaging is a real time saver. The package 


is attractive, light weight and easy to handle. 


After the pump is installed you can count on years of 
trouble-free life in the best Worthington tradition. In the 
rare event that trouble occurs, warranty service is provided 
from each regional warehouse. 

The new Econobloc pump is stocked in 6 sizes in the frac- 
tional horsepower range that delivers up to 110 gallons per 
minute and 115 feet in head. Additional sizes go up to 744 
horsepower. For more information write to Worthington 


Corporation, Section 20-11, Harrison, New Jersey. 


WORTHINGTON 


they turn in top performance to turn out top results 


SIMONDS 


ABRASIVE SEGMENTS 2 


—" 


for 

eincreased production 
“excellent finish 

“superior surface grinding 





No matter how your customers’ measure performance 
.. . faster production, better finish or longer life .. . 
Simonds segments fill the bill, and more. Highly eco- 
nomical for surface grinding, they are made to exact 
grain and grade specifications . . . and carefully manu- 
factured for dimensional accuracy, uniform grinding 
and consistent performance from lot to lot. Sizes and 
shapes for all chucks. Currently featured in Simonds 
advertising, abrasive segments can be money makers 
for you. 


Write for bulletin ESA 188 


GAP TYPE SIMONDS 


ABRASIVE CoO. 


—_—_— 


SOLID TYPE 


PHILADELPHIA 37, PENNA 
All segment sizes and 
Pe gn my ra | YOUR SIMONDS DISTRIBUTOR 
both gap type an 
solid oi per COUNT ON /rasr SERVICE © LOCAL STOCKS 
wheels. 


WEST COAST PLANT: EL MONTE, CALIF.—BRANCHES: CHICAGO « DETROIT « LOS ANGELES « PHILADELPHIA « PORTLAND, ORE. e SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO « ABRASIVE PLANT, ARVIDA, QUEBEC 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1960 59 








Thor 


Everything you want in 
Electric Tools...and more! 


Sixty-five years in the tool business has taught us 
everything about building quality into our whole 


range of products—drills, impact wrenches, grind- 
ers, screwdrivers and nut setters and saws. We 
make tools better and service them better through 


a network of twenty-three branch offices and 
qualified distributors, 


Thor 


Everything you want 
in Electric Drills... 


anh mou! 


Thor’s series of universal electric drills have 
earned an enviable reputation for high qual- 
ity and outstanding performance. Stand- 
outs wherever quality and reserve power 
are needed. All ball-bearing construction 
and Thor-built motors assure long, trou- 
ble-free life on the job. In 4” to 14” 
capacities. Complete range of speeds, 
angle attachments and accessories. 
Thor Power Tool Company, Aurora, 


Illinois. Branches in all principal cities. 
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NEW PROFITS fom 


NEW STAINLESS STEEL 
**7000"’ Series ERMETO"* 
Flareless Hydraulic Fittings 


Now available in stainless steel as well as carbon steel 
tern brass! Weatherhead 7000 series ERMETO fittings are specifically 
designed for high pressure applications. They are U.L. listed, meet J.1.C 
standards and comply with all SAE approved standards for hydraulic 
flareless tube fittings. The complete range of body styles includes all 
popular straight thread fittings for SAE approved “0” ring boss mount 
ing. PRESSURE RATINGS: up to 10,000 p.s.i. Size range—e” through 2” 


and heavy pat- 


—_ 


STAINLESS STEEL 
**8000"' Series ERMETO* 
Flareless Hydraulic Fittings 


A popular line listed by U.L. for use with hazardous liquids, fuel equip- 
ment, refrigeration and gas applications. The 8000 Series meets all 
specifications of SAE and J.1.C. hydraulic tube fitting standards. Avail- 
able in stainless steel, or standard carbon steel with cadmium plate or 
“Weathercote” finishes. Complete range of popular body styles 
available. PRESSURE RATINGS: up to 10,000 p.s.i. In sizes from %’ 
through 2”. 


NEW STAINLESS STEEL 
SAE 37° FLARE 
(J.1.C.) Hydraulic Fittings 


Weatherhead ‘“‘Flare-Twin’ SAE 37° fittings are now available in stainless 
steel as well as carbon steel or heavy pattern brass. Both the 3-pc. and 
2-pc. style meet the SAE and J.I.C. hydraulics standards. They are easily 
assembled and are especially suited for conditions where vibration, 
pressure surges and/or high temperatures are encountered. “Flare-Twin’’ 
fittings meet Military Specification MIL-F-5506A. They may be repeatedly 
reconnected without affecting their sealing qualities. PRESSURE RAT- 
ING: up to 10,000 p.s.i. In sizes %” through 2”. 


BRASS & STEEL FITTINGS ~»« 


eo e« @ 
a 4& § 


HOSE & ASSEMBLIES 


ae 
& 


Dept. !D-4, 128 W. Washington Bivd., Fort Wayne, 
in Canada: The Weatherhead Co., Ltd., St. 
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THE WEATHERHEAD COMPANY « FORT WAYNE DIVISION 


ind. 
Thomas, Ont. 


NEW PRODUCTS 


Ory WEATHERHEAD 


WEATHERHEAD ’s continued research 
and development of new products assures 
distributors of new and continued profit op- 
portunities. WEATHERHEAD offers a 
complete line of steel and brass fittings, in- 
dustrial hose, hose ends and assemblies for 
any industrial application. 


ERMETO DESIGN PRINCIPLE 
Provides Positive Seal 


1. As nut is tightened, sleeve 
is forced into body taper 


Groove is sheared in tube as 
sleeve pilot contracts. Tight 
joint is made 


Nut pressing on bevel of 
sleeve clamps tightly to 
tube 


When tight, sleeve bows like 
a spring to keep tension be 
, tween body and nut 

FITTING 


After assembly, sleeve is 
SHOULDER 


permanently attached to 
tube. Fitting can be dis 
and reassembled repeatedly 


CUTTING EDGE 


3-pe style "Flare-Twin’ 


aD = 


2-pc. style "Flare-Twin’ 


TOOLS & ACCESSORIES 


Write for 

your copy of 
our C-300 
General 
Catalog 


, 1960 








POWELL 


giant in-stock 
valve supply 
for quick delivery 


Powell maintains one of the largest in-stock supplies 
of bronze, iron, steel and corrosion resistant alloy 
valves in the world. So you can receive immediate 
valve delivery from Powell's factories or your nearby 
distributor's stocks and avoid costly operational 
delays or plant shutdowns. 


THE WM. POWELL COMPANY DEPENDABLE VALVES SINCE 1846 


For quick action, just pick up your phone and con- 
tact your local Powell Valve distributor or The Wm. 
Powell Company direct. With our 114 years of valve 
manufacturing experience, we can fill your valve 
needs and solve your valve problems! Let us hear 
from YOU—TODAY! 


CINCINNATI 22, OHIO world’s largest family of valves 
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“... they WOULD use NIXDORFF chain!” 





there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 


Packaged for profits 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO. 


WELDED AND WELDLESS CHAINS / CHAIN ASSEMBLIES CHAIN SPECIALTIES WAGON AND TRUCK HARDWARE 
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FOR SUPER SERVICE a 


100% 
ON SOUTHERN 
FASTENERS 


Southern Screw service is the best — day in, day out. But when Southern's “best” i 
not good enough — when you are faced with an immediate need for super service to 
keep production at top speed, Southern fills the bill then, too. Whether it’s an air ship- 
ment from Southern's Statesville factory, or a rush order from one of our four strategic 
warehouse locations, Southern service, like Southern quality, has earned an enviable 
reputation for dependability. 

For service, for quality, for down-the-line dependability in all of your production 
operations, standardize on Southern — specialists in the manufacture of fasteners 
exclusively! Send your order to Southern Screw Company, P. O. Box 1360, Statesville, 
North Carolina. 

Manufacturing and Main Stock in Statesville, North Carolina. Warehouses: New 
York « Chicago - Dallas - Los Angeles. 


SscREWw 


STATESwHKE + 


Machine Screws & Nuts « Tapping Screws « Wood Screws «+ Stove Bolts « Drive Screws « Hanger Bolts « Carriage Bolts « 


Bee | 


us 


ape ce 
Breas of 
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COMPANY 


moaTH CAGeLINA 


Dowel Screws 





pawn: 


GET THE 


"NEW, COMPLETE PROFIT PICTURE 


on MULTI-USE, SOFT RUBBER BONDED ABRASIVES 
—THE ONLY COMPLETE, COMPREHENSIVE STOCK LINE! 


The revealing, new medium for achieving big- 
ger savings, improved product quality, for your 
customers .. . The revolutionary, new concept 
of abrasive applications . .. The refreshing, new 


sales approach for alert dealers and salesmen! 


Brightboy’s new catalog, a splendid sales tool, 
contains the latest working data and product 


listings 


© Brightboy sizes, grains, textures, machine 
speeds, on all 49 readily available ‘Job- 
Matched’ stock compounds for machine and 
manual operations 


new and revised wheel sizes; center hole speci- 
fications conforming to American Standards 
safety specificetions 


© refreshing, new methods and applications. 


one prominent distributor: 


“In 1959 we added several new lines. Brightboy has 
turned out to be the most important addition. Volume 
wise, very profitable. In addition, it has caused us to ex- 
tend our coverage to areas not previously called on, and 
has opened doors to many accounts which we did little 


or nothing with before”. 
The advantages of multi-use Brightboy probably are not 


known as yet to many of your customers. And plants No plant working in metals, wood, plastics or laminated 
presently using Brightboy may not be fully cognizant materials should be without the new Brightboy Catalog 
of the revolutionary, new concept which it pioneers. You which you should offer to outline the exceptional advan- 
have a mushrooming, practically virgin field! tages of rubber-cushioned abrasives. Write for it, and 


for inviting sales plan. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 
95 North 13th Street Newark 7, N. J. 





America’s Pioneer Manufacturer of Rubber-Bonded Abrasives 


NATIONALLY KNOWN NATIONALLY DEMANDED ° NATIONALLY ADVERTISED 


66 INDUSTRIAL DISTRIBUTION © APRIL, 1960 











: 
mg P 
'y 
72 
) ™ 
if fl 
. 4 
| | 
5 


Just Lay It Out... And Saw It Out 
STARRETT LOW CARBON FLAT STOCK 


All the time and money-saving advantages of 
precision ground flat stock are now available for 
wider use in Starrett No. 498 Free Machining- 
Low Carbon Flat Stock. Speeds production of parts 
that need no hardening or require only carburiz- 
ing or case hardening. Saves up to 60% over tool 
steel ground stock. 

This new fine grained, low carbon, silicon killed 
steel has 91% machinability easiest to cut, file, 
drill. Available in 24” lengths, thicknesses from 
1/64” to 274”, widths from 3%” to 16” — just select 
the width and thickness you need from this com- 
plete range. Each piece is identified full length to 
avoid confusing with other steels and packaged in 
protective envelope. 


In addition, you have Starrett tool steel Precision 
Ground Die and Flat Stock in air, oil and water 
hardening types in over 1,000 sizes. Ask your 
Starrett salesman to give you complete information 
on how to cash in on the big and booming demand 
for this fast-selling item. The L. S. Starrett Com- 
pany, Athol, Massachusetts, U.S. A. 


Starrett 


World's Greatest Toolmakers 


PRECISION GROUND FLAT STOCK 


Starrett Precision Makes Good Products Better 
Visit the Starrett Exhibit — BOOTH 600 — ASTE SHOW 


PRECISION TOOLS + DIALINDICATORS + STEEL TAPES » GROUND FLAT STOCK » HACKSAWS + HOLE SAWS « BAND SAWS + BAND KNIVES 





How to get your share 
of the Increasing Volume in SOLDER END Valves 


JENKINS DISTRIBUTORS will be well re- 
paid for giving some special attention to the 
market for valves with SOLDER ends and 
SOCKET ends. It has been getting bigger 
each year, and a substantial part of the vol- 
ume is in commercial and industrial serv- 
ices that need the assured quality of Jenkins 
Valves. Place Jenkins’ new descriptive folder, 
No. 212, onthe desk of every customer and 
prospect. And make sure you have an ade- 
quate stock of these valves to keep pace with 
increased sales. 

Jenkins Bros., 100 Park Ave., New York 17. 


Ain VENT 


Sales building 
folders, No. 212, 
available 
from your 
Jenkins branch 








) isowse 
A MOONE 


: finer’ 
JENKINS 
MARK 


| 
WOT WATER CIRCULATING PUMPS 


JENKINS VALVES 
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TANK 





A tap on the job is worth 
two in the mail 


DY FOR IMMEDIATE 
DELIVERY... 


A Precision Tapping Performance 





Bay State Announces New 
Sales and Service Facilities 


8 New Stockrooms — strategically located and fully 
stocked — provide your distributor with immediate 
delivery of precision performance Bay State taps. 
“Rapid Wire” electronic system assures up-to-the- 
minute communication between all stockrooms 

and factory. 

Expanded staff of Bay State application engineers — 
tapping specialists provide undivided attention to your 
tapping problems. 

Specifying Bay State taps results in Jmmediate 
Delivery Of Precision Performance Tapping from the 
nearby shelves of your Bay State Distributor. 


ETROIT age 


\ e 
CHICAGO ——® x 


NEW YORK 


SAN FRANCISCO 


d ATLANTA 
DALLAS 


~e 


STOCKROOM AND FACTORY LOCATIONS 


BAY STATE TAPS 
Bay State Tap & Die Company * Mansfield, Massachusetts 
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TREMENDOUS TRIFLES: 





SIM 
umber 


We stamp a catalog number on every 
major Warren-Teed tool. (We 

think we’re the only company that 
does this.) After bulk is broken, 

this number is the only sure way to 
identify the tool’s weight and type. 


We stamp this number on 
Warren-Teed tools — not because tool 
buyers or users demand it, but 
because we know it should be there. 
We know it can make your inventory 
easier. Buyers will always get the 
right tool, not something that happens 
to look like what they ordered. 

Even inexperienced warehousemen 
can fill orders without guesswork. 


We doubt this number would be 
greatly missed if we were to eliminate 


it. It would make our job easier — 
but yours tougher. 


That’s why it will stay there. 


WARREN-TEED TOOLS 


WARREN TOOL CORPORATION, WARREN, OHIO 





For customers using high speed ’ 


ment, there’s new Clemson Star High 
Speed Band Saw Blades that withstand 
temperatures up to 1100°F...easily 
cut through tough steels and rugged 
alloys. 


For customer nq tandard iL 


ment, new Clemson Star Duraband 
Heavy Duty Band Saw Blades. Made 


Us 


of a new long-life alloy steel, they make 
possible increased feed and speed rates 
...enable standard equipment to han- 
dle a wider range of materials. 

ew Clemson Star 
are cut and welded to exact customer 
specifications...come individually 
packaged in containers suitable for re- 
shipping. They offer the same attrac- 


For detailed information, write to: 


METAL CUTTING PRODUCTS 


tive profit potential as the fast-selling 
standard Clemson Star Band Saw 
Blades packaged in the revolutionary 
Reel-Pac dispenser. In addition, they 
offer you the advantages of economical 
single source buying for all your metal 
cutting tools. This means less paper 
work, lower delivery costs, and more 
profit for you. 


CLEMSON STAR 


CLEMSON BROS., INC. + Middletown, N. Y. 


POWER HACK SAW BLADES « HAND HACK SAW BLADES « HACK SAW FRAMES 


BAND SAW BLADES « HOLE SAWS « FILES « CLEMSON HAND MOWERS 
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we act on advice of council 


Who knows the problems of the distributor better than 
distributors! And manufacturers have problems, too! 
Put these two sets of problems together...expose them 
in the atmosphere of mutual understanding...and you 
get teamwork that solves problems. 

This is the idea. behind the Rex Distributor Advisory 
Board...an interchange of ideas among the members 
of the distributor-manufacturer team to assure better 
customer service. Discussions include such basic subjects 
as pricing policies, marketing trends, advertising, mer- 
chandising and promotion, sales techniques and training, 
stocking, warehousing, products, packaging, competi- 
tion, and area field problems. 

From these meetings come practical solutions to mutual 


problems, and sound ideas for improvement of the activ- 


ities of both manufacturer and distributors... all keyed 
to the basic concept of providing the best possible cus- 
tomer service. 

This is another example of teamwork in action...the 
close cooperation between distributor and manufacturer 
that results in more efficient, profitable operation for 
both. CHAIN Belt Company, 4622 W. Greenfield Ave., 
Milwaukee 1, Wis. 


CHAIN BELT COMPANY 





SELL STANLEY 
BALL PEIN HAMMERS 
WITH THE BUILT-IN / 


Look for this 
‘“‘Rim Tempered” 
Safety Seal 


and keep customers sold on you! 


Only Stanley Ball Pein Hammers have exclusive ‘rim 
tempering,’’ added to minimize chipping of critical area 

.. assure greater safety for users! Each hammer face 
is individually treated on the chamfer by special heat 
treatment to produce a lower degree of hardness on 
the rim. Here’s one of the most important safety fea- 
tures ever offered industrial users! 


These popular hammers are available with triple- 
wedged ‘‘Evertite’’ selected hickory handles processed 
to prevent shrinking... drop-forged heads ‘‘super-heat- 
treated’’ and hardened and tempered on faces and 
peins. All peins are perfectly ball shaped. 


10 SIZES FROM 2 to 48 OUNCES 


A QUALITY STANLEY HAMMER FOR EVERY USE... MORE THAN 160 SIZES AND SHAPES 


oer =; 
STANLEY “STEELMASTER” 


the finest nail hammer 
ever made 


HAMMERS 


> eT ee 


BRICK MASONS 
HAMMERS 


STANLEY ‘‘NAILMASTER” 
popular priced companion 
to the “STEELMASTER"” hammer 


{ 
& 
‘ 
S 


at 


a —_ 


MACHINISTS and ENGINEERS | TINNERS 
HAMMERS be HAMMERS 








FLOOR LAYERS 


UPHOLSTERERS 
HAMMERS 


RIPPING BARS and CHISELS 
ST 


WRITE FOR catalog No. 60, “STANLEY 
TOOLS FOR INDUSTRY" and for complete 
nformation on any type of hammer you 
need. Stock and sell the quality-made 
Stanley line and keep customers sold 
»n you! Address: Stanley Tools, Division of 
The Stanley Works, 4804 Eim Street., 
New Britain, Connecticut 


...all made to rigid Stanley quality standards known the world over 


AMERICA BuIiLtos 


REG US PAT OFF 


© springs * cootings * 


BETTER 

This famous trademork distinguishes over 20,000 quality 
tools * builders hardware * industrial hardware * drapery hardware * autor 
strip steel © steel strapping 


AND withH STANLEY 
New Britain, Conn.—hand tools ¢ electric 
atic door controls * aluminum windows ®* stampings 
nade in 24 plants in the United States, Canoda, England and Germany 


Lives BETTER 


products of The niey Works 


+ 
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WHEN 
YOUR CUSTOMERS 
NEED... 


® Quick Action 
® Leak-Proot Seal 
® Minimum Pressure Drop 


® Straight-through full flow 


u 


Less than 


® Vaives that cannot wedge or jam 


E VERLASTING 
vA £ 


Ye turn 


® Selt-grinding rotating disc 


SPECIFY 
EVERLASTING 
VALVES 


opens or closes 





BOILER BLOW-OFF 
Quick acting, 


CYLINDER OPERATED 
Can be remotely 


STEAM JACKETED 
Assures free 


WEIGHT-OPERATED 
For automatic 


GENERAL SERVICE 


also handwheel 
operated “Y” and 
angle types 
For pressures 
up to 600 psi. 








Where drop-tight 
seal and full flow 
is essential. 





controlled, 
electrically or 
manually, 


flow of viscous 
materials. 


drains or emergency 
shut off. 








EVERLASTING VALVES 





VALVES 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


74 


For more information write for these bulletins + 


FOR FIRE PROTECTION 


wiecous 
MATERIALS 


EVERLASTING 


Boiler 
Service 
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Right and ready 


neler 


Ub Proved” 





FLAT GROUND 


DIE STEEL 


Heller Line 
of flat und 
die steels 

— pes files, 
hack saws 
and band 
saws. Your 
customers are 
being pre-sold 
month after 
month by the 
national 
advertising 
of America’s 
oldest file 
manufacturer. 


HELLER TOOL CO. 





SLASHES PREPARATION TIME 
CUTS TOOL MAKING COSTS 


PRECISION GROUND FOR IMMEDIATE MACHINING. Heller 

die steel is spheroidize annealed for quick machining and 
uniform hardening . . . right and ready for immediate 

use. Precision ground to a smooth surface finish of less than 
35 micro-inches . . . free from defects and decarburization. 


COMPLETE RANGE OF SIZES — INDIVIDUALLY WRAPPED. Heller’s 
Oil Hardening and Air Hardening types are available in 
over 1300 stock sizes in 18” and 36” lengths. Each 
unit is individually wrapped for maximum protection 

. labeled with easy-to-follow heat treating instructions. 


CHOICE OF OIL HARDENING OR AIR HARDENING TYPES. Heller 

has a flat ground die steel for every requirement. Oil 
Hardening, type 01 wear- resistant alloy steel for general 
purposes... Air Hardening 5% Chrome type that provides 
an even higher degree of wearability. Both are recommended 
for dies, punches, jigs, machine parts and similar 
applications. Where top-flight performance is a must 

— Heller’s Air Hardening is the answer. It reacts more 
favorably to heat treatment . . . assures greater margins 

of safety. 


LOW CARBON STEEL IS AVAILABLE TOO.Where heat treating 
is not a necessity — Heller’s fine-grained, silicon-killed, 
Low Carbon Steel is ideal. Extremely versatile, it is 
easy to machine and weld. 


America’s Oldest File Manufacturer 
NEWCOMER STOWN, OHIO 
Subsidiary of Simonds Saw and Steei Co. 


Branch Offices and Warehouses: Bostoa ® Nework, N. J. @ Detroit @ Chicago @ Shreveport @ los Angeles @ San Francisco @ Portland, Oregon 
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Metallurgical Memo from General Electric 


They pick the one they need... there’s a G-E 
Carboloy toolholder for every metalcutting purpose 


Designed to do a better job more efficiently, 
Carboloy toolholders help you and your customers get 
BETTER PROFITS THROUGH BETTER TOOLING 


Even the very finest cemented carbide inserts (Carboloy 
carbides) can’t do a decent machining job if the tool- 
holder is inferior 

That’s why the Metallurgical Products Department of 
General Electric has evolved a line of toolholders to do 
a superior job in every metalcutting operation. Carboloy 
toolholders get the mileage out of inserts . . . take the 
headaches out of machining 

Customers can choose from: Lift-O-Matics, with self- 
raising chipbreaker clamp (positive rake, negative rake 

20 styles, 186 sizes total); Adjust-O-Breakers, with 
the chipbreaker versatility of many toolholders (nega- 


tive rake — 10 styles, 30 sizes); Tracers (positive rake, 
negative rake —8 styles, 19 sizes total); Heavy-duty 
(8 styles — 10 sizes) .* 

These, along with the complete line of Carboloy in- 
serts, insert seats, convertible seats, and brazed tooling, 
are all designed to help you and your customers attain 
“BETTER PROFITS THROUGH BETTER TOOLING.” 
Stock the full line! Metallurgical Products Department 
of General Electric Company, 11133 E. 8 Mile Street, 
Detroit 32, Michigan. 

*Available through Canadian General Electric Company, 
Limited, Toronto, Ont., and through International General 
Electric Company Division, General Electric, International, 


New York, N.Y. 


CARBOLOY 


CEMENTED CARBIDES 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


CARBOLOY® CEMENTED CARBIDES * MAN-MADE DIAMONDS « MAGNETIC MATERIALS «© THERMISTORS « THYRITE® *© VACUUM-MELTED ALLOYS 
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WITH Pyrex® RED LINE GAUGE GLASSES ... the ones 
that your customers can read from any angle or from a dis- 
tance with ease and accuracy. 

These are benefits your customers need, benefits that are 
easy to sell. Show them how a gauge glass with a red line 
fused to the back is magnified by water, makes a sharp clear 
line that’s easy to read. 

Every plant that uses gauge glasses is a prospect, and 
that’s just about every plant with a smokestack. 

You'll find the whole story on Pyrex Red Line Gauge 
Glasses in your Corning Gauge Glass Bulletin, EG-1. If you 
need more copies, check with your Corning Gauge Glass 
Distributor, or write us at 26 Crystal Street, Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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R/M Offers 
Distributors... 


e Complete Line 
Industrial 
Rubber Products 


e Factory-Field 
Service 





e Progressive 


R/M ALLFLEX HOSE Product 


Development 
e Advertising and 


Engineered advantages of this all-purpose hose add up to SS Helps 
easier handling, longer life . . . lower hose costs for a variety e A Business 

of applications. Allflex is the finest hose of its type made for Relationship that 
all-purpose use with air, water, oil, gases—even mild “Wears Well’’ 
chemicals. Light in weight, yet offers a degree of strength 

plus flexibility not possible with ordinary popular-priced e Strategic 
constructions. Allflex has no pre-set twist...coils and Warehousing men 
uncoils freely in any direction ...has uniform inside and Dependable 
outside diameters to assure faster, easier, safer coupling. Delivery 


Reduces Your Customers’ Hose Costs 


Tell your customers about Allflex Hose... one of the com- “More Use per Dollar” 


plete line of high quality R/M hose engineered to give your for Your Customers 


customers “More Use per Dollar’. 


BELTS » HOSE + ROLL COVERINGS + TANK LININGS + INDUSTRIAL RUBBER SPECIALTIES 
MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


Other R/M products: Abrasive and Diamond Wheels ® Brake Blocks and Linings ¢ Clutch Facings © Asbestos Textiles ¢ Mechanical 
Packings © Engineered Plastics © Sintered Metal Products © Industrial Adhesives © Laundry Pads and Covers @ Bowling Balls 
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of Meese 
CAN IMPROVE YOUR 
PRODUCT... 


SIX GREAT 


PAN Os i 7.N i elete 


LOCK NUTS 


A free starter with lock at the top. 
MF UNI-TORQUE : Withstands severe vibrations. 


Cuts assembly time. 


The Lock’s in the center of nut. 
Can be applied from either end. 
Permits bolt end to be flush with, 
or below, top of nut. 


MF OPEN END Has two-way center-of-nut lock. 
Used on furniture, appliances, 
CAP NUT , 


toys, lawn mowers, tools, etc. 


MF UNI-TORQUE Combination lock nut and washer. 
Use on oversized holes; where 
FLANGE NUT : 


extra bearing surface is needed. 


ME “WHIZ-LOCK” & * This one spins on. Serrations take 
- a firm grip on work. Break loose 
FLANGE NUT > torque higher than seated torque. 


MF PILOT TYPE | You can have it with or without 
WELD NUT ock. Simplifies assemblies by 


means of self-locating pilot. 


OUR 
CIRCLE NUMBER FOR ILLUSTRATED CATALOG - > 


MAC LEAN-FOGG 


MacLean-Fogg Lock Nut Company 
5535 N. WOLCOTT AVENUE — 
CHICAGO 40, ILLINOIS 
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There’s no 


in the MacLean-Fogg 
Distributor Policy 


MacLean-Fogg makes lock nuts. 
Distributors sell them at a good 
profit. That’s just about all there 
is to MacLean-Fogg’s distributor 
policy. There is no complicated 
set of “whereases and wherefors.” 
No quotas. No formidable inven- 
tory requirements. 

As MacLean-Fogg see it, good 
distributor policy requires but 
two things. The manufacturer 
must be able to supply good prod- 
ucts and good service. The dis- 
tributor must sell them ata profit. 
If either fails to do his part the 
partnership will fail. So—the MF 
Distributor Policy might be stated 
as follows:—‘“‘We promise the 
distributor to supply top quality 
lock nuts — in a complete line — 
on time — and to do all we can 
to help the distributor sell them.” 

Even if we wrote a book about 
our distributor policy, it would, in 
the end, boil down to the above 
statement. If that sort of policy 
makes sense to you, we invite 
your inquiry. Wherever you are 
in the U.S. we have a man nearby 
who’s waiting for the chance to 
tell you about the M-F line. 


Why not write or call today? 


MacLean-Fogg Lock Nut Company 


5535 North Wolcott Avenue 


Chicago 40, Illinois 


M-F’s latest ad is at the left. This 
appears in leading magazines — 
one of a series that builds cus- 
tomers for MF Distributors. 








PLEDGE Se 


Capewell will maintain its outstanding research 
and development facilities to insure the 
\ continuance of product quality control and the 
development of new and improved products.” 


From Capewell’s Published Fundamental Policy for Industrial Distributors 


; 


PERFORMANCE 


In 1959 Capewell’s Research Engineers completed 
development and put into production SPEED- 
BAND®, a new concept in band saw blades which 
is setting production records .. » 


Yeap eamnpneaeeas V0 


ON ALL KINDS OF JOBS 


ON ALL KINDS OF MACHINES 


Yorn yer_"v 1 


ON ALL KINDS OF MATERIALS 


Tangible evidence like this is attracting and hold- 
ing an increasing number of fine Industrial Distrib- 
utors for Capewell. They recognize that Capewell’s 
unique sales policy and product performance give 
promise of increased profit opportunties in 1960. 





power hack saws 

















THE CAPEWELL MFG. CO. ME HARTFORD 2, CONN. 
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Talk of the Trade 


ALL WORK—NO PLAY—Forty-nine industrial dis 
tributors met in Philadelphia on Feb. 24-25 to par 
ticipate in INpusrRIAL Distripution’s and Remington 
Rand’s Marketing Decision-Making Simulation and 
the reaction, to put it mildly, was terrific. Decisions 
were fed into Univac and out came results for nine 
monthly periods. A film taken then will be shown 
it the ‘Triple convention in Chicago. A report will 
be run in the June issue of ID. As one distributor 
put it, “rarely has anything been encountered where 
all of the participating folks reacted so favorably 


. Could 


it be that a lot of people found it was fun to work 


It was a pleasant and profitable experience 


also.’ 


SPEAKING OUT—Twenty member firms of the 
Industrial Distributors Association of Metropolitan 
St. Louis, took four pages of advertising in the St. 
!ouis Purchaser January 1960 issue which was devoted, 
in part, to distributors. Besides telling of the value 
of distributors, IDAMS made the two following 
points: the association was “dedicated to making avail 
ible to your industry the materials you need when 
von need them!” and “Use your giant warehouse in 
the Greater St. Louis market . . . the more you use 
it the better it can serve you! l'ake a tip, boys 
Speak out 


TAKE A SEAT—Roy C. Ingersoll, chairman of the 
board of Borg-Warner Corp., has another seat, that 
ot senior board member of the National Industrial 
Conference Board. He was elected for a term of 
three years at the NICB’s 401st Meeting recently. 


INVENTORY CONTROL—Sad note from Farquhar 
Machinery Co., Jacksonville, Fla. “A dark complected 
male customer entered our show room and asked 
Rube Norton if he could see a saw. . . While Rube 
was getting the saw, our customer ran out the door 
with an electric drill partially concealed under his 
coat. Rube called for help and Horatio Parker gal 
lantly took off after the miscreant.” A posse was 
hastily formed to follow but Parker came back saying 
he had lost the fugitive and sprained his ankle too. 
Police came, asked questions but nothing happened. 
I'inally, instructions went out, “please take one #20 
Drill off the stock cards.” 


YEARS ROLL BY—Joy Mfg. Co. tossed a dinner 
for 13 long service personnel in Pittsburgh recently 
and six of the veterans are with the Industrial Divi 
sion. All received service award pins from Joy pres 
ident, W. L. Wearly. Industrial Division men who 
were honored were Paul F. Biery, office manager, 
New York and Walter Smith, Sr., sales engineer, 
Dallas, 30 years; John Y. Richards, Jr., sales manager, 
Chicago, 25 years; Leonard A. Wright, sales engineer, 
Boston, Clair C. Ballard, sales engineer, Seattle, and 
Thomas G. Weir, district manager, Los Augeles, 20 
ycals. 


FACTS OF LIFE-—It seems that the only thing new 
about “payola” is the word itself. According to Inter- 
national Management Digest, in Rome the word is 
“busterella”; in Hong Kong they call it “hai yo”; in 
Mexico City a businessman might run into the “bite” 
or “mordida’”’, and in the Middle East it’s “baksheesh.” 
One of the foreign businessmen who described payola 
practices wryly remarked that the man who says “any 
thing goes” is probably angry over losing a contract 


because he bribed the wrong man 


(TRIPLE THREAT—Last month we wrote in this 
space that Carl W. Burst, Mill Supply & Machinery 
Co., St. Louis, was touring aboard the S. S. Rotterdam 
around South America. The ship sailed along both 
east and west coasts and hit such islands as the Falk- 
lands, San Juan, Fernandez, Trinidad and St. Thomas. 
\board during the cruise, Carl won top prize for the 
best costume at the masquerade ball. He impersonated 
a witch doctor, complete from grass skirt to loop ear- 
rings. And to demonstrate his versatility, Carl was 
runner-up in the duplicate bridge and shuffleboard 
tournaments held on board. Carl likes the S. S. 
Rotterdam. 


BUSINESSMEN TOO-—More than 100 members of 
the Future Farmers of America recently toured the 
Lipe-Rollway Corp. plant in Syracuse. H. Follett 
Hodgkins, board chairman, was host to the group 
which discussed the farmer’s and manufacturer’s mu- 
tual role as businessmen in a free economy. 


SMALL WORLD-—Tim O'Sullivan, ID’s news edi- 
tor, ran into a high school chum of ten years ago, 
I'rank Hynds, who is a senior in the Industrial Dis- 
tribution Department at Clarkson College of Tech- 
nology. J.A.W. 
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Section of new 3-story addition to Skil's 


main plant in Chicago mow under con- 
struction. / y 


INDUSTRIAL DISTRIBUTION e APRIL, 1960 





ADDITION GOING UP! 


Skil's partnership with 
industrial distributors 
makes it necessary 


New 1960 plant addition is tangible proof of the 
success of Skil’s marketing policies. 


This new three story addition to Skil Corporation’s main plant 
in Chicago will provide much needed additional space for the 
expanding research and development division, manufacturing, 
and warehousing—much needed because Skil continues to set 
new sales records. Roto-Hammer 


Last year’s industrial power tool sales were the highest in 
the Company’s 36 year history—23°%% higher than 1958! And 
everything points to another record year in 1960. 

One of the main reasons for this remarkable upsurge in sales 
is Skil’s partnership with Industrial Distributors in carrying 
out the following marketing policies: 


1. To develop—through leadership in research—new products 
and basic product innovations that expand the distributor’s 
market, increase his turnover and help maintain distributor profit. 


Recipro Saw 


2. To help distributors maintain properly balanced, adequate 


inventory—to maximize turnover and to minimize “‘out-of- INNOVATION in Skil products is typified 
stock” conditions. by the new Roto-Hammer and 2-speed Re- 

cipro Saw that are building greater profits 
3. To work closely with distributors in all areas of marketing —in for Skil distributors. 


sales training, in advertising and promotion, in application prob- 
lems and in direct selling teamwork between Skil representatives 
and distributor salesman. Skil Corporation, Dept. 115D, 5033 
Elston Ave., Chicago 30, Illinois. 


-2.and SKILSAW POWER TOOLS 
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REPUBLIC’S 
5-POINT SALES POLICY 


A LINE of rubber items sufficiently 

complete to permit effectively supply- 

ing the requirements of the trade 

solicited. 

A QUALITY of pr 
I ipable { deliv service re 


thet 


niformly good 


sonably be 


expected 


A PRICE basis inducing and making 
| ble aggresiv mpetition with 


ble pr 
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FREEDOM from com; ion ym his 
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This is Nylon Finish Strip Packing, 3 


32” thick and 


1-3/4” wide. Republic Rubber produces a complete 


line of all types of packing. 


Do your men want more commissions? Do you 
want more sales? There’s one way of satisfying 
both parties. Have them talk about rubber belting, 
hose, packing and other rubber products on 
every call. 


More and more purchasing people are buying 
more and more rubber these days. If your man 
doesn’t talk to the buyer about rubber, that buyer 


may give the order to the fellow who does. 


New territories are always opening up for distrib- 
utors. If you are interested in a Republic franchise, 
write to J. A. MacIntire, Jr., General Sales Mana- 
ger, Republic Rubber Division, Youngstown, O. 


REPUBLIC RUBBER DIVISION 


INDUSTRIAL RUBBER PRODUCTS 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 
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Communication and Communion 


"pease ATION is a vogue word. If we could just 
get communication, we could solve all our prob 
lems. The fact that there is tension with Russia 1s 
due to a failure in communications. Long fruitless 
months of negotiations in the steel strike was due to 
the inability of both parties to communicate effec 
tively. We hear that the major problem of manage 
ment is one of communications. Or, again, poor 
communications is blamed for strained manufacturer 
distributor relations. Even unrealistic delivery, prom 
ises and mistakes in order filling are attributed to poor 
communications. What a load of human frailty we 
seek to put on the back of communications. It is the 
universal scapegoat of our age 

But some sage has observed that there can be no 
communication without communion. ‘This thought 
introduces an entirely new element—a new conceptual 
approach to communication 

If you analyze it deeply enough, don't most of the 
people who bemoan the low state of communications 
really mean that they can’t get people to listen to 
them? ‘They want to tell someone to do something 
but what they have to say apparently doesn’t register 
There is even the feeling that if your message is said 
distinctly enough (public speaking will help) and 
When it 
isn't, we hear again of the problem of communication 


often enough, it is bound to be received 


I'd like to suggest, however, that the problem is 
not in the telling. Rather, the problem arises because 


of the inability to keep the receiving channel open. 
And, in a free society, people have a widely exercised 
option of shutting off their receiving facility at any 
time they are so disposed. Furthermore, they do it 
with impunity. ‘Tamerlane or Alice’s queen might 
enforce listening by threatening, “Off with their 
heads.” We can’t use such dire solutions to induce 
attention. Instead, we must endeavor to approach the 
one we want to reach in such a way that he wants to 
listen. For that reason, communication needs com- 
munion. 

The idea of communion implies a mutual inter 
change of thoughts between persons. It also implies 
an exchange between members of a group of equals 
bound together by common interests and beliefs. The 
mutuality suggests that the “teller” and the “listener” 
have equal standing as individuals. When commu 
nication fails, chances are the mutuality of interest 
was not established before the telling started. And, 
perhaps in the telling, the listener was not made to 
feel that he was an individual of equal standing. This 
comes back to the ethical principle that we should 
not view our fellow men as means to ends but as ends 
in themselves. The problems of communication ma\ 
thus be the result of deficiencies in ourselves. Our 


inability to communicate may be due to the wav we 
act toward the people around us. May I suggest that 


a wider practice of the principles implicit in com- 
munion will help our communications. 


a ee 
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SALESMEN’S FORUM: 


Teamwork Among Salesmen 


; ; 


be 


. 


gremeaing? 


* 


What characterizes an effective factory salesman? 
How can best use be made of his time? Here’s what 
five distributor salesmen have to say on the subject 
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ee T AM WORK’, an occasionally mis 

used or overused word, is cer 
tainly nowhere more important than 
in the relationship between | dis 
tributor salesmen and factory sales 
men. But on what is this teamwork 
based? And how is it maintained? 

Perhaps at least partial answers to 
these questions can be gleaned from 
the answers to questions on the dis 
tributor-supplier salesmen _relation- 
ship recently asked a sampling of 
distributor salesmen. Included in 
this group were Rav Bobbs of Ray 
Bobbs. Air-Draulics, Inc., in Port 
land, Oregon; Cecil Smith of the 
C. W. Farmer Co. of Florida in 
Macon, Ga.; Chalmer C. Swift of 
the W.S. Ehrenfeld Co., York, Pa.; 
Carl Samberg of the S. B. Hubbard 
Co. in Miami, Fla., and T. C. Roth 
of the Canton Supply Co. in Can 
ton, Ohio 

Here, then, are the questions— 
and their answers: 

1. What characterizes an cffective 
factory salesman? 

In answer to this question, all the 
salesmen agreed that the most im 
portant single characteristic of an 
effective factory salesman was a 
sound knowledge of products and 
(Bobbs: ““Technical 


knowledge and knowledge of apvli 


applications 


cations are necessary in most cases 
even above personality” ) The 
next most important characteristic, 
cited by 4 of the 5 salesmen. was 
‘the ability to express himself clear 
ly and convincingly”, followed by 
“the ability to analyze and solve 
(Swift: “The 


salesman with this ability helps to 


problems” factory 
solve customer problems immedi 
ately, and makes correspondence 
with his factory unnecessary”). Next, 





in order, came “adaptability in the 
face of a difficult 
“ability to plan in a logical, 
orderly manner” and “ability to han 
dle interpersonal situations.” 


technical situa 


tion”: 


In sum, a typical effective factory 
salesman, as reflected in the above 
answers, would be able to go into a 
find 


product on the basis of his own 


plant, applications for his 
product knowledge and his ability 
to analyze customer problems, and 
then explain and “sell” these appli 
cations to the customer 

Of the 


this “twpical’” factory 


course effectiveness of 
salesman is 
contingent, to a large degree, on the 
amount and kind of support he gets 
the 


Which brings us to this question 


from distributor salesman 


2. What steps do you take to mak« 
that the 
time will be put to best use? 


surc factory salesman’s 


[hree representative , answers to 

this question sum up all the an 

SwcTs 
Swift: “His 


for a definite time and date 


SC heduled 
his 


in advance 


visits are 
gives us sufhcient time 
to prepare an agenda of calls to 
make are 
usually at plants where his product 


with him. These calls 
is, or could, be used.’ 

Smith: “I try to give him sufficient 
time to discuss his product with the 
proper people and without inter 
ruption then follow up and ad 
vise him of developments.” 

Bobbs 
is to set aside one evening for a 
the 


which he 


“Our first step generalh 
meeting, conducted by manu 
facturer’s salesman, at 
presents his product and answers 
After that we 
allot time for him to spend with 


salesmen’s questions 


cach salesman in the field 

In these answers, the importance 
of both advance planning and fol 
low-up on the part of the distrib 
utor salesman is emphasized in 
making the best use of the factory 
But what can the 


factorv salesman himself do to take 


salesman’s time 


advantage of this planning? 
3. What, in 


the factory salesman do to insure 


your opinion, should 


better cooperation with the dis 
tributor salesman? 





Information, Please 


lf you have a particular 
question or problem you 
would like |.D. to “toss into 
the hopper” for discussion 
and analysis by other sales- 
men in the new “Salesmen’s 
Forum” feature, please send 
it in. Particularly welcome 
are details of a specific sales 
situation, which can be dis- 
cussed from the “what would 


you have done?” viewpoint. 











Answers to this question varied 
widely, although almost all stated 
or implied the importance of ad 
vance planning on the part of the 
factory salesman, coordinated with 
the advance planning of the dis 
tributor 


salesman. ‘Thus 


“The 


comes around most often gets the 


Samberg salesman who 


most business 


just common 
but | would like to know 


just when he will arrive amd~how 


SCTISC 


long he expects to be in my area 
his very seldom happens . . . so 
taking this 


best we can.” 


we end up salesman 
the 


Bobbs: ““The manufacturer’s sales 


around 


man should at all times be in a posi 
tion to assist a distributor salesman 
on any specific project only after the 
distributor salesman has found it 
necessary to seek further assistance 
I'he manufacturer's salesman should 
the 


In planning 


ilso issist 


distributor salesman 


better sales programs 
ind presentations.” 

Smith: “When it is not possible 
for a distributor salesman to make 


calls with a manufacturer's sales 
the 
should make calls on his own and 
the 


developments so he 


man, manufacturer's salesman 


advise distributor salesman of 


can follow up 
He should 
also be prepared to hold meetings 
with the 


ular sales meetings and arrange for 


ind possibly close a sale 
entire sales force at reg 
special instruction going into the 
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principal functions of his particular 
product.” 

Roth: ‘Fortunately, 
those who call on us are well forti- 


most of 


fied with product knowledge, but 
some could improve by expediting 
our orders and making it a point to 
keep us informed on new products 
and their adaptability to our cus 
tomer’s needs. Knowing his prod 
uct completely is important, but so 
is his ability to impart this knowl 
edge to me.” 

Swift: “Plan visits in advance, o1 
give some notice of sudden visits 1f 
he expects to make calls with us 
Make visits as planned, or give am 
ple advance notice if his plans must 
be changed. He should also remem- 
ber that on certain calls there may 
be other products which we must 
discuss with the customer. Before 
making such calls we try to advise 
him of this situation, in which case 
we expect him to make his presenta 
tion brief, so there is enough time 
left for us to talk to the customer be 
fore he gets restless.” 

As evidenced by all the above 
answers, “teamwork” between dis 
salesmen 
would seem to derive primarily from 
two 


tributor and supplier 
inter- 
ests and coordinated advance plan 


sources: a mutuality of 
ning and follow-up. 

As to the first source, it is inter 
esting to note (question 1) that the 
characteristics of the “typically” ef 
fective rhout 
identical to those of the distributor 
salesman himself. the fx 
know 


factorv salesman are 
I'rue, 


torv salesman should more 
about his product and how to sell it 
than does the distributor salesman, 
but from this point on the goal, and 
approach, of both are much _ the 
same 

As to the second source, all the 
salesmen stressed the importance of 
coordinated advance planning to 
achieve their mutual goal, i.e., the 
the 


only 


factory 
makes detailed 
plans to assist the distributor sales 
man, but through advance notice or 


sale. ‘Thus, effective 


salesman not 


consultation with him, coordinates 
these plans with the plans of the dis 
tributor salesman. 
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‘NOVELTIES” are the st popular of the advertising speciali threaders to thermometers. Most of them 


can be easily handled 


lhey run into a vast variety of items ranging from needle by your outside salesmen, and handed out to their 


ustomer,s 


Want to get “staying power” plus “preferred position” with 
your advertising? Then why not get your name on some of those 


“Advertising Specialties?" 


" epeenpe ARE, Within the next few hours your cus because of their inherent value, pack a_two-fisted 
tomers will do some or all of the following—jot punch hey not 


lown a note with a ball point pen, select a key from Please’ 
1 plastic key case, flick an ash into an ashtray, check 


the temperature on an outside thermometer, scribble 


only sav “(hank vou, but also 


Each advertising medium possesses its own merits 
\dvertising specialties’ specific advantages are 


in appointment in a pocket secretary, or glance at \s an industrial distributor, you want to direct vour 


i nearby wall calendai idvertising as much as possible toward those who can 


As they're doing all this, vour customers are also buy from you 
using a powerful advertising medium called “advert 


, 
tising spec lait 


\dvertising in mass media such as 
newspapers, television, and radio would bring you a 


high percentage of waste circulation among people 


\n advertising specialty is a useful product im who are not interested in buving from you. Yet this 


printed wit idvertising message. It could be a unneeded circulation has to be paid for 


Using ad 
ball point pen which an industrial distributor hands 


vertising specialties, however, the distributor insures 
that his message goes direct to where he wants it to 
thermometer, calendar, or 1,001] similar articles. Every go. He picks the circulation. He stays in control of 
time the recipient uses the article, the distributor's distribution and cost 

name, address, and telephone number pop out at him 


out to customers and prospects—or a kev case, ashtray, 


\dvertising specialties have the advantage of repeti 
As an advertising man has said: “These specialties, tion. It has been proved that an advertising message 
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read or heard just once is two-thirds forgotten in 24 
hours, out of mind within 30 davs. Yet a message 
read or heard several times a day for a week is prac 
tically memorized. With most advertising media, a 
hrm must pay twice when its ad is run twice, three 
times when it runs three times, and so on. An adver 
tising specialty carries the message continuously at 
the initial cost—every time the recipient looks at the 


item 


Advertising specialties have lasting power. Cal 
endars, for example, last a year or more. A thermom 
etcr keeps presenting its message for a matter of vears 
Some gifts will last a lifetime. Many inexpensive 
specialties—pot holders, screw drivers, nail files—are 
used until thev finally wear out 


preferred 


\ firm using advertising spec ialties gets 
position” for his message at no extra cost. It’s usual, 
in other forms of advertising, to pav a premium to 
obtain a special or preferred position. But a specialty 
can frequently end up with the most valuable position 
of all, smack in the middle of a man’s desk or right 
uw» his hands 

Quality specialties have an “appreciation advan 
tage.” A firm troubling to select a tasteful gift that 
flatters a customer shows it appreciates the customer's 
As someone has said 


business Business goes and 


Stavs where it 1S apprec iated 


Specialties Classified 


Ihe thousands of different advertising specialties 
can be classified in three basic groups 

> Advertising novelties—inexpensive items for wide 
spread distribution by the advertiser, carrying his im 
print such as a slogan or a brief advertising message 
l'vpical of these novelties are, ball point pens, pencils, 
plaving cards, combs, bottle openers, coin cases, letter 
openers, ashtrays, etc 

Here are the ways industrial distributors have used 
novelties effectively, 

|. ‘To tell or remind customers of special services, 
new address or telephone number, new salesman in 
the territory 

2. ‘To invite customers to an exhibit, clinic, or open 
house 

3. ‘To help salesmen win the goodwill of te ephone 
operators, receptionists, or secretaries at customers 
offices 

4. As lasting calling cards for use bv salesmen, 
whose name and the distributor's name are imprinted 
on the item 

5. As gifts for customers to take home to thei 
children (often used when a distributor salesman feels 
his customers get enough specialties for their own 
use ). 


> Executive gifts—relatively valuable items pre 


sented to people whose opinions and decisions are 


EXECUTIVE GIFTS (with or without imprint, often depending 


on their cost) can serve advertising needs for Christmas, et 


important to the advertiser. Examples of these gifts 
include desk sets, clocks, fancy foods, sporting equip 
Often these gifts will 
carry the advertiser's imprint; sometimes only the 


ment, pen and pencil sets 


recipient’s name appears; sometimes (to get the full 
advantage of low-pressure selling) the gift carries no 
imprint. 

Many of these specialties are given on special occa- 
sions, such as a man’s long-service anniversary with a 
company, or at Christmas. 

> Calendars—this is a good example of the adver 
tising specialty, because it is a useful item doing a 
long-term advertising job for a low original cost and 
no upkeep. Once a calendar is hung on a wall or 
placed on a desk, that advertising “space” comes free 
of charge for the whole vear. 

Ihe calendar has continuity, always changing, al- 
ways being looked at. It can be obtained in innumer 
ible variations, from large wall sizes to compact desk 
sizes, to a card which can be slipped in a wallet. Al- 
though it has a lot of competition, an attractive cal 
endar, properly distributed, will be used over and over 
ain 


Specialties’ Advantage 

\dvertising specialties help the industrial dis- 
tributor 

1. Hold his present customers, and 

2. Win new customers. 

Ihe chances are very good that within the next 
couple of hours many of your customers will be put- 
ting some advertising specialty to good use. The next 
specialty a customer uses could be yours. 
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Our southern neighbor has many industrial distributors like Cia. del Centro, 
who talk and act like their U.S. counterparts. 


Heres A Look At 
A Distributor In Mexico 


By Harold Kimmel 


s Most of Mexico's industrial growth has taken 
A place within the past few decades, few of its in 
dustrial supply firms originated as such. Many are 
the outgrowth and by-products of firms normally en 
gaged in closely allied businesses such as automotive 
parts, marine and agriculture equipment, and hard 
ware. Some are divisions of diversified companies 
whose normal tvpe of business is quite foreign to 


industrial supply 


Mee ee 
So’ ae all: Bye 
MAJOR INDUSTRY in Cia 


is cotton milling 


del Centro’s Baja California area 
The other major industry is food processing 
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\ good example of the latter is Compania del 
Centro De La Baja California, of Mexicali, Mexico, 
who operate a full line industrial supply business be 
hind the facade of the recently remodeled, completel\ 
modern, air conditioned department store, La Estrella 
Azul (The Blue Star). 


There Are Similarities 


Despite its fancy surroundings, Cia. del Centro’s 
industrial supply division operates as do many such 
firms in the United States. 
connected to the department store, and another else 


In its warehouses, one 


where in the city, are stocked such items as V belts 
and sheaves, fasteners, valves and fittings, hand and 
power tools, belting, packing, rope, cable, meters, coil 
chain, industrial paint, and rust motors, and many 
hardware items 

(he industrial supplv division of Cia. del Centro 
is managed by Oscar Chacon, who also handles out 
side sales. ‘There are four men in the order and retail 
sales department and another in the warehouse who 
handles order calls and fills orders for delivery and 


shipment. ‘The company has one delivery truck. 


Major Competition: U.S. Firms 


Though there are other industrial supply firms in 
Mexicali, and, in addition, companies which specialize 
in many of the items carried by Cia. del Centro, the 
major competition comes from nearby American firms 


1960 





O 


located in Calexico and E] Centro and f 


sion agents operating in the area 


OMNIS 


Free Port and Prices 


Prices are the border as 


same on both sides of the 
Baja California is a free port of entry and most goods 
from the United States can be 
shipped into Mexico at that point without payment 
of tariff. Baja California was a territory of the Re 
public of Mexico until admitted as a 1954 
ind the free port of entry concession was made to help 
the newly admitted state establish itself economically 

Cia. del Centro are distributors in the area for many 
American suppliers. About 80% of the company’s 


inventory 1s comprised ot goods manufactured in the 


ind other countries 


state in 


al 





Chacon, who handles outside sales, and writes purchase orders. 


United 


However, they also 


States handle items 
manufactured in Mexico, Japan, England, Germany, 


ind Switzerland Foreign manufacturers are very 


ictive in soliciting business in Mexico and _ prices 
quoted are often considerably lower than similar prod 
ucts of 


Chacon 


\merican manufacturers, according to Mr. 


U.S. Lines Preferred 


We prefer to stock the lines of American manu 


Mr “mainly because they 
are nearer, delivery is better, and product acceptance 


is good 


facturers,”” savs Chacon, 


But business is as competitive here as any 


where else and price is always important. If we can 


get a good line at a lower price without sacrificing 


“Service” Means Same in Mexico, Too > 
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BIG BUSINESS with Mexican distributor is counter sales. Cia. del Centro receives very few of its orders over the telephone. 


quality—and can wait for delivery—that is where we 
place our business.” 

They are constantly seeking profitable lines to 
handle and additional business possibilities in the area. 
For example, they recently completed a survey of 
more than 300 deep well irrigation pumps of the local 
Water District and private wells, getting makes, mod 
els, and serial numbers, with the idea of stocking spare 
parts for repair and replacement 


Service Important 


“With local agriculture depending almost entirely 
on irrigation,” says Mr. Chacon, “down time on a 
pump can be disastrous. We would be offering a 
real service if we had spare parts on hand.” 

‘hey are trying to make arrangements to stock 
diesel engine parts for the Mexican National Railroad 
which has a major repair and maintenance depot in 
Mexicali. 


Hard-to-Get Items 


I'he company also handles orders for items not 
normally carried in their stock. “We never like to 
tell a customer we don’t have it. If he wants to order 
something we don’t have in stock, we'll get it for 
him or someone else will,’ Mr. Chacon says. He 
cited as an example the requests of local dairies for 
such items as rubber boots, aprons, and commercial 
salt 


One noticeable difference in the operation here from 
one in the States is that very few orders are placed 
by telephone or through the mail. The order de- 
partment concerns itself mainly with retail sales. 


Outside Sales 


“The customers expect you to come out and get 
their order,” says Mr. Chacon. “And, as there is 
plenty of competition calling, that is just what I have 
to do.” 

For that reason, he spends most of his time at 
outside selling, contacting his office each hour when 
possible. He calls on many of his customers at least 
once each day and most of the rest at least once a 
week. He also makes occasional calls in ‘Tijuana, 
where the buying offices of some of his customers are 
located and in Ensenada where there are fishing and 
allied industries. This involves a round trip of over 
300 miles. 


Same Language 


Mr. Chacon, who has had sixteen years experience 
in industrial supplies, speaks excellent English and 
except for the very slight latin accent—hearing him 
talk is like listening to an American salesman, as the 
same words and phrases keep coming up: “price-cut- 
ting,” “tough customers,” “everything is rush,” “serv- 
ice,” “a nice order,” “a big deal,” “our share of the 
business,” etc. 
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He has faced the salesman’s perennial problem—the 
large plant which he had not been able to sell. “I 
have tried everything,” he said, “but just haven't been 
able to get the business.” He was pleased recenth 
when he received an inquiry for a long list of valves 
and fittings. “We had some of every size in stock 
but they wanted twelve dozen of this size and nin¢ 
dozen of that size and the most we had was a few of 
each item. It was a case of not knowing their buying 
habits. And, of course, they needed it yesterday.” 

Mr. Chacon works on salary and commission, and 
pays all of his own expenses, including those of his 
car. Cia. del Centro’s hours of work each week are 
considerably longer than those in the States; the firm 
works 8:00 A.M. to 9:00 P.M. Saturday. Mr. Chacon 
was somewhat amused by recent talk of a 35 hour 
week in the United States. But he concedes that his 
lunch “hour” might stretch considerably longer than 
the US. interval. He generally uses Saturday evening 
hours to place stock orders with suppliers 


Inventory Control 


Cia. del Centro’s method of inventory control is a 
frequent shelf count and they feel it is adequate 
Many plants in the area operate on a seasonal basis 
and inventory levels are maintained accordingly. 

hey do not publish a catalog as such, but use their 
suppliers literature in either individual or compiled 
form. Some of the literature supplied to their cus 
tomers is printed in English, some in Spanish, and 
some (from American companies with plants in 
Mexico) is bi-lingual. All are acceptable as most plant 
managers, buyers, and technical men “have English.” 


Mexicali Rises 


Mexicali is a booming, rapidly growing citv of ap 
proximately 140,000. It is the capitol of the state of 
Baja California. Located off the main California 
highways, it does not depend on tourist trade to any 
great extent, as do many border cities 
Other indus 
tries are food processing plants, dairies, breweries, 

5 


Cotton mills are the major industry 


here is consider 
able agriculture in the area; cotton is the principal 
crop. 


bakeries, and bottling companies 


Cia. del Centro is a type of company typical of 
Mexico—a family-owned corporation of many and 
varied interests. In addition to the department store 
La Estrella Azul, a small hardware store, Estrellita 
(Little Star), the industrial supply division, and a 
plastic factory, all in the Mexicali area, the company 
also has supply houses stocked to serve the industry 
of Puerto Penasco and San Luis in the bordering state 
of Sonora, a supply house in San Felipe in Baja Cali 
fornia, and ice plants and land holdings in both states. 


PES LP HOME 


‘— : 


CIA. DEL CENTRO feels that a frequent shelf count is suffi 


cient inventory control for the present purposes of the firm 


Alphonso Durazo is general manager of Cia. dei 
Centro. He is young and agressive; much of his 
commercial experience was acquired in the United 
States. Characteristic of the company’s operation is 
Mr. Durazo’s use of a private airplane to supervise the 
company’s far flung interests. 

The value of the peso, Mexico’s unit of currency, 
in relation to the American dollar, is of great im- 
portance to the business men and people of Mexicali, 
as the cost of living and the cost of business is pegged 
to that of the United States. The current rate of 
exchange is 12.50 to 1. 

“Devaluation of the peso is something we all think 
and worry about,” says Mr. Durazo, “but we hope it 
doesn’t happen. It can be avoided by proper develop- 
ment of Mexico’s tremendous natural resources, Our 
industry is building up rapidly—we have to improve 
our efficiency, increase production, and cut cost to 
compete in the world market.” 

Financing of business in Mexico is somewhat of a 
problem as interest rates of 9 to 12% are the rule. 
For that reason, funds for a company’s growth, ex- 
pansion, and diversification come out of profits. 


Cia. del Centro has been serving the people and 
industry of Mexicali since 1919 and has shared in 
the area’s prosperity and growth. The company takes 
an active interest in the affairs of the community and 
it’s officials serve on the committees and associations 
which have been largely responsible for considerable 
improvement and modernization in the city. 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1960 


























4h, - - 
‘ Re 


— 


oe 











 -eeees --- Was, 








= 


CONnVCVOI 


clear 
his office 


charge of warehouse, has 


FIRM’S purchasing agent, in 


icw of most of warehouse area through window in 
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: t See oe 


ASSEMBLED ORDERS are moved by fork truck to platform, 


there picked up by outside salesmen using stationwagons 


INDUSTRIAL DISTRIBUTION 


In distributor warehousing . 


This Is the 


“Space Age 


But space must be used efficiently 


“No but I saw the movie... .” This could be the 
reply of some distributors when asked if they 
have ever seen L. A. Benson Co.’s spanking new prem- 
ises in Baltimore. Anyone who has seen “A Talk with 
Mr. D,” the motion picture produced by Standard 
Pressed Steel a year ago (ID, June) depicting the in- 
dustrial distributor's function, might recall views of a 
building exterior and of merchandise moving through 
These shots were 
taken in L. A. Benson's new facility. 

A couple of years ago, the firm moved from cramped, 
multi-story 


a modern warehouse by convevor. 


Baltimore to a 
spacious suburban location, where it erected a $350,- 
000 building with 40,000 sq. ft. of warehouse space. 
Nearly three miles of steel shelving were installed 
One 
section of the shelving contains over six carloads of 


premises In dow ntown 


for the 50,000 items stocked by the company. 


fasteners. 

Managing this warehouse space and achieving efh 
cient in-and-out movement of stock tested L. A. Ben 
son’s ingenuity. Fork trucks could be used to handle 
larger bulk items, but some other means had to be 
found for the fast handling of smaller items. 

L. A. Benson effectively solved its problem by in 
stalling a conveyor which circles the entire warehouse. 
Consisting of standard conveyor components, the 
unit moves waist-high trays continuously among the 
shelves. Order pickers, on instructions from inter 
com, select the items from various points and place 
them on the moving trays. ‘The items are removed 
at the shipping area, shipments assembled, checked, 
and packed. 

Written orders are dispatched from the office by 
pneumatic tube to the warehouse shipping area, 
whence they are assigned to the appropriate order 
picking locations. 

To make the fullest use of the conveyor, the firm 
makes a point of having faster-moving items stocked 
in shelves closest to the conveyor line. 
tates at least 10 shelf changes monthly. 


This necessi 
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‘DESK ORGANIZATION” schedule outlines full dav’s work for junior stock clerk at 


Acm | \Y Supply Co., San Diego 


Management helps each worker 


Plan By Charts 


Assigned times for performing all 
office jobs. 
Work schedules divided into 15 


minute imcrements. 


er: one way to turn haphazard 
paperwork into a smooth, efficient 
office operation, but few distributors 
have organized their offices in such 
precise patterns, and it’s doubtful 
that more than a handful of the in 
office believe a 
svstcm like this would work. 


dustry’s managers 

Yet a small, forward-looking Cali 
fornia supply firm may well have 
proved the skeptics wrong. Acme 
lool & Supply Co., 


organized the 


San Diego, has 
work of its five 
employee clerical staff to handle all 
jobs by pre-set schedules, with writ 
ten time charts that show assigned 
activity in 15-minute periods 

George C. Weir, the firm’s secre 
tary-treasurer, who installed the sys 
Desk Organiza 


controller for a 


tem, calls it simply 
tion One-time 
Canadian manufacturing firm, Wei 
determined a year ago to. seé 
whether basic job planning common 
in large firms could be applied to 
distribution. ‘Though Acme’s order 
processing was fairly rapid, he noted 
that girls were often caught in bot 
tlenecks, they sometimes duplicated 
burden 


each other’s work, and the 


was unevenly distributed. Further 


more, no written job descriptions 
were supplied to enable replace 


ments filling in for absent clerks to 


96 


take over easily and smoothly. 
lime charts like the one at the 
top of the page were drawn up for 


each of the five girls—two stock con- 
trol clerks the 
secretary, the bookkeeper and the 
billing clerk. chart 
functions to be performed at any 
given time. Each job is timed for a 
greater-than-average workload, and 
individuals who have finished tasks 
ahead of time are expected to help 
those with peak loads. 


senior and junior), 


Each shows 


Weir believes three basic prin- 
ciples are the keys to efficient cleri- 
cal work: 

See one handles 

than one job at a time. 


that no more 
Provide for surge as well as aver- 
age work load. 

Batch the work for efficiency. 
“There’s no handling 
every paper just as soon as it hits a 


logic in 


FUNCTIONAL job planning was installed 


by George C. Weir, secretary-treasurer 
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desk,” Weir 


though it’s obvious the small firm 


pots out, “even 
can't have specialized job functions 
But why file a paper, then make a 
Kardex entry, then go back to filing 
when a simple schedule makes it 
possible to do all the morning's fil 
ing at one time. 

“Harried employees never work 
properly. Nothing improves morale 
like the chance to clear a desk of 
papers several times a day.” 

In the chart shown ( for the junior 
stock control clerk), note that sales 
ticket entries are made at 8:45, 
10:00, 1:00, and 4:00, while filing 
is scheduled for 9:30 and 2:30 
Other tasks are performed in inter 
vening periods. In’ this girl’s case, 
the “stock check” period from 10:30 
to 12:00 is optional. She may use 
part or all of it to assist the senior 
clerk with peak loads. 

I'he five schedules are coordinated 
to insure rapid order flow, which 
Weir terms the office “blood 
stream.” Shipping takes place at 
stated times. Deadline for sending 
order copies to billing is 3 p.m. In 
voices are mailed each evening and 
at 10:00 the following morning or 
der copies are given to the book- 
keeper. Daily billing ranges from 
50 to 100 invoices. 

How this 
routine established? 

“There was no problem at all 
once the girls understood our ob 


was fairly stringent 


jective,” said Weir. “In fact several 
of them had already suggested that 
we needed a new system, and they 
all backed the idea from the start 

“No one likes confusion, and we 
all sleep better if our work is done.” 

Weir didn’t suddenly impose the 
schedules, but had each girl draw 
up her own suggested “desk organi 
He told each one: “I 
think you're overloaded. Let's draw 
up an ideal work chart and see if 
we can’t make 


zation’”’ first. 


your job much 


charts coordi 


nated to divide the work evenly and 


easier.” ‘The Were 
provide for deadlines. 

“Improv ement has been most en 
couraging,” Weir reports. “We get 
orders out faster, in less time, with 
fewer errors.” 











PACIFIC COAST distributor 


at contract buving trends at 


td 


lson Smitherman and Dox 


Electric Blanket 


Sloneker 


Sighting In On Blanket Orders 


Are blanket orders spreading? 
Will they lead to 
competition? 


W hat 


pliers do about the problem? 


ruinous price 


can distributors and sup 


HESE QUESTIONS held the spotlight 
T Pacific Coast Dis 
tributors Conference in San 
Hotel, where 65 
distributors and 182 supplier repre 


at the annual 
Iran 
cisco’s Fairmont 
sentatives met for a two-day session 
on problems of the 60's 


Contracts and Problems 


Consensus of the meeting was that 
blanket 
contract purchasing 


ordering (also known as 
was definitel) 
spreading on the West Coast, and 
distributors can expect more serious 
profit erosion in the future unless 
firmer, more realistic selling policies 
are adopted. Proposed solutions 
from the rostrum ranged from pleas 
for wider use of quantity pricing to 
appeals for “morale fibre” in_ the 
market place. 

that 


most of the critical price pressure 


However, it was also cleat 


emanated from one industry, air 


raft manufacture, and that use of 
purchase contracts in other indus 
tries was not necessarily detrimen 
tal to distributors. 

Said Norman H. Holland, Union 
I'wist Drill Co., a panelist on the 
program: “The blanket order trend 


is like the measles. It is spreading, 


but the time will come when it will 
Paul Howard, of 
Howard Supply Co., Los Angeles, 
another predicted that 
blanket orders would have a definite 


be cleared up.” 
panelist, 


place in future markets for perish- 


able tools as “devices of 


convent- 
ence” to reduce paperwork and stock 


investment. 


ON THE ROSTRUM: A. M. Chambliss, presiding officer for conference, greets Fred 
C. Emerson, president of ASMMA, and Wallace H. Campbell, president of NIDA. 


Buying versus “Auctioneering” > 








FRANK NELSON, NIDA’s 


n 
rea 


Workshop Spotlights Problems 


Ihe conference, one of the best 
attended in the history of the West 
Coast meetings (it drew a record 
number of supplier executives from 
home offices in the East and Mid 
dle West), included a luncheon and 
half-day meeting for distributors, an 
evening reception and a full day of 
joint sessions with panelists and 


lhe 


meeting featured a novel workshop 


other speakers distributor 


session in which individual tables 
picked problems for discussion and 
ippointed group leaders to report 
their findings 

Frank W. Nelson, of Garrett Sup 
Area No. 6 
representative for the National In 


dustrial 


Los Angeles, 


ply Co., 
Distributors Association, 
presided at the distributor meeting 
AM Marshall-Newell 
Supply Co., San Francisco, presided 


Chambliss 


at the joint meeting, with Norman 
C. Bayley, Pacific ‘Tool & Supply 
Co., Oakland, and Dwight Carroll, 
of C. W. Marwedel, San Francisco, 


is program commutteemen 


Riding “The Electric Blanket’ 


A skit, “The Electric Blanket,” 
written and produced by members 
of the Northern California 
trial Distributors 
introduced by 


Indus- 
Association, was 


Chambliss as a hu 


98 


6 representative, presided at distributor's workshop 
session, shared platform later with Chambliss and Norman Bayley 


program chairman 


morous lead-off to the blanket-order 
discussion. ‘This one-act farce, de 
picting a distributor's unhappy in 
volvement in a blanket order with 
the ““learseasy i gy 
played by an ably rehearsed quartet 
consisting of Paul Larimer, of Mar 
shall-Newell; Glen Ede, of Wood 
& Co., Portland, Ore.; Wil 
Smitherman, of Productool, 
Downey, Calif., and S$. W. (“Doc” 
Sloneker, of Hickinbotham Bros., 
Stockton, Calif. 


Tissue was 


bury 


son 


Customer Wants Service First 


Ihe serious side of contract pur 
chasing was highlighted in reports 


RESULTS of survey on suppliers’ views 
on price buying were revealed by Bayley 
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ot two surveys on blanket order 
trends and talks by four panelists 
representing a customer, a supplier, 
a distributor and a legal advisor. 
Norman Bayley presented one 
customer's viewpoint in a 15-minute 
tape recorded interview with O. B 
Sundberg, who heads procurement 
at Hewlett-Packard Co., West Coast 
electronics manufacturer. Sundberg, 
in the taped interview, stressed the 
role of contract purchasing to as 
sure quality, service and stock as 
prior considerations to price. H« 
said a blanket order’s effect on ven 
dor salesmen could also be a major 
advantage to the customer; it en- 
couraged salesmen to take a closer 
interest in a customer's problems 


Ruse, or Bona Fide Order? 


Paul Howard, expressing the view 
point of a distributor, classed blan 
one kind 
was “‘a thinly disguided ruse to lever 


ket orders as two types 


price concessions; the other, a “de 
vice of convenience,” honestly de 
signed to save time and money for 
both purchasor and vendor. He 
termed the price-lever type of con 
tract “‘a one-way street to nowhere, 
placing all the liability on the dis 
tributor, and _ practically 
the On the 
“convenience” blanket 
distributors 


none on 
buyer.” other hand, 
orders can 
because they 
simplify paperwork and permit ad 
vance planning of service and de 


liveries 


benefit 


Norman Holland, the supplier 
panelist, predicted that little, if any, 
good could come of blanket orders, 
Rather 


he saw hope for eventual disenchant 


regardless of their form 


ment with contract buving as in 


dustrial consumers become more 


aware of “real” costs as opposed to 
“price” costs. A buyer might save 
l0c on a drill, he poimted out, by 
dealing with a short-line source; but 
if failure to secure the right size or 
tvpe of tool when needed caused a 
$50,000 machine to stand idle any 
length of time, the initial saving 
would be many times wiped out by 
operating losses. 
Furthermore, a 


customer who 





deals only with one distributor as a 
source may be cutting himself off 
from thousands of dollars worth of 
services and new ideas. 


Are They Really Contracts? 


Kk. B 
NCIDA, 


Many 


Dienstag, legal counsel to 
that 


“con 


warned distributors 


so-called blanket-order 
tracts” were not legal contracts at 
all because they lacked two-way con 
siderations. Furthermore, many a 
“purchase order,” so termed, is a 
tually a “phony” order since it is 
only a statement to the effect that 
the buver intends to write an order 
at some future time 

Dienstag said a three-point test 
will determine if a blanket contract 
is binding: Is the amount of mer 
chandise Is the time ele 
the 


the 


certain? 


ment certain? Does buver 


commit himself to take mer 


chandise? 

In answer to a question from the 
floor on price discrimination, the at 
torney said it generally constituted 
a violation of the Robinson-Patman 
Act to give a better price that can't 
he cost-justified. However, a price 
differential is legal when instituted 
for the 
compctitive 
that it 


below cost. 


sole purpose of meeting a 


only 


constitute selling 


price, provided 


does not 


Direct Selling: Call to Action 


David A 
of Cali 


confer 


\ guest speaker, Dr 
Revzan, of the University 
fornia at Berkeley, told the 
flatly that 


be making a 


would 
mistake if 
they supported resale price mainte 
nance. Speaking on “Direct Selling 
lrends,” 


ence distributors 


serious 


he said distributors must 
prove their nght to dominate the 
marketing channels by a greater de 
gree of “geographic specialization” 


and more marketing 
He “You can’t 
extort or extract profits without tak 
ing risks. You have no right to claim 
You 


have got to face the world as it 
exists, and maximize your alterna- 


AZETESSIVE 


methods warned 


protection from any one 


PACIFIC COAST meeting draw 65 distributors and 182 suppliers’ representatives, a 


ar-l rd attendance Distributors have 


tives in everything you do.” 
He 


things 


advocated, among other 
price cutting when a com 
pany is better off by cutting prices; 
private brand distribution for some 


products distributors of different 


types to serve all types of needs 
Wanted: “‘Honest”’ Pricing 


Wallace H. Campbell, of Camp 
bell Industrial Supply Co., Seattle, 
President of NIDA, reminded dis 
tributors that despite their industry's 
most of us have 
that 


He said in 


cute problems, 


stable, firm businesses have 
done very well by us 


dustrial distributors had suffered far 


BUSINESS must rebuild “morale fiber,” 


Fred Emerson warned the conference 
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picked San Francisco as permanent site 


less from changing times than hard- 
ware and grocery wholesaling, and 
that most changes distributors had 
experienced were of their own doing. 

“Our problems, too, are of our 
own doing, and we can and will re 
solve them.” 

He urged a strong stand by indi- 
the 
small-order problem head on, and 


vidual distributors in meeting 
warned the conference: “We cannot 
have pricing policies that rob Peter 
to pay Paul. To weather this com- 
petitive battle, quantity pricing of 


He 


termed one-price systems that en- 


perishables is sorely needed.” 


couraged flaunting of suggested re 
sales as “dishonest.” 


Call for Leadership 


Fred C. Emerson, of Spartan Saw 
Works, President of the American 
Supply & Machinery Manufacturers 
\ssociation, called for greater stress 
on motivation as the well spring of 
creative selling. He said manage 
ment’s responsibility in the decade 
of the 60’s is to “rebuild the decay 
ing moral fiber of American busi 
ness; enact sounder policies; pro- 
mote closer customer relationships, 
and, above all, “build leadership.” 

He warned that failure to plan 
time could stifle creativity. 


(Continued on page 190) 
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PRESIDENT of Canton’s Northeastern, Inc., 


teachers about industrial distributor's 


Peter Voss, tells 


was one of several firms taking part in recent ““Business-Industry 
Northeastern 


function Education Day” sponsored by local Chamber of Commerce 


A Distributor Teaches Teachers 








ORTHEASTERN, INc., Canton, O., 
N recently participated in a broad 
public relations activity that is be 
coming increasingly popular—the 
“Business-Industry Education Dav.’ 
Like similar bodies in other cities, 
Canton’s Chamber of Commerce 
invited public and parochial school 
teachers to take a day off and sec 
how local industrial and _ business 
establishments worked 

Northeastern was the single in 
dustrial distributor in the city to 
take part in the program, and played 
host to six teachers. President Peter 
KE. Voss, Jr., reports the day was 
well spent in explaining an often 
mystifying business to the teachers. 

The objective of Business-Indus 
try Education Day was not only to 
show teachers the workings of vari 
ous businesses in the locality, but 
to apprise teachers of employment 
opportunities and educational quali 


OVER 1,000 teachers gather in auditor 
ium in morning to hear speakers describe 
objectives of B-I-E Day—‘‘to give teachers 
chance to observe industrial and business 
operations under free economic svstem 


fications needed for employment. 
Another principal objcctive was to 
explain the merits of the American 
free enterprise system. 

The big “Day” started with a gen 
eral gathering of over 1,000 teachers 
in Canton’s Timken Vocational 
High School auditorium, where they 
heard speakers describe the intent 
of B-ILE Dav. Thereafter, small 
groups of teachers spent the day as 
guests with various firms taking part 
in the project 

Voss told the teachers how an 
industrial distributor functions, how 
sales are made, and to whom. He 
stressed that a distributor's caliber 
of organization and service is pat 
ticularly important to an industrial 
buver, since the distributor is often 
selling lines equally as good (if not 
identical lines) as those handled by 
other distributors. 

Brochures containing literature 
describing the company and explain 
ing the industry’s functions were 
given to the teachers. After a tour 
of company facilities, everyone re 
paired to lunch and a general ques- 
tion-and-answer session. 





MANAGED 
MAINTENANCE 
MEANS 
MANAGED 
SALHSMANSHIP 


By Richard Sandhusen, 


Assistant Editor 


At this year’s Plant Engineering and 
Maintenance Conference in Phila- 
delphia, the subject was “managed 
maintenance”—or how to squeeze 
the most out of every maintenance 
dollar. For plant engineers and 
purchasing people, managed main- 
tenance means organization and 
tight controls over the men, tools 
and equipment required to carry 
out the maintenance function. 

For salesmen, managed mainte- 
nance means rewards — and de- 
mands. Thus, it will provide them 
with key data on procurement pat- 
terns, MRO needs and applications, 
and how to gear sales presentations 
to meet these needs. But it will also 
demand a sophisticated knowledge 
of products, applications, pricing 
and marketing principles, etc. 


ORE AND MORE, industrial supply salesmen are com- 
M ing to realize a rather startling, and pertinent, fact 
of corporate life: in recent years a quiet evolution has 
taken place “back in the shop”. The industrial plant 
maintenance function, which only a decade ago was 
generally viewed by top management as a sort of “toler- 
ated expense”, has taken on a new look—and a new 
importance—as a “contributor to profits”. ‘Terms like 
“span of control”, “research and development”, 
“scheduled inspection and repair’, and “stores con- 
trol” are fast becoming part of the maintenance lex- 
icon. These terms not only help to define the “new 
look” of the maintenance function; as we will see, 
they also help to define the “new approach” which 
will be required by industrial supply salesmen to cap- 
italize on this new look. 

For example, as a product of this “quiet evolution”, 
the plant engineer is now usually a busy executive, 
with plenty of paperwork but not much spare time. 
\s a member of the management team he must jus- 
tify his existence in terms of how well he can plan 
and control the broad maintenance function—and this 
can be measured in dollars and cents. To reach him, 
the industrial supply salesman will have to think in 
terms of his problems—and salesmen will be judged 
on this basis. To quote chief engineer Philip Damm 
of Merck and Co. in Philadelphia: “It is the responsi- 


Less wasted time, more productive calls > 





MANAGED SALESMANSHIP 


bility of both maintenance and purchasing to let each 


other know what salesmen can be of help.” 


What Brought it on? 


Before discussing the nature of this evolution and 
its impact on industrial supply salesmen, let’s examine 
some of the factors that brought it on. 

lhe major reason for this relatively new concept of 
maintenance as a “contributor to profits” is simply 
that, as a “tolerated expense”, it became intolerable 
Spiralling costs for the materials and labor involved 
in this function (see graph below) literally forced 
management to examine these costs as they related 
to profits. For example, in 1957, the manufacturing 
industries spent approximately 14 billion dollars for 
maintenance and repair—a figure that equalled 67.29% 
of the amount retained as net profits for that year 

What Industry is Spending ‘Today For Mainte 
nance’, Factorv, Keb. 1959 

Furthermore, as was pointed out by L. C. Morrow 
it this vear’s Plant Enginecring and Maintenance Con 
ference in Philadelphia, “if this amount for mainte 
nance and repair had been less by only 25%, and the 
difference, after allowing 52°%, of it for taxes, had been 
idded to net profit, net profit would have been in 


‘ 


eased by 8.07% I'he equation, then, was obvious 
reduce plant maintenance and repair costs, and take 
me ot the squeeze out of prohts 
| 


But how? Obviously, management couldn't just in 
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id materials costs zoomed during the 50's 
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stitute “across the board” cuts in maintenance and re 
pair costs as, perhaps, it could with other functions 
If anything, the importance, and cost, of this function 
would continue to increase in the face of the mor 
complex tools and equipment brought on by the “New 
lechnology” (See “Distribution in the 60's”, ID, Jan 
uary, 1960), and the tight production schedules 1 
quired to justify this equipment and keep pace with 
the growth in population and standard of living 


Answer: Apply Management 


Ihe answer, the only answer, was to apply the 
principles of good management to the maintenance 
function: to organize and control this function to 
insure maximum return, in terms of ultimate profit, 
for every maintenance dollar spent. One key result 
of this emphasis on “managed maintenance” is the 
new importance of the plant engineer who, in morc 
and more firms, is delegated overall responsibility to 
insure this dollar return. 

How is he doing it? What problems does he face? 
What techniques, does he employ? And, most im 
portant, how will what he is doing influence what you, 
as an industrial supply salesman, will have to do? 

Perhaps the best answers to these questions were 
supplied by plant engineers themselves at the above 
mentioned conference in Philadelphia. ‘This confer 
cence featured +3 separate sessions of talks and discus 
sions on a broad range of topics pertinent to the plant 
maintenance function (see panel, page 104, for talks 
referred to in this article From these talks and dis 
cussions, a pattern emerges which serves to define th« 
nature, scope and implications of “managed mainte 
nance’. Broadly speaking, this pattern encompasses 
two areas: organization and controls. 

Here, then, is how “managed maintenance” mani 
fests itself in each of these areas, followed by some of 
the probable influences this concept will have on th 
approach and function of industrial supply salesmen 


ORGANIZATION 
lor salesmen, less wasted time, more productive calls 


l‘oward the end of his talk—“‘Our Methods of Main 
tenance Control’—Mr: R. C. Woodbury makes a 
statement which perhaps best explains the reason fot 
the organization of the plant maintenance function 
Referring to the planning, systems and controls in 
volved his firm’s maintenance program, he says: “Now 
| realize that all of this sounds quite complicated, but 
such is not really the case. Each control is in the 
hands of one level of supervision and then reported to 
the next higher level”. Expanding on this, Mr. Wood 
bury states that “in order to have good maintenance 
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engineering people will have detailed ds 


ontrol, we feel that we must start with a strong, 
capable line organization that is aggressive, inventive 
We feel that the span of control 
should be such that it allows for time to think and 
plan.” 

Supplementing Mr. Woodbury’s remarks, D. R. C 


Morris, Aluminum Company of Canada, states that 


and cost conscious 


“any plant maintenance and engineering organization 
should have a recognized structure and at least gen 
erally defined and understood immediate and long 
term responsibilities which are consistent with the 
overall objectives of the enterprise, and which do not 
infringe upon, or overlap (other) responsibilities 

This structure should be outlined on “a formal chart 
of organization” showing “levels of responsibility”, in- 
dicating “functional responsibilities”, and detailing 
“precisely who works for whom”. 

On the basis of the remarks of messrs. Woodbury 
and Morris, it can be said that the primary reason for 
organizing the maintenance function is to most eff- 
ciently and economically carry out, and control, those 
immediate and long range responsibilities which will 
best achieve the company’s profit objective. Major 
characteristics of an efficient maintenance organization 
include “levels of authority” (Morris: “Most mainte 
nance organizations dealing with a labor group as large 
as 1000 men need not be greater in depth than four 


To reach them, salesmen will require sophis- 
roducts, applications, pricing 


ind marketing 


management positions”), “spans of control” that allow 
for time to think and plan (“The . . . purely manage- 
ment . span of control should normally be some 
where between four and six subordinates for each supe 
rior position. In work which is complex . . . the opti- 
mum crew size should not exceed say 10 to 15 men per 
foreman In simpler work . . . twenty or twenty- 
five’), and clearly defined job objectives and responsi 


bilities 


More Productive Sales Calls 


The salesman who takes the time and effort to 
familiarize himself with the chart of organization, and 
the functional responsibilities of key people in a plant 
with organized maintenance will know exactly who to 
ask for on each of his calls, and will be able to gear his 
sales presentation to the problems of these people. 
True, there will probably be more people for him to 
visit in a plant where the maintenance function is or- 
ganized than in a plant where it is “played by ear”, 
since responsibility and authority will be split along 
functional lines and not piled on the shoulders of the 
few. However, each of these visits should be more 
productive because the person called on will have a 
clear picture of his responsibilities and will be better 
able to define his needs. 


Key data on MRO needs and application » 
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MAINTENANCE CONTROLS 


Preventive maintenance 
Research and Development 
Stores Control 


Within the context of an efficient maintenance or 
ganizational structure, maintenance controls can per 
haps best be defined as those techniques which insure 
the most economical and productive use of men, tools, 
and materials to achieve the company’s profit objec 
tive. Generally, these techniques—as discussed at the 
Plant Maintenance and Engineering Conference—fall 
into three categories: Preventive Maintenance tech 
niques, research and development techniques, and 
stores control techniques. At one point or another, 
each of these categories overlaps, or is dependent upon, 
the others, in exactly the manner, say, that sales pro 
motion and advertising overlap. This being the case, 
each will be discussed in turn, following which their 
interrelationship will be discussed in terms of its 
affect on the basic function of the industrial salesman. 


> PREVENTIVE MAINTENANCE: For salesmen, 
key information on MRO needs and applications. 


As described by J. E. Thornton of the Phillips 
Petroleum Company in Bartlettsville, Oklahoma, the 
basic purpose of a preventive maintenance program 
is to “insure that facilities are in a condition to pro 
duce a quality product at the lowest possible unit cost” 
through “reduction of total maintenance cost, in 
creased production, and fewer interruptions due to 
equipment breakdown and repairs.” Mr. Thornton 
then goes on to describe the approach of Preventive 
maintenance—“planned, scheduled inspection, main 
tenance, and overhaul”—and the three considerations 
on which this approach is founded: 

Day-to-day repairs are required to keep facilities in 
safe and efficient operating condition 

These repairs will fall into a repetitive pattern 

These repairs can be analyzed and a prediction made 
of what to do to prevent those which economically 
justify prevention. 

Before deciding to set up a preventive maintenance 
program, however, (as pointed out by Mr. Harry Mon- 
roe, of the North American Aviation Co.), manage- 
ment must first decide whether or not the economics 
of their particular situation justifies it. “Usually the 
firm manufacturing on tight schedules elects the pre- 
ventive maintenance route for the simple reason that 
machine downtime must be held to the barest mini- 
mum,” says Mr. Monroe. Otherwise, under a “fix it 
when it fails” policy, “maintenance money is expended 
for machine replacement or other capital type replace- 
ment employing only a minimum labor force.” 

Once the decision to invest maintenance funds in 
a preventive maintenance program has been reached, 
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management must determine what “level” of preven 
tive maintenance will provide optimum production 
at lowest unit cost. For example, which equipment 
should be placed under preventive maintenance and 
which should be placed under “emergency,” or “break 
down” maintenance? How often should equipment 
under preventive maintenance be inspected? 

To answer these questions, says Mr. Thornton, plant 
equipment must be studied from the point of view 
of production economics, factual cost data, and pet 
formance repair and history. Thus, for example, if 
a machine is critical to operations, it should definitely 
be placed under preventive maintenance. On the 
other hand, if the normal life of the equipment with- 
out preventive maintenance exceeds operating needs, 
and its salvage value is nominal, or if the costs of 
preventive maintenance would exceed equipment re 
placement costs, it shouldn’t 

Once the “level of maintenance” has been deter 
mined, the preventive maintenance program (inspect, 
test, clean, lubricate, dismantie for parts replacement, 
etc.) can be scheduled, and materials and labor needs 
to carry out this program estimated and budgeted. 


Better Timing, Planning of Sales Calls 


Just as the organization of the maintenance func 
tion can provide salesmen with key information on 
who to speak to in a plant with managed maintenance, 
preventive maintenance can provide him with key 
information on what to talk about. Thus, since pre 
ventive maintenance provides detailed data on the 
maintenance and performance characteristics of every 
important piece of production equipment in the plant, 
alert salesmen who acquire—or are allowed to acquire 


-this data will be able to improve profits by suggest 
ing applications to improve these characteristics. Fur 
thermore, since inspections, repairs and replacements 
are scheduled under preventive maintenance, it fol 
lows that procurement of necessary MRO supplies 
and equipment must also be scheduled on some regu 
lar basis. 


Salesmen with this information on procurement 
schedules can plan and time calls to get this business. 
They will, for example, know exactly when machine X 
is to be salvaged, when components Y and Z will be 
replaced in machines A and B, and when all the pro- 
duction equipment will require lubrication. 

Preventive maintenance will also mean more inter- 
nal jobs and projects performed by the maintenance 
group but not directly related to the maintenance 
function, since one of the requirements of preventive 
maintenance is a stabilized work force and not all 
maintenance work, obviously, can be planned (a good 
average is 70% scheduled, 30% nonscheduled). These 
“make-work” projects will provide an additional source 
of sales outside preventive maintenance as will, of 
course, “emergency” maintenance requirements. 


PREVENTIVE MAINTENANCE keeps plant facilities in con 


dition through cyclic inspection, lubrication, replacement, ett 


More Standardization 


Two other effects of preventive maintenance which 
will influence salesmen include: 

A tendency to “standardize” on MRO items. 

A decrease in capital spending in relation to spend- 
ing for MRO supplies regardless of rapid technological 
changes, since production equipment under preven- 
tive maintenance will have a longer service life. 


>» RESEARCH AND DEVELOPMENT: For sales- 


men, information on how to sell MRO supplies. 


As applied to the maintenance function, industrial 
research and development is defined by plant engineer 
J. H. Phau, Philip Carey Mfg. Co., as folows: 

“Industrial research is an investigation to disclose 
the most practical solution to an industrial problem; 
the basic technique is the evaluation of alternate solu- 
tions, the end result is a research report.” 

“Industrial development is the interpretation of a 
research solution in terms of industrial usefulness; the 
basic technique is the anticipation and prevention of 
operational problems; the end result is a set of final 
plans and specifications. 

Thus, for example, an industrial research report— 
which would most likely be undertaken by the pur- 
chasing department at the instigation of plant main- 
tenance—might investigate and evaluate a product in 
terms of such practical considerations as cost, expe- 
rience and reputation of various manufacturers pro- 
ducing the item, and any contemplated changes that 


How to sell MRO supplies > 





GAGES are tested under research and development program 


which evaluates industrial usefulness of products before purchase 


might affect the item. On the basis of this investiga 
tion, it might be discovered (to quote Mr. Pfau) 
that “price is emphasized unduly at the expense of 
quality” or “a fill-in item is unsatisfactory be 
cause it doesn’t receive the attention placed on the 
major product . leading to spare parts problems.” 

Industrial development techniques, which would be 
applied by the maintenance and engineering group, 
would then interpret the product recommendations 
of the research report in terms of those details which 
affect maximum performance with minimum down 
time: strength of parts, adequate controls and inter 
locks, facilities for easy servicing, safe operation, etc 


Ties in with Preventive Maintenance 


\s with Preventive Maintenance, the basic aim of 
R & D is to achieve reliability and maximum produc 
tivity at minimum maintenance cost. The difference 
between the two is one of approach: Preventive main 
tenance achieves this goal by reducing downtime 
through scheduled inspections and repairs; R & D by 
insuring that machinery, tools and equipment will 
economically and efficiently meet production and 
maintenance requirements. “In short,” says Mr. Phau, 
“the best solution to any maintenance problems are 
not to let them in the door in the first place.” 


Problem: How to Sell MRO Supplies 


Once the salesman knows who to speak to in a 
particular plant with managed maintenance, and what 
this plant’s MRO supplies and equipment needs are 
under preventive maintenance, his next problem is 
to sell these items to sophisticated, tough-minded 
plant engineers and purchasing agents. 


Here, industrial research and development, as ap 
plied to plant maintenance, can provide him with 
some useful clues. For example, once he understands 
what research approach is used by a firm to disclos¢ 
a “practical solution” to an industrial problem, and 
what industrial development criteria are applied to 
interpret this research, the salesman will be able to 
present his products on the basis of these standards 
Thus, if he is selling, say, an electric motor, he will 
know in advance exactly what is expected of the 
manufacturer of the motor (Are sufficient parts avail 
able? Is performance guaranteed? Will an assembly 
drawing be provided? Will an operating installation 
be available? etc.), and of the motor itself (Is spac 
available for additional controls and interlocks? Can 
it be easily maintained etc.), and can make a complet« 
presentation without wasting anvone’s time. 


Cost vs. Value 


(he major effect of R and D will be to make both 
purchasing and plant engineering “value” conscious 
Pfau: “By rights, price alone is the prime considera 
tion unless technical representation to the contrary 
is brought forward”). However, since they will have 
to pay for this value, (Pfau again: “Ihe most reliabl 
and best performing equipment is rarely the least ex 
pensive’) it will also make them extremely cost con 
scious, especially on items standardized on under 
preventive maintenance. Salesmen, therefore, must be 
prepared for tough price haggling on some items (says 
purchasing engineer Waiter West of Merck and Co 
. on a standard item which may be purchased 
absolutely identical from many . sources, all from 
stock, price is usually the determining factor’) 


>» STORES CONTROL: For salesmen, key informa- 
tion on the “when” and “how much” of procurement. 


Stores control might be defined as the technique 
of determining what items are needed, in what quan 
tities, and when, to most economically maintain pro 
duction equipment and schedules. In other words, 
stores control combines the needs of preventive main 
tenance with the techniques of purchasing to insure 
the most economical inventory balance of tools, parts, 
and equipment, consistent with the requirements of 
scheduled maintenance and repair. 

A typical stores control program, set up at the 
General Electric Company and described by manager 
of facilities Elmer Gates, has as its aim “the mainte- 
nance of a complete inventory of frequently used items 
so that specific ordering of material is held to a mini 
mum.” Under this program, a continuous check is 
made of maintenance purchase orders and periodic 
physical inventories are taken to determine rate of 
turnover, establish maximum-minimum quantities, and 
decide on items on which to standardize. 
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For the salesman, stores control supplements the 
“what” of preventive maintenance and the “how” 
of R and D with the “when” and “how much” of 
procurement. ‘hus, with a knowledge of the most 
cconomical maximum-minimum inventory quantities 
of MRO supplies required by a particular plant, and 
on the basis of his knowledge of the cyclic needs for 
these items under preventive maintenance, the sales 
man can time and plan calls to prevent “‘stock-outs” 
and stay a jump ahead of his competition. Another 
thing: the salesman with a knowledge of pricing prin 
ciples and practice, who can advise in setting up and 
administering stores control programs, will have a 
useful “in” to both purchasing and maintenance 


THE EVOLUTION AND YOU 


In order to capitalize fully on the “evolution back 
in the shop’, salesmen are going to have to apply the 
same “research” techniques on customers that cus 
tomers are coming to apply to products, suppliers, 
and even salesmen. For example, they are going to 
have to acquire information on maintenance organiza 
tion and functional responsibilities, the requirements 
of preventive maintenance, the criteria and objectives 
of R and D, and the procurement patterns of stores 
control. ‘Their best sources for this information will 
be plant engineering and purchasing personnel who, 
under “managed maintenance”, will have a much 
broader picture of overall plans and operations (Wood 
bury: “Management keeps us informed of future 
plans including predicted sales, motor load, and 
major construction projects). 

Of course, the fact that purchasing and plant engi 
neering personnel are sources for this information 
doesn’t mean that they will be sources. ‘This will 
depend largely on their faith in the salesman’s ability 
to solve their problems 
neer Walter West “. 
his toes and knows what is going on in the company, 
he should be able to do an effective job of telling 
those salesmen who have nothing valuable to offer 
the company that they are wasting their time 


his quote of Mr. West's suggests another aspect 


lo quote purchasing engi 


if the purchasing agent is on 


of “managed maintenance” which salesmen will do 
well to remember in planning calls and presentations 
the new cooperation, instead of the old animosity, 
between maintenance and purchasing 


Teamwork Required 


Perhaps the best explanation of the importance of 
this “teamwork’’ between maintenance and purchas 
ing personnel in administering “managed mainte 
nance” programs is provided by purchasing engineer 
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Merck and Company. Defining two of purchasing’s 
major functions as ‘recommending for the unit or 
volume of purchases” and “getting the most value for 
each dollar spent,” Mr. West goes on to state that 
purchasing must know maimtenance problems, termi 
nology, and basic technology, keep im instant commu 
nication with maintenance on problems which involve 
both, and “search out new sources and have them 
available so that they can promptly buy any item 
that maintenance might want 

Speaking for maintenance, Mr. Damm stresses the 
importance of planning maimtenance requirements 

“we are now working on a system whereby contracts 
will be made with certain suppliers for furnishing sup 
plies for maintenance for certain periods of time’’ ) 
and providing purchasing with complete data on all 
requirements our practice when ordering equip 
ment is to specify as completely as possible the 
item desired In some cases we name a manufac 
ture! particularly if we have standardized on the 
item.” 

Referring to salesmen, Mr. Damm says: “We feel 
that some contact with salesmen is essential in that 
they are not only selling a product but . . . a service. 
We also feel that we get extremely valuable assistance 
It is the 
responsibility of both maintenance and purchasing to 


from them in helping to solve problems. 


let each other know which salesmen can be of help. 

“| think we in maintenance (at least in our plant) 
have been somewhat lax in this respect. We see a 
salesman, get his help, order his product, by requisi- 


STORES CONTROL aims at correct inventory balances. Herc 


warehouse manager orders item which has reached reorder point. 


West and chief plant engineer Philip Damm, both of 


Salesman’s Function will Change > 





AS EQUIPMENT AND APPLICATIONS become more com- 


ind managed 


naintenance te 


hniques more refined, salesmen 


tion, and then do not always tell purchasing of the help 
he has given us We are attempting to eliminate 
this problem by notifying purchasing when we wish 


to see a salesman for his help on a certain problem 
Function Will Change 


With the change in his approach brought on by 
managed maintenance” will come a shift in the basic 
function of the salesman. He will, for example, have 
to become marketing” More and 
more he will be expected, by suppliers and customers 
ilike, to “feed back” information on equipment per 


formance and design characteristics to manufacturers. 


more minded. 


Furthermore, since the effective performance of his 
job will depend on a sophisticated knowledge of a 
plant’s needs and applications, he will be able to im 
prove his effectiveness by relating this information to 
other plants in the same industry. 

Also, as equipment and applications become more 
omplex, and managed maintenance techniques more 
refined, the salesman will be expected to function 
more and more as a “consultant” to provide the extra 
technical assistance which can only come from some- 


will be expected to provide additional technical assistance in the 
form of more “service” calls and customer clinics, etc 


one able to relate product information to specific plant 
problems. This can be a real danger if it means the 
salesman will have to sacrifice productive sales calls 
to relatively unproductive “service calls” and cus 
tomer clinics Hoffman and Ivan Hoseck, 
Ford Motor Co.: “It is recommended procedure for 
vendor-representatives to conduct these formal train 
ing sessions ... on 


Nelson 


the theory, operation and 
advantages of their installed products” Realizing 
this danger, many more distributors will hire product 
specialists to handle this consultive function, and 
will look more and more to their suppliers for avail 
able and qualified technical sales assistance. 

‘Two ways in which salesmen themselves will com 
pensate for these “extra-sales” calls include: 

Shorter and more productive sales calls, through a 
better knowledge of customer operations and equip 
ment which will allow them to pinpoint problems and 
applications more rapidly and 

Better planning of calls, through a more sophisti 
cated knowledge of customer profitability in terms of 
existing and potential volume. 

In short, as a result of the evolution back in the 
shop, the day of the order taker is a thing of the past. 
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cinch the sale! 


sell the inside story 


of CHESTER 
LIGHTWEIGHT 
HOISTS 


You’re closing in on the sale when you take your 
prospect in behind the Chester Lightweight 
Zephyr’s oil-tight, snag-proof steel housing. 
That’s where you can point out all the reasons 
for its remarkable efficiency, smooth 
performance, and durable dependability. 


Among its many outstanding mechanical features, 

the Zephyr has heavy-duty ball and roller bearings 

on all rotating shafts to hold the friction losses down. 
Zephyr parts are precision machined from high 
strength metals to make a fast-action, easy-operating, 
long-wearing internal assembly. And the Zephyr has the 
positive-acting Weston-type automatic load brake that 
works instantly and silently, between pulls, to hold the 
load safely under all kinds of operating conditions. 


- 


—. 


Lightweight—sturdy—compact—and thoroughly 
engineered! That’s why the Zephyr is the hoist you can 
confidently sell your prospects . . . and sell it from 

the inside out! For all the facts to use in selling 

the inside story, send for your copy of the Chester 
Zephyr Hoist bulletin right now. 


at, 


oe a is © 


CHESTER HOIST DIVISION : LISBON, OHIO 


The National Screw & Mfg. Co. 


; v 
Fasteners VA Hodeli Chains Chester Hoists 
) 


INDUSTRIAL DISTRIBUTION © APRIL, 1960 











U.S. TOTALS 


January 1960 
Compared with 


December 1959 


-3% 


January 1960 
Compared with 


January 1959 














ComPiLep BY INDUSTRIAL DisTRIBUTION 





TE 


+10% 





Supply Sales Trend 


Final Figures for January 1960 





January 1960 
Compared with 


December 1959 


January 1960 
Compared with 
January 1959 





NEW ENGLAND: 
Conn., Me., Mass., 


N H., R. 1, Vt. (26*) 


Bridgeport-Hartford-Spring- 
field Area 


MIDDLE ATLANTIC: 
N. J., N. Y., Pa. (37) 


Metropolitan New York- 
northern New Jersey 


Western New York: Buffalo- 
Rochester-Syracuse-Bing- 
hamton 


Philadelphia-Trenton-Wil- 
mington Area 


Pittsburgh-W heeling 
Youngstown Area 








- 5% 


— 6% 

<a 8% 
1% 
7% 
1% 


9% 





+12% 


+12% 
+14% 
+ 6% 
+ 2% 
+27% 


+19% 





Figures in this col- 
umn ordinarily show 
cumulative sales 
changes of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 
year to date changes. 





* Number reporting 
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Profits prove it!...Dannenbaum Co. knows 
a good line when they see it 


Yarway Representative Stephen H 
Reed (left) checking sales features of 
the Yarway line with S. S. Williams 
(center), Vice President and M. N. Twenty years ago—soon after the Yarway Impulse Steam Trap was introduced 
Dannenbaum (right), President of M. 


—M. N. Dannenbaum Co., Houston, Texas, became a Y arway Trap distributor. 
N. Dannenbaum Co., Houston, Texas. 


‘We knew a good thing when we saw it,” says M. N. Dannenbaum, President of 
the company. “We went for the Yarway line. We liked it. We have profited by it. 


“Yarway’s distributor policy is right for the distributor, and their product policy 
is right for the customer, featuring good engineering, quality construction, 
minimum servicing. 


“Our customers know the Yarway name and reputation well. They also like 


to buy steam traps and strainers from a company offering a complete line. 


“We like the profit, the factory cooperation, and the ease of handling this 


respected line.” 


Are you interested in hearing more about the Yarway line—and distributor 
policy? Write 


YARNALL-WARING COMPANY, 100 Mermaid Ave., Philadelphia 18, Pa. 


A Good way to 
Ace Ateam tape 
OVER 1,300,000 YARWAY IMPULSE STEAM TRAPS ALREADY SOLD. 
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EAST NORTH CENTRAL: 
Hll., Ind., Mich.. 
O., Wis. (59) 


Indiana 

Wisconsin 

Chicago Metropolitan Area 
Detroit-Toledo Area 
Cleveland-Akron-Erie Area 
WEST NORTH CENTRAL: 


la... Kans., Minn.., 
Mo.. Neb... N. D.. S. D. (19) 


Kansas-Western Missouri 


SOUTH ATLANTIC: 
Del., D. C., Fla., Ga., 
in: Mey Oe Ce Fs 
W. Va. (24) 


EAST SOUTH CENTRAL: 
ila., Ky., Miss., 
Tenn. (8) 

WEST SOUTH CENTRAL: 
irk., La., Okla., 
Tex. (26) 


Houston 


Dallas-Fort Worth 
MOUNTAIN: 
Ariz., Colo., Id.. 


Mont., Nev., N. M.., 
Ut., Wyo. (10) 


PACIFIC: 
Cal., Ore., 
Wash. (27) 


Los Angeles-San Diego Area 
Oregon 


Washington 


January 1960 
Compared with 
December 1959 


January 1960 
Compared with 
January 1959 








~-~$ 


No Change 


— 1% 
+ 3% 
—14% 





+16% 


+12% 
+23% 
+21% 
+17% 
425% 


+ 4% 
— 3% 
+ 2% 


_ &% 


+11% 


— 2% 
+11% 


+10% 


-~ 2% 


— 5% 
+ 2% 
+14% 





Figures in this col- 
umn ordinarily show 
cumulative sales 
changes of the cur- 
rent year to date 
compared with the 
preceding year. Since 
this month’s Supply 
Sales Trends section 
is based on sales to 
January 31, the per- 
centages listed in 
Column 2 serve the 
purpose of recording 


year to date changes. 
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CARBIDE 
BLANKS. 


| INSERTS. 


BRAZED 


... wanna get off 
the hook? 


... but there’s no need to let tooling demands 
put you ‘“‘on the hook.” V-R Carbide. . . 


plus V-R Tantung .. . plus Ceramic VR-97 
... plus the best in toolholders form an 
unbeatable combination for machining 
practically any material at any speed. 


Today’s complex production picture makes it 

difficult for many distributors to have 

the right cutting tools available at the right 

time. Only as a V-R distributor can 

you supply the widest range of cutting tools 
. and you simplify your ordering, 

stocking and pricing by dealing 

with only one source. 


A choice territory may be open in your area. 
Write for complete information. 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY -RAMET 


882 MARKET STREET ~ WAUKEGAN, ILLINOIS 


~ 
/ «al TOOLHOLDERS F “ FACE MILL 


CERAMIC Za TANTUNG SZ 4 
INSERTS oc 7 SOLID TOOL BITS reo SOLID BASE o- CUTTERS 
TRIANGULAR : “ } CUT-OFF BLADES 4 AND | i WITH 
SQUARE 6. TIPPED TOOLS. ¥ A ~ ELEVATOR Sy THROW-AWAY 
ROUND , CAST-TO-FORM \\ gr TYPE ae’ 1 INSERTS 


v 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Company 


High Level of Prosperity Seen 


I CELEBRATION Of George Washington’s birthday, 
we asked the economist for a leading automobile 
company the question: “Did you chop down the 
glorious 1960 business boom by cutting down on new 
car production—ordering less steel than the steel 
makers thought you would—and sending those nervous 
characters who play the stock market into a tailspin?” 

Our friend, a man of courage, replied, without 
flinching, “Of course not. Automobile production 
fer most of this year will, indeed, be lower than the 
very high rate set for January. ‘The January rate, if 
maintained, would have over-built dealer inventories 
even if cars were selling at the rate of 7 million a year. 
There will, in any event, be almost 1 million cars in 
dealers’ showrooms for the spring selling season—and 
production can always be increased if these are 
snapped up.” 

As to steel, our friend noted, the auto industry 
nd other durable goods makers—are trying to get 
along with inventories that are geared pretty closel\ 
to current production, instead of piling up inventories 
that might be needed later. 

We have paraphrased this brief conversation because 
it sums up so well what has happened to business in 
the first two months of 1960. 


industries, contrary to some expectations, have not 


[he durable goods 


gone on a speculative spree of inventory building just 
because the steel strike is over. After rapidly rebuild 
ing minimum working inventories, they have settled 
down to a more sustainable pace. Even without excess 
inventory accumulation, this vear will set new records 
in gross national product and industrial production. 
But it also seems clear that we have a chance to avoid 
1 roller coaster series of ups and downs in the course 
of the year. If business continues to plan conserva 


tively, we will maintain a high level of prosperity 
throughout the year and into 196] 


Spring Will Come 


Of course, there is still a chance that business will 
catch spring fever, and we may yet see a delayed rush 
to build up inventories at the rate of $9-10 billion a 
year, as well as new plans to expand plant capacity. 

As one key indicator, personal income—now at an 
annual rate of $395 billion—will rise to a rate of $415 
billion or more by year-end. This will easily finance 
a rise in the rate of consumer expenditures from $323 


billion currently to $340 billion before 1960 is over, 
making the cash registers ring at a record clip for all 
types of retail stores. 

With personal income and consumer spending up, 
it seems clear that business activity generally will rise 
through 1960—since consumer expenditures account 
for 4 of the gross national product—even if some indi 
vidual industries, like steel, level off for special reasons. 

However, as we've stressed in these outlocks for 
several months now, a rising level of business in 1960 
does not, in all likelihood, mean rising prices. Costs 
are rising in many industries. And wherever demand 
is strong enough, there will be price increases. But in 
most lines of manufacturing, capacity is so ample and 
competition so rough that a price boost of more than 
token dimensions can’t be put across. 

All of which is good for the consumer but poses 
difficulties in the way of making large profits. And 
the suspicion that the early 1960’s may not bring forth 
the same kind of profit margins that blossomed in 
1955-56 is what really worries Wall Street. With no 
inflation in prices or profit margins, any upward 
swoosh in the market won't last long. 


Not-So-Tight Money 


It may even be that the sobering down of the stock 
market will indirectly prove quite helpful to business 
activity. As less money is attracted to speculation in 
the market, more of it may eventually pile up in 
savings institutions, which buy corporate bonds and 
residential mortgages. Hence, the outlook for financ- 
ing new private construction is likely to improve as 
the year goes on. In fact, it already seems clear that 
the period of increasing tightness is about over. 

One reason that money markets have stopped 
getting tighter is the ability of manufacturing corpo 
rations to finance most of their new plant and 
equipment from their own earnings and depreciation 
allowances. 

All of these developments—more conservative in 
ventory policy, no real inflation, a simmered-down 
stock market and a less severe credit squeeze—put 
business for 1960 on a more sustainable footing than 
it was before. The outlook is still bright for this year— 
extremely so. And it’s far brighter for 1961, and after, 
than it would have been if the early months of 1960 
had seen a sky-high boom. 


114 INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 





PACKINGS 


STEP DOWN INVENTORIES... 
U.S. “Preferred Eleven’’ Line 


C 
e@eee 


U.S. Rainbow® Sheet Packing—The Original Red 
Rubber Sheet. For service on flanges and other 
parallel surfaces, against hot and cold water, 
air and saturated steam to 150 pounds. 


a * 
U.S. 899 F.0.P. Compressed Asbestos Sheet Pack- 
ing—Plain or Graphited. Most effective gasket 
material for superheated or saturated steam, air, 
ammonia, gases, oil, gasoline, water, some acids, 
ed solutions and other chemicals up to 


50 deg. F. 


U. S$. Diaphragm Sheet Packing. For pressure regu- 
lators, pressure switches. motor valves, control- 
ling a wide variety of fluids or gases. Available 
to handle a broad range of pressure differentials. 


U.S. Centrifugal Pump Packing. For centrifugal 
amos. rotating or oscillating rods or shafts. 

andles hot or cold, fresh or salt water, oil, 
brine, weak acids, weak caustic solutions and 
ammonia. 


=» 


U.S. Special Blue Asbestos Acid Packing. Designed 
for use on centrifugal pumps handling hot or 
cold acids, chemicals and strong caustic solu- 
tions, Thoroughly graphited and treated with 
special acid-resisting lubricant. 


Rockefeller-Center, New York 20, N.Y. 


Distributors find that the U_S. “Pre- 
ferred Eleven” Line cuts to a mini- 
mum the number of packings 
required to service your customers. 


When you stock this line you find: 
e Simplified inventories 
¢ Savings in storage and shelf space 


Look at the Preferred Eleven Line on 
this page. Note how it answers a very 
wide range of packing needs. When 
you stock this line, you know you can 
put your finger instantly on the right 
packing for the particular job. Call 
your local U S. Branch Office. Or 
write us at Rockefeller Center, New 
York 20, N. Y. In Canada, Dominion 
Rubber Co., Ltd. 


P.S. U. S. Rubber will also provide 
you with packings and engineer- 
ing assistance to fill the few re- 
maining requirements not 
covered by the U.S. Preferred 
Eleven Line. 


U.S. Rain-Besto® Rod and Plunger Packing—for 
reciprocating or oscillating rods and plungers. 
Controls against high-pressure steam, air and gas 
up to 500 degrees F (available in spiral, coil and 
ring form). Made of selected asbestos cloth woven 
from tightly twisted yarn with non-hardening 
cushion (treated with heat-resistant lubricants 
and preservatives and with a graphite finish). 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PROOUCTS 


In Canada: Dominion Rubber Company, Ltd. 
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Handies 90% of all packing needs) 


eel 


U.S. Wizard Round Braided Asbestos Packing. For 
valve stems, reciprocating rods, plungers, cen- 
trifugal pumps handling steam, air, hot water, 
ammonia, oil, chemicals and some acids. 


aa 


U.S. Peerless® Canvas Pump Packing. Top service 
for cold water on inside packed pumps. Fine 
for end rings in hydraulic sets where U.S. Royal 
Long-Line Flax Packing is used as center rings. 


U.S. Peerless Cross Expansion Packing. For re- 
ciprocating rods and plungers, for medium- or 
low-pressure steam, hot or cold water, ammonia, 
alcohol, light and mineral seal oils. 


od 


U.S. Flexible Metallic Packing. For centrifugal 
and reciprocating rods, shafts and plungers; and 
on equipment handling acids, caustics, oil, gas, 
Steam, air and many other fluids and gases at 
temperatures up to 1500 deg. F—at unlimited 
pressures. 


U. S. No. 414 Solvent Packing. For centrifugal 
pumps handling aromatic (coal tar) and petro- 
leum base solvents. A good acid-resistant pack- 
ing and recommended for withstanding mixtures 
of acids, caustics and solvents. 
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Pratt & Whitney To Sell 
Through Selected Distributors 


fe YEARS Of selling its cutting 


tools and gages direct to indus- 
trial plants throughout the US., 
Pratt & Whitney Co., Inc., West 
Hartford, Conn., is switching to a 
policy of selling through industrial 
distributors. With the appoint- 
ment of George W. Steinmetz as 
manager of industrial distribution 
and the promulgation of a written 
sales policy, P&W is now in the 
process of selecting distributors to 
handle its lines. 

The company’s decision to sell 
through distributors was reached 
after a careful market study of its 
own and its customers’ needs, ac- 
cording to Steinmetz. The actual 
decision was made last fall, and is 
in keeping with a new program of 
expansion and growth. Says James 
Conklin, general manager: 
“We couldn’t expect to get the de- 
sired coverage of the market through 
our own sales force alone. The dis 
tributor can furnish both the sales 
power and the sales talent we need 
to attain greater volume.” 

In the view of Conklin and Stein 
metz, Pratt & Whitney is in a posi 


sales 
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tion to offer distributors much in 
the way of sales and technical as- 
sistance. The firm has presently 
over 50 field sales engineers qualified 
to work with distributors and dis- 
tributor salesmen on training, sales 
contact, and engineering problems. 
Factory-based engineers will also be 
available to assist distributors. 

P&W also maintains branches in 
strategic locations to aid distributors 
with emergency stocks. Distrib 
utors chosen to handle the com- 
pany’s line will, however, be ex- 
pected to maintain adequate stocks 
of their own. The firm’s Cleveland 
warehouse will be the shipping point 
for distributors in the Midwest area. 


Lab Facilities Available 


The facilities of Pratt & Whit 
ney’s cutting tool laboratory will be 
available to assist distributors with 
customers’ technical problems. 

The sales policy adopted by the 
company specifies the assistance 
P&W will extend to its distributors: 

Sales Training—Company person- 
nel will conduct “planned” sales 
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PRATT & WHITNEY’S James Conklin discusses new market- George Frye, vice president, Hugh H. Graham & Asso., Inc., 
Johnson, sales manager, CT&G (PW), and Art West, ID 


meetings in the distributor's area. 
A series of seminars at P&W’s head 
quarters has already begun, and the 
company expects to have a full train- 
ing program going by midsummer. 

Market Research—P&W will as- 
sist distributors’ sales efforts with 
market research reports covering 
area potentials and suggested quotas. 

Sales Promotion—National adver- 
tising, catalogs, direct mail material, 
application reports, engineering data, 
and artwork and mats for distrib- 
utors’ local advertising will all be 
geared to help distributors actively 
to promote the company’s lines. 
P&W plans, also, to feature the in- 
dustrial distributor as a source of 
supply in its national consumer ad 
vertising. 

Returned Goods—P&W will help 
distributors keep their stocks current 
and active. “Slow moving current 
items in new condition may be re- 
turned upon proper authorization 
for credit or replacement. . . .” 

P&W will appoint distributors on 
a selective basis, and will add dis- 
tributors only after consulting with 
existing distributors in the area. 





Chicago Wheel Launches 
New Ordering System 


Chicago Wheel & Mfg. Co., Chi 
cago, has developed a new, simpli 
fied ordering program for distrib 
utors and mounted wheel users. ‘To 
enable wheels to be ordered from 
among hundreds of different shapes, 
sizes, and prices, the firm has pub 
lished a bulletin showing that six 
special shapes in 27 sizes, plus a 
choice of specification, cover 90% 
of all wheels. 

Ordinarily, says the firm, a shop 
foreman desiring mounted wheels 
for an important portable offhand 
grinding job, would have to thumb 
through a catalog showing hundreds 
of wheels. Chicago Wheel’s new 
“SS Series” (Special Shapes) order 
ing system enables him to get im- 
mediate selection and delivery. 

By simplifying the number of 
wheels, the firm and its distributors 
are able to maintain a complete 
standing inventory of the SS Series 
mounted wheels, available for ship 
ment from stock. 

Variations of 


the new series 


wheels can be formed by using a 


conventional dressing stone 


Carborundum Anticipates 
Big Sales in ‘60 


This year offers an opportunity 
for peak sales and profits in the ab 
Gen. Clinton F. 
Robinson, president of Carborun 
dum Co., told a conference of the 
firm’s distributors in Buffalo 

Robinson and heads of Carborun 
dum’s distributor firms in western 
New York State discussed distrib 
utor policies and the firm’s expanded 
1960 marketing program. Robin 
son pointed out that over half of 
Carborundum’s | sales 
through distributors. 

He said that Carborundum has 
been spending an average of $5 mil 
lion yearly since 1950 in plant mod 
ernization, and has scheduled over 
$17 million for plant improvement 
this year. Better quality, service, 
and price for customers are the ob 
jectives of this program, he said 


rasive business, 


were made 
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trends and 





sales aids 


NEW packages have family resemblance, aimed to convey idea of complete product line 


Brown & Sharpe Repackages 


Full Cutter Line 


Brown & Sharpe Mfg. Co., Prov- 
idence, R. I., has completed a major 
project of repackaging its 3,400 dif 
ferent kinds of milling cutters and 
Undertaken with the 
help of industrial distributors, the 
year-long job has resulted in a com- 
plete, right-from-scratch redesigning 
of all packages. 

W. P. Sheffield, assistant to the 
general manager of the cutting tool 


accesso! ies. 


division, describes the firm’s former 
packaging as a “hodgepodge,” the 
inevitable consequence of growth 
over the years. 

“The number of different, unre- 
lated sizes, styles, and colors of 
packages,” he says, “used to package 
our cutting tools gave an impres- 
sion of many unrelated items rather 
than a complete line.” 


(Continued on page 236) 


OLD packaging was, says B&S official, a “hodgepodge,” looking like unrelated items. 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 


117 





—} Ol — os kW hb 4—o a a —1— ares Gg — 1 rd 
for improved quality... 





New continuous wire annealing furnace... first in the fastener industry... allows Stanscrew to 
completely control processing of metal used for fasteners ... provides additional assurance of 
dependability, uniformity, high quality. 





another reason 
it pays to sell 


STANSCREW 


It cost over $500,000 to write this story. 

That’s the price tag on Stanscrew’s new annealing furnace, 
shown at the left. Well over 100 feet long, a completely new 
building was constructed to house this modern, continuous 
coil annealing unit . . . the first installed by any fastener man- 
ufacturer. 

We consider this money and labor well spent. 

With this new furnace, Stanscrew brings under its own con- 
trol the entire range of precise metallurgical processing needed 
to assure the finest quality for hundreds of thousands of 
Stanscrew fasteners. Now operating around the clock, this 
furnace is providing proper grain structure for upwards of 60 
tons of raw stock per day. 

For you, it pays off in more dependable, completely uni- 
form fasteners . . . fasteners which do not fail during your 
customers’ assembly operations . . . do not cause expensive 
and which, ultimately, reflect credit on 
you as a distributor of quality products. 

This painstakingly verified quality and consistent uni- 
formity of product are only two of the fundamental values 
Stanscrew offers. Strong promotional and advertising sup- 
port . . . the services of experienced fastener specialists who 
work with you and for you . . . an unsurpassed delivery pol- 
icy ... these and many other advantages make a Stanscrew 
franchise one of the most attractive for any distributor. 

Care to learn more why we think you'll agree “it pays to 
sell Stanscrew?’’ Drop us a line today. 


production delays... 


THE STANSCREW LINE 


Socket Screws @ Set Screws @ Cap Screws * Hex Keys @ Hex Nuts e Studs 


STANSCREW MEANS 


Superior qualit ee 
tion” process, for example. 


Preferred and specified by lead- 
ing manufacturers in all indus- 
try classi fications. 


A complete fastener line... 
now over 5,500 catalogued 
items. 


Fast service ... orders shipped 
within 24 hours. 


Continuing sales help .. . fas- 
tener specialists selling with you 
and for you. 


Industry’s broadest protection 
on all sales in your territory. 


A consistent pro- 
gram that ps pre-sell your 
customers. 


Machine Bolts ¢ Carriage Bolts © Lag Screws * Dowel & Taper Pins e Pipe Plugs 


STANSCREW FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMS | HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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* NEWS»: 


Percy Ridings, Syracuse Supply Co., Dies At 81 


Percy Ridings, 81, retired senior 
vice president of Syracuse Supply 
Co., Syracuse, N. Y., past president 
of the National Distrib- 
utors’ Association, director of Syra 
the Porter-Cable 


died, February 19. 


Industrial 
cuse Supply and 
Machine Co 


Prominentlh 


the 
had 
ompleted fifty-five vears with the 
Syracuse Supply Co., 


1Qs 
iY 


Mii at Marcel 
us, New York, and began work at 


identified with 


business life of Svracuse, he 


retiring in 


Ridings was born 
in early age. He left the employ 
f the Syracuse Chilled Plow Co.., 
in 1904, to begin his long associa 
tion with the Syracuse Supply Co. 

Nationally for his 


vork in industrial distribution, Percy 


recognized 


Ridings served as president of the 
National Industrial Distributors As 
sociation, 1936-1937, and continued 
is a member of the advisory board 
He was author in 1955 of “The First 
Fifty Years,” an historical sketch of 
the industrial distributing industry. 

During World War II he 
called to Washington to serve with 
the Machinern ‘ool Section of 


was 


ind 





Percy Ridings 


the Wan 

He had member of the 
Salvation Army; the Board of the 
Onondaga County Sanitarium; the 
St. Paul’s Episcopal Church, where 
he had been a vestryman; and the 
St. Paul’s Men’s Club. He also had 
served as a director of the Svracuse 
Chamber of Commerce 


Production Board 


been a 


He is survived by his wife, Mrs 
Louise Sibson Ridings; two sons, 
Herbert S. and Robert L. Ridings 
and six grandchildren 





Onondaga Supply Co. 


Appoints Silverman 


Morton J was ap 
pointed controller of Onondaga Sup 
ply Co., Inc., Syracuse, N. Y. 

Mr. 


with the heavy 


Silverman 


Silverman was previously 
electronics 
department of General Electric Co., 


is internal auditor 


military 


Harper Appoints Aide 
To Sales Vice President 
Robert D 
assistant to the sales vice president 
by H. M. Harper Co 
Robert M. Hausheet ap- 


pointed marketing manager to suc- 
ceed Mr. Tuttle 


luttle was appointed 


was 
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Dayton Rubber Co. 
Is Now Dayco Corp. 


The shareholders of The Dayton 


| Rubber Co. granted permission to 


change the corporate name to The 
Dayco Corp 

\ record eighty-five percent of 
those voting were in favor of the 
Over eighty-seven 
percent of the total shares outstand 
ing were voted. 


name change. 








CSA Spring Meeting 


\s is the custom, the Central Sup 

Association’s Spring meeting 
will be held in the week following 
Easter—April 20-21-22, 1960—at the 
Palmer House in Chicago. 


ply 
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Dean A. Rynders 
Elected Vice President 
Of Sabine Supply Co. 


Dean R. Rynders was named vice 
president, to head industrial and 
contractor supply sales, for Sabin« 
Supply Co., Orange, Texas. 

Mr 


manager, has been with the com 


Rvynders, formerly general 


pany two years. He was previousl\ 
with Union Carbide Corp 

I'he company also announced th« 
Schaefers to 


promotion of Gene 


sales manager. 


Goodby Elected Head 
of Sanson & Rowland 
Richard W 


successively as 


Goodby, who served 
and vice 
Rowland, 
Inc., Philadelphia, was elected pres 


secretary 
president of Sanson & 


ident and treasurer of the company 
Mr. Goodby joined the firm in 
1949 as sales manager. He is a past 
president of the Philadelphia Sales 
Managers’ Association. 
the 
Pepper, 
vice president and secretary; Aaron 


Others elected to offices in 


company were: James G 


I. Sanson, III, vice president; James 
Robert 
and ‘Thomas 


assistant treasurer 
\. Ross, assistant se 


Lewis, 


retary. 

Serving as members of the board 
of directors are Messrs. Goodby, 
Pepper, Sanson, Ross and William 
G. Owen, assistant vice president of 
the University of Pennsylvania 


Richard W. Goodby 





Decision Making Film 
Scheduled To Be Shown 
At Triple Convention 


I'he 


Dec ISIONS, 


Decisions Decisions 
by 


magazin 


movie, 
jointly sponsored 
INDUSTRIAL DIstRIBUTION 
and Remington Rand will be shown 
it the ‘Triple Industrial Supply Con 
vention at the Conrad Hilton Hotel 
in Chicago, May 23-25, 1960 
\pproximately fifty members of 
the National Southern 


trial Distributors Association partici 


and Indus 
Management Decision 
Making Simulation” at the Franklin 
Institute, Philadelphia, last month 
seven ot 


pated lli a 


teams distributors com 
peted in a market-in problem applic 
to the industri 


ilts ot 


ible 


their decisions OVCI 


nine months operations were 


puted on a Univac brain 


magi 
Consensus of participants was 
that the experience provided valu 
able them in 


training for manage 


ment decision-making 


Advertising Awards 


Ihe 


Awards met with the jury to judge 


Committee on Advertising 
awards to be given to supply manu 
facturers who have promoted dis 
Awards will 
it the convention 


tributors in advertising 


be m ide 


Garrett Appoints Daniels 
Industrial Head 


Robert L. Daniels was appointed 


Supply 


director of industrial supply for The 
Garrett Corp 

In his new position, Daniels will 
and 
of 
supply policies covering Garrett’s 
three supply firms. 


formulate, coordinate 


recom 


mend establishment industrial 


Mr. Daniels has been connected 
with the industrial supply business 
for the past twenty years 





NAED 52nd Convention 


The 52nd Annual Convention of 
the National Association of Elec 
trical Distributors will be held in 
Memorial Auditorium, Dallas, Tex 





| Michigan Distributors Elect New 


to r) Paul 
Phillip Hall, John 
Ihe Paul 
Bard ‘Too! & Equipment Co 
Phillip 
& Co., Flint, pres 
Gordon, Sterling 
Supply Co., Ferndale, vice president; 
William Valentine, C. L 
& Co 


k 
Pt 


md Ste 


officers are 
Kala 
chairman; 


cn Hall 


Sterling 


Mazo 
Grand 


ident; 


Gransden 


nan, and William Valentin ited are (1 to r 
Ricknian, | 


Hall, | 


Detroit, treasurer and John | 


Officers 


John 
tling Gordon 

Pfeifer, Mull Supplies Corp., Lan 
secretary 
April 13, 1960 was set for the next 
Motions were passed that 


sing, 


meeting 
the vice president shall be in charge 
of programs for meetings, and that 
whenever possible, business be trans- 
acted by mail 





Chamber Surveys 
California 


Southern California industrial 


firms are the target of a compre 
hensive market analysis survey now 
being conducted by the Los Angeles 
Chamber of Commerce. 

Purpose of the survey, reports the 
Chamber of Commerce, is to help 
local firms in their search for new 
items that can be profitably manu 
factured in Southern California, and 
to focus attention on types of goods 
not now produced there. 

The Chamber is working in co- 
with the Purchasing 
Agents Association of Los Angeles 
on this project. 


operation 





ASTE Is Now ASTME 


The American Society of Tool 
Engineers has added the words “and 
manufacturing” to its name. Effec- 
tive immediately, the Society will 
become the American Society of 
Tool and Manufacturing Engineers. 
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Jack A. Anderson 
Forms Distributor Firm 


Jack A. Anderson has formed An 
derson Industrial Supplies, ‘Toledo, 
Ohio, to specialize in tooling sales 
and service. He had been 
Cleveland ‘Twist Dmill Co., 
past eighteen years. 

Mr. 


northwestern 


with 
for the 
said he will be 
Ohio distributor for 
products of Scully-Jones & Co., 
Besly-Welles Corp., Lincoln Broach 
Co., Rite-O-Tool & Gage Co. and 
Ren Plastics, Inc. 


Anderson 





Jack Waldeck Appointed 
Rust-Sele Sales Manager 


Jack Waldeck was appointed sales 
manager of Rust-Sele Co., by E. R. 
Van Cleef, president. 

Mr. Waldeck started in the paint 
industry with Ferbert-Schoendorfer 
of Cleveland. Since 1958, he was 
assistant sales manager of Dolphis 





Paint Co., Toledo. 





Harry L. Wardrip 


Dumore Appoints Wardrip 
Sales Vice President 


Harry L. Wardrip was appointed 
vice president in charge of sales with 
full responsibility for all sales and 
promotional activities of the Du- 
more Co. 

Mr. Wardrip succeeds ‘Tom Car 
rol, who was recently named execu- 
tive vice president of the Master 
Mfg. Co. (Hutchinson, Kansas), a 
Dumore subsidiary. 

Mr. Wardrip joined Dumore in 
1943 and was named assistant sales 
manager in 1946. He served as ex 
port manager until his appointment 
as sales manager in 1958. 





James C. Shumate, 
Vice President-Director, 
Retires from Noland Co. 


James C, Shumate, vice president 
and director of the Noland Co., At- 
lanta, for 22 years, retired after 40 
years of service. 

In addition to heading the com- 
pany’s Southern branches, Mr. Shu- 
mate has been chairman of the 
retirement committee. He was re- 
sponsible for the company’s expan- 
sion, and advised management on 
sales matters. 

After managing branches in Golds 
boro, N. C. and Raleigh, N. C., Mr. 
Shumate became manager of the 
Atlanta branch in 1929. 

He will continue as a director 
until December 31, 1962. 





Hayden Supply 
Names Nelson Secretary 


Richard R. Nelson was named 
secretary of Hayden Supply Co., 
Grand Rapids, Michigan. He re- 
places R. Dale Law, Grand Rapids 
attorney who had been serving in 
an advisory capacity. 

Mr. Nelson had been promoted 
from salesman to sales manager in 
1958, a position he still holds. 





Woodbury Named ‘‘Outstanding Distributor’ 


‘ 


Glen Ede (second from right), general manager of Woodbury & Co., accepts the 
Gates Rubber Co. “Outstanding Distributor” award from Ken Burgess, Northwest 
district manager of Gates’ industria] division. Onlookers are (from left): Gene Linna- 
man, Gates sales engineer, and Larry Rugloski, Woodbury sales manager. 
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Lester T. Graham 


Power Transmission Names 
Graham Sales Manager 


Lester IT. Graham was appointed 
sales manager of Power ‘T'ransmis 
sion Products, Portland, Oregon. 
He Lester E. Anderson 
who will devote his full time to the 
job of general manager. 

Mr. Graham Power 
[ransmission Products after retiring 
from Link-Belt Co. He was Port 
land district manager for 16 years. 
He started with the Messe-Gottfried 
Co., in 1917, and joined Link-Belt 
when that firm purchased Messe- 
Gottfried in 1923. 


succeeds 


comes to 





Harnett Is General Manager 
At Patterson-Sargent 


Leslie B. Harnett was appointed 
general manager; kIlmer J]. Balogh, 
general sales manager and Lee J. 
Olsen, controller, of Patterson-Sar- 
gent Co., newly acquired subsidiary 
of H. K. Porter Company, Inc. 

Mr. Harnett has been president 
of the Valspar Corp., for five years. 
He was previously Eastern general 
sales manage: of Certainteed Prod- 
ucts Corp. 

Mr. Balogh was associated with 
Sherwin-Williams for the past 
twelve years. He was most recently 
sales manager of the graphic arts 
sales division. 

Mr. Olsen was previously works 
accountant at the Nephi Works, 
Thermoid Division. He has been 
with Thermoid for twelve years. 





Brayer Buys Rupp Corp.; 
Company Named Changed 
to Great Arrow Corp. 


Raymond F. Brayer, who recently 
purchased the Rupp Equipment 
Corp., Buffalo, N. Y., changed the 
company name to the Great Arrow 
Equipment Corp. 

Basyl Tucker was named sales 
manager of the new corporation. He 
held a similar position with the 
Rupp Corp. Marty Frost will con- 
tinue as field sales manager in Buf- 
falo, and Don Curtis will remain 
as division sales the 
Rochester office. 

The new corporation will retain 
headquarters at 85 Great Arrow 
Ave., and will keep its branch in 
Rochester. 


manager in 





General Industrial 
Names Blevins Sales Head 

J. T. Blevins was appointed gen- 
eral sales manager of General Indus- 
trial Supply Corp., Fort Worth, 
Texas. 

Mr. Blevins has been associated 
with the firm for thirteen years. He 
has been director of industrial mar- 
keting since 1957. 

Other sales department promo- 
tions include Bill McDaniel, assist- 
ant sales manager; Ray Rimbey, 
administrative assistant and Harold 
Mayu, supervisor of office sales. 

Besides the firm’s Fort Worth- 
Dallas operations, sales offices are 
also maintained at Houston, Mid- 
land. Odessa and Tulsa. 


J. T. Blevins 





industrial Pioneer Still Active At 97 
a 7 a Neg 


« ble” 
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Left to right are Paul W. Leming, president, Frederick Van Norman and Selby F. 
Greer, executive vice president, on the occasion of Mr. Van Norman’s 97th birthday. 


Frederick Van Norman, one of 
the founders of the Van Norman 
Machine Co., is beginning his 75th 
year with the company. 

Born in Canada in 1862, he 
moved to Waltham, Mass. 19 years 
later. There with his brothers Ed- 
mond and Charles, he founded the 
forerunner of the present company, 


Waltham Watch Tool Co. Later, 
the company was relocated in Spring- 
field and became Van Norman Ma- 
chine Tool Co. 

Prior to his formal retirement in 
1955, Mr. Van Norman was chair- 
man of the board. He still main- 
tains a keen interest in the firm he 
helped develop. 





Root, Neal & Co. 
Moves To New Offices 


Root, Neal & Co., Buffalo, N. Y. 
has just opened a new office build- 
ing at Perry and Peabody Streets in 
Buffalo. 

Che firm has been at its old ad- 
dress for 52 years. In May the ware- 
house will also be moved to the Pea- 
body St. address. 





Crane Names Crowther 
Chapman General Manager 


Fred D. Crowther elected 
vice president and general manager 
of Chapman Valve Mfg. Co., a sub 
sidiary of Crane Co. 

Mr. Crowther was formerly with 
General Electric Co., engaged in 
engineering, manufacturing and 
marketing. He was associated with 
that firm since graduation from 
college. 


Was 
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AMF Names Richardson 
To Head DeWalt Sales 


A. E. Richardson, Jr., was ap- 
pointed general sales manager of the 
DeWalt American Ma- 
chine & Foundry Co. 

Mr. will head all 
home and field sales activity, suc 
ceeding Truman Jones, recently elec- 
ted vice president of special projects. 


Division, 


Richardson 


A. E. Richardson, Jr. 





Founded in 1809, 
J. M. Warren Go., Sold 
To Herbert A. Post, Inc. 


Ihe J. M. Warren Co., Troy, 
New York, was sold to Herbert A. 
Post, Inc . N y Cau 
of packaging and shipping materials. 
I'he business and name of J. M. 
Warren & Co. will be continued. 

Ihe Warren Co., established in 
1809, has the 


hardware and mill supply business 


a distributor 


been in wholesale 
[he com- 
New 
York area, south to Poughkeepsie, 
ind adjacent 


for more than 150 years 


pany services the northern 
Vermont, 


Massachusetts and Connecticut. 


parts of 


Officers Named 


Ralph H. Foulds is the new vice 
president and general manager of 
the firm. Frank J. Weber will con 
tinue as vice president and treas 


David W 


mains as a 


urer; Houston III re- 
and 


lhomas K. Nicholson continues as 


vice president, 


issistant secretary-treasurer and as- 


All present 


employees will be retained 


sistant vice president 


effort will be made 
to expand the services of J. M. 
Warren & Co., and Herbert A. Post, 
Inc., not only in the Troy area, but 
throughout New York State and the 
eastern seaboard 


An intensive 


Che consolidated sales of Herbert 
\. Post, Inc., exceed $18,000,000 per 
innum, and has a capital and surplus 
in excess of $3,700,000. 

The Fyr-Fyter Co. is 
of the Post company 


1 subsidiary 


NAMS Appoints McHugh 
Assistant Secretary 


[he National Marine Suppliers, 
Inc., appointed John J. McHugh 
issistant secretary 

Mr. McHugh’s present duties will 
be sales and promotion for the 1960 
trade show to be held at the Hotel 
New York City, No- 

He will also be re- 


Roosevelt in 
vember 16-17 
sponsible for a continuing member- 
ship campaign 

with the sales 


He was formerly 


department of Procter and Gamble 





J. Fix Holds Power Transmission Show 


Guests inspect one of the displays set up bv nine manufacturers represented at th¢ 


I 39th vear in 


how marking Fix Co 


More than 800 visitors registered the day and a buffet meal in the 


for the five day power transmission 
show held by the George J. Fix Co., 


Dallas, to celebrate its 39th year in | 


business and the opening of new 
office and warehouse at 1901 Good 
Latimer Expressway. 

Nine firms, represented exclu 
sively in this area by the Fix Co., 
set up displays in the new building 
which contains 17,000 sq. ft., four 
times the floor space of the previous 
quarters. 

The Reliance R-CADE, a travel 
ing exhibit, held an operating dis 
play of motors and electrical and 
mechanical drives in the parking 
area. 

Guests were served snacks during 





business 


evening. Men were urged to bring 
their families Saturday and Sunday. 
Wives and children did not register. 

Expansion into the Good-Latimer 
offices is the upshot of a long record 
of continuing growth. 

George J. Fix, Jr., company pres- 
ident, attributes this growth to the 
company’s remaining a specialist in 
the field of power transmission by 
keeping a large name-brand stock 
and a well-trained staff. 

The firm has deliberately diversi- 
fied in its field, including automa- 
tion developments in such special- 
ized industries as auto air condition- 
ing and aircraft as well as general 
industrial operations. 


Reliance Electric & Engineering Co. presented an operating display in the parking 
area behind Fix Co.’s new building at 1901 Good-Latimer Road 
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Yale distributors have. @ lon 
record of achievement. In tt, 
they find that Yale helps them 
do their job, by backing them up 
with informative, useful litera- 
ture, sales training programs, 
and products that meet the 
standards of performance and 
safety that Yale has set for a 
century. 


An example of Yale leadership 

is the Yale Air Hoist which has 
proved itself a top seller in a 
wide range of applications. Par- 
ticularly, in chemical plants, 
foundries, and other areas where 
no-spill overhead handling is 
needed for safety. Other selling 
advantages include constant, 
variable speed control, almost | 
silent motor completely explo- 
sion and burn-out proof, fewer 
moving parts for minimum main- 
tenance, and wide range of 
models. Capacities, % to l ton. 
Available in hook or trolley mod- E 
els, roller or link chain, pendant 4 
or pull-cable control. Remember, ‘ 
Yale Air Hoists sell best! | 


in ee 3 
IF IT S oT] VALE 








IT SELLS BEST! <= 


TRACTOR SHOVELS - HOISTS 





YALE & TOWNE 


r, and electric hoists trolleys 
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Price Index for 19 Product Classes 


(1947-49— 100) 

(> Change 
NAME OF PRODUCT CLASS — a — cena 
Abrasive Products 143.2 143.2 146.4 2.2 
Cutting Tools 173.9 173.6 160.7 + $.2 
Fans and Blowers 182.2 182.2 183.5 0.7 
Fasteners 200.7 199.9 200.1 + ©.3 
Incandescent Lamps 190.0 190.0 159.6 
Industrial Rubber Products a2. 152.9 149.4 
Lubricants .! 96.3 89.0 


Materials Handling Equipment 173.3 168.7 


Mechanics Hand Tools 187.8 187.6 185.2 


(Files, saw blades) 
Metalworking Accessories 4.: 174.5 170.9 
Motors 2. 109.2 110.4 
Paint 128.3 128.4 
Portable Power Tools 143.5 143.4 
Power Transmission Equipment 181.0 175.0 
Precision Measuring Tools 148.7 147.9 144.3 
Pumps and Compressors 179.7 179.7 179.2 


Steel Products 186.8 186.8 187.0 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 169.8 169.0 163.0 


Welding Machines 151.8 151.4 152.0 


(Equipment, Rods) 


Total Index (weighted average) 166.8 166.1 162.4 


Burea Lab Statistics and Industrial Distributio 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 











ABINET 
BENCHES 


FILING 
CABINETS 


OFFICE DESKS 
AND TABLES 


THIS CATALOG ILLUSTRATES 
THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


HIPMERT 


from 


TOCK" 


.-. another dividend 
when you buy 


QUALITY PROTECTED 
LYON STEEL 


EQUIPMENT 


THE “‘Qp’’ ON EVERY LYON 
CARTON IS YOUR ASSURANCE 
OF QUALITY EQUIPMENT 


© 

See your Lyon Dealer for delivery from 
stock of the world’s most diversified line of 
steel equipment. 


‘ 
\ 


LYON METAL PRODUCTS, INC. 


General Offices: 453 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill._— York, Pa.—Los Angeles 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 





ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 


K18-Gage Shear 


Will slice through 30 feet per minute 
of No. 18 gage cold-rolled steel 


Hand 


six and one-half lbs., 


held electric shear weighs 
1S designed to 
deliver 2500 cutting strokes per min 
ute under full load. Requires only 
slight forward pressure and can fol 
low pattern lines perfectly with cut 
ting blade visible at all times, make1 
claims. Is also said to handle monel 


metal or staink steel in thick 


nesses to 20 gage 
Black & Decker Mfg. Co., 
son +, Md. 


low 


Cutter Dispenser 


For Thred-Tape 
pipe joint sealer 
Snap action cutter-dispenser has a 
cutting assembly of chrome plated 
steel with a tempered and ground 
edge which is clamped on a clear 
plastic container, is said to provide 
simple, efficient and dirtproof means 
for handling the tape and constantly 
shows amount available. Designed 
to accommodate Thred-Tape in the 
}-in wide size, has sufficient capacity 
to hold either 
Re-usable and easily opened. 
Crane Packing Co., 6400 Oakton 
St., Morton Grove, II] 


a 288 or 567-in roll. 


128 


Yacht Sisal 


Principal use in small marine, 
hardware and industrial fields 


One Yacht 
Sisalana rope is said to be 20 per 
than 
ropes, is available in thread sizes up 
Said 
to be water and rat-proofed, have 


hundred per cent 


cent stronger previous sisal 


to and including j-in diam 


greater light reflection which makes 
brilliant. Breaking 
strength in pounds varies from 450 
to 5400, working strength from 90 to 
1080 Ibs. 

Columbian Rope Co., 
NN. F. 


it show more 


Auburn, 





Storage Rack 


Stores bulky industrial hose reels 
on individual axles in special bays 


Industrial 


said to cut warehouse space require 


hose storage racks are 
ments by 50 per cent, since hose is 
stored in pyramid fashion on racks 
104 ft. high, with as many as § reels 


in each bay. Hose may be unreeled 


without removing reel from its posi 
tion in the rack. Loading of reels 
can be handled by one man using 
walkie type lift truck. 

Dayton Industrial Products Co., 
2001 Janice Ave., Melrose Park, III. 
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Pumps 
For economical application 
in air conditioning industry 
“Econobloc” line of pumps are 
available in 6 sizes in the fractional 
horsepower range, deliver up to 80 
gpm and heads to 110 ft. Features 
include die cast aluminum bronze 
impellers with shell-molded casings 
fo! 


smaller sizes, mechanical seal which 


smoother waterways and, on 


can be serviced without disturbing 
either suction or discharge piping 


W orthington 
N.J 


Harrison, 


Corp., 


“C” Clamp 


In capacities “O” to 1Y2-in 
through 4 to 12-in 

Deep throat drop-forged “C” 
clamps have swivel pad which can 
not be knocked off clamp even 
under severe conditions of use, 
Pad is attached to 


screw by forcing the recessed lip of 


maker claims. 


the pad-opening down, forming a 
solid steel wall which completels 
Wall 


allows 40-deg. of swivel in pad. 


encircles ball of the screw 


Clamps in plain and cadmium-plate 
finish 

\rmstrong Bros. Tool Co., 5200 
W’. Armstrong Ave., Chicago 46, III. 





‘TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 


Pipe Bending Degree Indicator 


Quickly, accurately shows degree of 
bend on any 2 to 6-in diameter pipe 

Pipe bending degree indicator 
No. 1807, fits any hydraulic pipe 
and conduit bender operating in 
1 horizontal position, eliminating 
time-consuming, on-the-job figuring, 
maker claims. Pipe need not be 
removed to determine degree of 
bend. Large sweep bends completed 
easily 


Greenl lool Co., Rockford, I] 


Specifically designed 
to transmit live steam 
Ilexible hose, called White Linc 
Hose, uses tough ‘ThE innercorc 
bronze reinforcing wire braid and 
solid swaged fittings to transmit live 
steam. Braid design to said to allow 
maximum flexibility with long 
fatigue life and high burst pressures 
liteflex Inc., Hendee St., Spring 
ficld 4, Mass \j 


For wet or 

dry sanding 

r driven, flat sander has follow 
ing stated features: a 6 foot remote 
exhaust hose carries noise, exhaust 
and motor lubricant awavy 
operator and work; sander fits 

for perfect touch, control; 

palm switch gives instant action 
Operation is at 6000 cvcles per min 
ute with in circular action. Avert 
¢ air consumption is 3} cu. ft., 


recommended air pressure 75 Tbs 


psi, and pad size 243 x 62-in. Weighs 
54 Ibs. and is said to produce a min 


Labeling Tool imum of vibration 


Albertson & Co., Sioux City, Iowa 
Has chrome-plated 


lightweight aluminum body 
Labeling tool, DeLuxe Model 
M-3, has built-in corner rounding 
and hole punch device, will emboss 
company’s complete line of tapes, 
both pressure sensitive colored plas 
tic and metals 
Dymo Corp., 2546 Tenth St. 


Berkeley 10, Calif. 
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am & 
Lift Truck Attachment 


Handles tires without pallets, 
containers or banding 
\ hydraulic rotating, clamp at 
tachment for lift trucks of 3000 Ib 
apacity or more, can handle a 
iricty of tire sizes and quantities 
up to eight bulky 11.00-20, 20 ph 
truck tires at one time, maker claims 
Range of clamp is from 24 to 48-in 
in width. Capacity is 1800 Ibs 
Yale & Townc \lfg. Co., 11,000 
Roosevelt Blvd.. Philadelphia 15, 
Pa 


t=! 
Barrel Finishing Machine 


Portable, economical; for deburring, 
finishing, radiusing of small parts 

Automatic tumbling machine, 
called Handee Slide-Abrader, weighs 
only 64 lbs., is of all steel construc 
tion. Maker claims machine can im 
prove on a micro-inch finish, enable 
a plant to set up its own precision 
barrel finishing facilities in limited 
space at low initial cost, minimum 
labor 

Chicago Wheel & Mfg. Co., 1101 
West Monroe St., Chicago 7, III. 
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tOtal i gives you 


the Superior Solution! 


was the Superior ~~ was the Superior 
Solution to this application — + &«;,§Solution to this application 
This unique Ramco design, full-circle 360 degree retaining oe This Ring provides the answer to easy, lightweight, low 
ring opens up unlimited possibilities for improved design cost assemblies and reduced manufacturing costs. Made in 
and economies in thousands of new or present products. g. a variety of types and sizes for the smaller shaft or housing 
Check these outstanding features: ; j diameters. Check these Circolox features: 


ation with Ee ; _ Se 
° me V¥ ‘“‘Deep-gr 

gaps. ; 
or removal. ‘ v Easily 
Vv Available 


Vv Wide 
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You may be passing up important performance 
advantages by trying to make one type of retain- 
ing ring do the job of the two modern types. 
tOtal 2 means that you have a choice of two rings 
to best fit your particular application ... to give 
you the superior solution to your retaining ring 
problems. 


RANICO 


No other retaining ring manufacturer can offer 
you the advantages of the tOtal 2. Only Ramsey 
offers the improved die-formed Circolox Ring and 
the unique, coil-wound Spirolox to cover total 
retaining ring application needs. 


The complete tOtal 2 story is contained in the new 
Spirolox-Circolox Engineering Manual and Tech- 
nical Bulletin Service. Mail the coupon below to 
get your copies without cost or obligation. 


TO SOLVE ALL YOUR PROBLEMS 


ba IT TAKES 2 MODERN TYPES OF 
oy | taining — 4 


RAMSEY CORPORATION 
Box 513, Dept. V, St. Louis 66, Missouri 
| Dept. V, St. L i 


without cost or obligation, please 


manufactured by 


RAMSEY CORPORATION 


a subsidiary of 


City 
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[] Send Free Engineering Manual. 


I Name 


Thompson Ramo Wooldridge Inc. avtomotive group >| °°" 
“4 Address 








Enter my name on complimentary 
subscription list for Technical Bulletins 
bringing the latest problem-solving 
ideas and applications 








Title 





Zone State 


Copyright 1960 Ramsey Corporation 


1960 





On the Market Today (Cont’d.) 


PHILLIPS 5S SCREWDRIVERS 


VV== 099 
Whe 77/ 


—— oh wis... 


Screw Driver 
For small assembly, maintenanc 


and repair work in electronics etc. 


model No 
No. 0 


hot-formed _ bit, 


Screw driver, 680, for 
and No. l, 


cleat 


company's screws 
has plastic 
handle molded on tempered blade. 

Proto Tool Co., 2209 Sante Fe 


Avenue, Los Angeles, Calif 


Soldering Pencil 


Weighs 2 ounces, can do work 

of 100 watt soldering irons 
Soldering pencil is equipped with 

a long life 4-in tip and is rated at 
for 


Stainless 

clement housing, plus a unique de 
ventilation, 

comfortable handle 

efhciency, maker 

for 24 


] 


111ICS 


60 watts steel alloy 


sign in insures a cool, 


ind maximum 


] 
claims Kecom 


mended hour duty fast 


on 
production 


\C or DC, 


or 220 volts 


Operates on any 
any cvcl Available 110 
I-lectric Co.., 
. Rosell 


138 W 
Park, N. J. 


IHlexacon 


Clay Ave 
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Abrasive Binder 


For finishing metal, wood, glass, 
plastics and laminated materials 
abra 
Brightboy GB, 


rounds out company’s rubber-cush 


Semifirm rubber cushioned 


sive binder, called 


ioned abrasive line. Line now con 
sists of 49 stock compounds, includ 
(ST. Soft; 
and TT, 


in each of which are six grain 


ing four basic binders 


GB, 


tough ) 


semi-firm; BL, firm; 
sizes from extra coarse to extra fine, 
and two grain types, silicon carbide 


and 


aluminum oxide. ‘There is also 


line ‘Tex, an abrasive compounded 

of rubber and pumice abrasive. 
Brightboy Industrial 

Weldon Roberts 


N. 13th St., 


Division., 
Rubber Co., 95 
Newark 7, N. J. 


Horizontal Storage Rack 


For lumber, pipe and 
other heavy shop materials 


Horizontal storage rack, of heavy 


duty 4 and }-in steel fabricated in 
is said to 


provide maximum visibility of mate 


box channel construction, 


rial stored in each of five horizontal 
Basic 


4-in wide x 5-ft 


model measures 12-ft., 
4+in high 3-ft 
4-in deep, and is free standing. Foot 


levels 


and 


plates pierced for anchoring to floor 
if desired. Four support bars at each 
horizontal level at 34-in 
flat, 


wide fot 
Additional 


4-in wide sections can be attached to 


smooth surfaces 


basic model. 
Columbia-Hallowell 
ind Box 5] 


Div., 
9, Jenkintown, Pa. 


SPS 
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Lead Screw Attachment 


Enables unskilled operators 
to precision tap ho‘es 


“Auto-Tap” lead 


attachments have support 


screw tapping 
arm at 
which fastens to round 


drill 


with any reversing type head to con 


tachment 


column presses, can be used 
vert the drill press into a precision 
tapping machine, maker claims. 


Ettco Tool & Machine Co., 
594 Johnson Ave., Brooklyn, 


Inc., 


i. Bs 


Take-up Frames 


Welded steel! construction, cadmium 
plated screws, unbreakable housings 
Protected 
frames, No. ‘IT’ 210 are designed for 
use with company’s PB 200, PB 201, 
PB 250 and PB 25 
PB 200 low series and PB 201 high 
series pillow blocks have lubricated 
life, ball 
and eccentric locking collars; PB 250 
and PB 251 
pillow blocks have relube type, self 
ball secured to 
shaft by means of two set screws in 


screw type take-up 


pillow blocks 


for self-aligning bearings 


low series high series 


aligning bearings 
wide inner ring. ) 
Browning Mfg. 


Ky. 


Co., Maysville, 





Grinding Wheel Dressers 


Increase grinding efficiency by 
lowering heat at area of contact 
“Economy” grinding wheel dress 
ers are small, elongated diamonds 
mounted on a steel matrix which 
has the same coefhcient of expan 
sion as the diamond that bonds to 
it. Special shape and mounting of 
the diamond keep dresser sharp over 
Othe 


dressers nev re 


its entire life, maker claims 
stated 


quire 


features 


resetting; same contact ar 


of diamond is presented to grindin 


wheel through life of tool; a fev 
standard dressing tools can be used 
on a variety of different machines 
reduction 


lool Co 


for substantial inventor 
Prec is10nl | 1 yond 


P.O. Box 274, Elgin, II] 


Air Compressors 


Equipped with magnetic starters, 
have 120 gal tanks, new “Hy-T” belts 


Line of industrial air compressors 
numbered OE-36-15 for the 15 HP 
model and OEF-36-20 for the 20 HP 
model, incorporate two model RI 
36 pumps driven by a single motor 
Specifications: Length, 95-in; width, 
28-in; height 54-in; 
pressure, 200 psi; displacement, 7¢ 
cfm at 100 psi, 63.4 cfm at 200 ps 
for 15 HP model, 96 cfm at 100 psi, 
80 cfm at 200 psi for 20 HP model 

Champion Pneumatic Machinery 
Co., Princeton, II]. 


max. working 


Latex Laminated Paper 


For protecting meta 
stock during shipme: 


Reinforced No 
Hycar latex as a modifier in its water 


paper, 259 uses 
proof laminant for increased flexi 
bilitv, durability. Said to resist abra 
sion and the ravages of grease, oil 
and dirt. Available in sheets and 
rolls 

B. F. Goodrich 


Euclid Ave., 


Chemical 
Cleveland 


Co.. 
3135 15, 


Ohio 


Slotted Angle 


For suspension and structura! 
support of electrical installations 


Line of slotted angle steel framing 
designed for framing control sys 
tems, conduit, 


du 


tural 


suspending pipe, 


ts, travs and cables, and for struc 


support of electrical equip 


ment. Of structural quality steel 


resistant eclectro-gal 


ha orrosion 


] 


nized finish said to allow imme 
+ 
t 


installation without additional 
No. RA 150, 


067-in thickness; 
OSU) 


painting. ‘Three sizes 


size 12 x 1é-in of 
No. RA 225, size 22 x 12 
thickness; No. RA 
l2-in of .104 thickness. | 


measure and cut marks 
intervals, with a special mark at 


in of 
size 34 


aC h 


spaced at 


300. x 


has 


;-1n 
3-in intervals 
el City 

33, Pa 


Electric Co., Pitts 


(Continued on page 134) 
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WUinute Van 
KEYWAY BROACH KITS 


For cutting keyways from 4,” to 1” 
in any bore from \%” to 3” in one 
minute for as little as one cent. 





WMinute Wau 
"= hhihinnp May — 
SQUARE BROACHES 
For finishing 4%” to %” square holes 
in one pass in cast or drilled bore. 
CNS 
HEXAGON BROACHES 
For finishing 14” to 34” hexagonal 
holes in one pass in cast or drilled 
bore. 


Salil hh ed Adhd 





ROUND BROACHES 


For finishing 4%” to 1” round holes 


in one pass in drilled bore. 








— 
es 


é 
duMONT TOOL BITS 


Hold a keener cutting edge longer 
due to “balanced” toughness, red 
hardness and wear resistance. High 
speed, groundsquare andrectangular. 





WUinute Wan 
MAGNETIC BASES 


Hold dial indicator gages 

save set up time. Al- 
nico magnet has 50 Ib. 
grip on all four sides. 
360° horizontal swing, 
180° vertical swing. 








For complete information on these fast 
selling, high profit tools, get in touch with 


The duMONT CORPORATION 


Greenfield, Massachusetts 





| EN 
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Franchise features designed 


for 


Outstanding product 


training makes 


every sales call“count” 


The distributor salesman who knows his product automati- 
cally uses his time more profitably. 

That’s why Allis-Chalmers offers its distributors an out- 
standing sales training program that consists of sessions at 
the factory; in centrally-located industrial areas; and right in 
the distributor’s place of business. 


This program offers a comprehensive analysis of product 
developments. application and selling techniques, and com- 
petitive situations. As a result, A-C distributor sales forces 
are making every sales call count. 


Sales training is only one feature of an Allis-Chalmers fran- 
chise. Profitable pricing arrangements, sales and engineering 
assistance, maximum promotional help, nationwide service 
support and field warehouse stocks, plus other profit pluses 
are all part of an A-C franchise. 


Franchise territories are available now for motors, control 
and pumps in some areas. For more information contact your 
nearest A-C office or write Allis-Chalmers, General Products 
Division, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 
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Instrument Regulator 


For use wherever a controlled 
supply of gas or air pressure, is needed 
Instrument regulator, model (080, 
is especially suited for air supply 
lines for production line equipment 
such as punch presses, pneumatic 
tools, paint sprays etc. Applications 
can vary from controlling inlet pres 
sures on sensitive controlling, regu 
lating and recording devices to a first 
stage regulator for LPG systems. Of 
pressure die cast aluminum, has a 
maximum inlet pressure of 250 psi 
and outlet pressure ranges of (0-5 
5-35 and 35-100 psi. 
Rockwell Mfg. Co., Meter and 
Valve Div., 400 N. Lexington Ave., 


Pittsburgh 8, Pa. 


Machine Mount 


For use under machines with 
leveling screws built into feet 
Model “UL” Unisorb Level-Rite 
machine mount combines vibration 
control pads with cast steel base 
plate, which has a recessed center to 
accept the external leveling screw. 
Said to eliminate need for anchor 
bolts, lag screws, grouting and shim 
plates, reduce transmitted vibration 
up to 85%. Available in range of 
sizes from 4%-in square to 103-in 
square, with maximum loadings per 
unit up to 7500 Ibs. 
Unisorb, 210 South St., Boston 
11, Mass. 





Untrasonic Cleaning Unit 


For use where average 

ultrasonic energy is needed 
Ultrasonic cleaning unit, Model 
140, features a 
polished stainless steel tank 143-in 


7-gal. heavy gage 


long, 11}-in wide and 10-in deep 
lank has deep drawn rounded cor 
ners for easy rinsing out of con 
taminants. 27.5% of tank bottom 
covered by crystals. Radiating sur 
face is 48 sq. in. 115-volt AC single 
phase 60 cycle generator, designed 
for continuous operation, delivers 
average power output of 250 watts 
and produces peaks of 1000 watts 

National Ultrasonic Corp., 11] 


Montgomery Ave., Irvington, N. ]. 


Geared Threader 


Adjusts quickly for straight or 
tapered, over and under size threads 


Stated benefits and features of 
geared threader, Model 141, include 


* 


Just one set of dies threads 24, 3, 


34. and +4in pipe and 


conduit: 
absolutely jam proof; drive pinion 
kicks out automatically preventing 
costly repairs, delays; cam-action 
workholder sets exactly to size by 
easy turning of adjusting collar. 


Ridge Tool Co., Elyria, Ohio 





Product lines designed for profit 


cere ul 


we 


Allis-Chalmers has the widest line of quality centrifugal 
pumps in the business — in types of pumps... in range of 
sizes. The line includes all types of general-purpose pumps 
as well as pumps specially engineered for individual indus- 
tries. In addition, there’s an Allis-Chalmers motor and con- 
trol to fit every one of these pumps. Your range of activity 
is unlimited. 

Finally, Allis-Chalmers has a top reputation. Engineering 
assistance for pump applications is readily available from a 
large, capable sales force. Regional service through Certified 
Service Shops is at your customers’ call 24 hours a day. 
Products are competitively priced and easily selected from 
the newest and best-organized catalog in the field. 

Some franchise territories are available now for pumps 
as well as motors and control. Contact your nearest A-C 
office, or Allis-Chalmers, General Products Division, Mil- 
waukee 1, Wisconsin. 


ALLIS-CHALMERS 
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This line of pumps 
2oes to BIG market 
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to increase repeat profits on every call...remember.. 


they 
always 
need 
more 


power 


brushes 


Extra income for the asking . .. because 
Osborn helps you make it 3 ways easier 
to build a steady volume of repeat orders 
that guarantee you steady repeat profits. 
Buyers know the Osborn brand... its 
acceptance helps you sell faster, more 
effectively. And Osborn advertising pene- 
tration paves the way for every call you 
make. 

Buyers respect genuine value... because 
quality is still the best buy in the long 
run. Buyers and users both rate Osborn 
brushes as superior buys. 


You assure repeat orders . . . with 
Osborn’s line of quality brushing tools 
because satisfied buyers always come 
back for more. 

Add it up—extra profit is yours for 
the asking because Osborn Brushes are 
in steady demand everywhere. Get your 
share of this high-profit Osborn business. 
The Osborn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland 14, Ohio. 


Osho Brus 


METAL FINISHING MACHINES ...AND FINISHING METHODS 


POWER, PAINT AND MAINTENANCE BRUSHES « 


FOUNDRY PRODUCTION MACHINERY 
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Cable Tensioner 
For heavy duty 
cargo tie-down 
Cable No. 2664. is a 
hand operated device that enables 
heavy loads to be quickly and posi 


tensioner, 


tively secured, maker claims. Up to 
5000 Ibs. of tension can be applied 
to cable by one man by rotating 
lever arm, which automatically locks 
when maximum tension has been 
reached. Operating strength of as 
sembly is 40,000 Ibs., ultimate load 
60,000 Ib. Weight, 30 Ibs. Cable 
used is Z-in diam, but will take other 
size cables for other tie-down ap 
plications. 

General Logistics Div., Aeroquip 
Corp., 2929 Floyd St., Burbank, 


Calif. 


Proportioning Pump 


For automatic control of pH 
of process water in industry 
Compact, pneumatically-operated 
proportioning pump, called Positive 
Displacement Proportioning Pump, 
responds to standard pneumatic 
control pressure of 3 to 15 psig and 
will accurately feed chemicals in pro- 
portion to the varying hydrogen ion 
Also, 
feeder 
to feed chemicals in proportion to a 
varving flow rate. Can be set to 
satisfy one or both variables, with 
variation in pH influencing stroke 
length and variation in flow influ- 
encing stroking rate. 
B-I-F Industries, Inc., 345 Harris 
Ave., Providence 1, R. I. 


concentration, maker claims. 


dual control feature allows 








THE EXTRA MAN ON YOUR SELLING TEAM 
—YOUR FLEXIBLE REPRESENTATIVE! 


Here’s another example of Flexible’s “user contact program” in action: Mr. Lowell Lynde, Service Engineer, Barber- 
Greene Company, gets first hand information about the new Flexco Finger Board Templet from a Flexible representative. 


. : , . i" i 
Flexible's field organization covers every industrial area in the FLE X ( 0° 25 DAK 
U.S.A. and Canada—wherever conveyor belts and V-belt drives 
are in operation. Each representative is a factory trained belt 
fastener specialist and can be of considerable help to you when 
a customer has a difficult belt splicing or repair problem. He 
is also available to help at sales meetings . . .give technical 
assistance . . . make certain calls with your own sales personnel. 
The rest of his time is given to making field contacts, dem- 
onstrating Flexible products to your customers and expan 


ing your sales for... 


@ FLEXCO H-D BELT FASTENERS 
FLEXCO HINGED FASTENERS 
TURTLE FASTENERS 
FAR-PUL BELT CLAMPS 


eo gree 2 
* 


5 ne oe ae a i 
Flexco ''25-PAK" contains 25 complete sets of fasten- 
ALLIGATOR V-BELT FASTENERS ers (bottom and top plates, clips, nuts and bolts}... 


enough fasteners to join common belt widths. For 
ALLIGATOR BELT LACING example: one ''25-PAK," size I'/,E, will join a 36” belt. 


EASY TO STORE. INVENTORY AND SHIP! 
WRITE FOR BULLETIN F-113 


STEEL LACING COMPANY 
4633 LEXINGTON STREET + CHICAGO 4, ILLINOIS 
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PENBERTHY “Pump in a Pipe” 


Saves Space and Money 


- 


... offers you new 


profit potential 


oe . | , 
a 4 
. tim} a | In this heat exchanger, a compact 


Penberthy steam operated jet pump 


is an effective means to heat and 


circulate water. It eliminates the need 


for a motor operated circulating 


pump, costs less to install and operate 


Penberthy ejectors are steam, air 


and liquid operated to transfer, 


heat, circulate, aerate, agitate, mix or 


pump liquids and to bleed and exhaust 


air or vapor and to produce vacuum 


They are widely used in innumerable 


industrial applications. Backed by 


national advertising, Penberthy ejectors 


offer you excellent sales possibilities 


and a higher continuing profit 


potential. Write for full details. 


Available in bronze, iron 
stainless steel, plastic and 
other materials. Stand 
ard and custom made 
For detailed technical 
data, ask for 

Catalog 512R. 


PENBERTHY MANUFACTURING COMPANY 


Division of Buffalo-Eclipse Corporation 
PROPHETSTOWN ILLINOIS 


There's Certain Satisfaction 


in PRODUCTS BY 


INDUSTRIAL DISTRIBUTION 


EJECTORS 
INJECTORS 
CYCLING JET 
PUMPS 
ELECTRIC 
SUMP PUMPS 
LIQUID LEVEL 


GAGE VALVES 


© APRIL, 1960 





Surface Grinder 


Reduces grinding time as much as 50 
per cent over similar size machines 
Type S-3 surface grinder, now 

available in the 8 x 24-in size, fea 

tures ease of operation, maximum 
traverse speed of 125 ft. per minute, 
maker claims. Can giind workpiece 
as high as 133-in under a standard 
10-in diam. wheel. Other stated 
features: two-hand scraped flat wavs 
of base are long and wide for mini 
mum bearing pressure per square 
inch, long wear; centered guide rail 
and preloaded ball bearing rollet 
construction provide straightest pos 
sible tracking of saddle; centered re 
verse lever aids in simplifying work 
set-up; amount of hydraulically con 
trolled cross-feed at each table re 
versal is easily set by dial tvpe knob; 
continuous cross feed, without re 
ciprocation of table, makes truing, 
setting up easier. Wheel drive 
motor is two hp, hydraulic system 
is driven by 1-hp motor 

Norton Co., Worcester 6, Mass. 


Bearing Bolt 


Combines better features of hot 
driven rivit and high strength bolt 
High strength bearing bolt is 
made of heat treated high carbon 
steel and can be installed by one 
man, maker claims. Also said to 
have highest shear strength and 
greatest resistance to slip of all 
structural bolts. 

Lamson & Sessions Co., 5000 
Tiedeman Road, Cleveland 9, Ohio. 





AMERICAN PULLEY 


is standing on its head... 


. . . to give distributors everything they need, not just to increase sales, but to dominate the 
market. The new AMERICAN “Bill of Rights’’ for distributors outlines an entirely 
new, progressive policy. This policy gives AMERICAN Distributors the things 
they have asked for . . . a working arrangement that will be close 
to ideal. If you are now an AMERICAN Distributor, you know 
how it helps. If you are not, we’ll be glad to send you 
our 100% Cooperation policy as it appeared —-“ 
in INDUSTRIAL DISTRIBUTION 


in August and September. 


‘A MATERIALS J POWER 
HANDLING J TRANSMISSION ‘ 
& EQUIPMENT J EQUIPMENT 


THE Mf AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE + PHILADELPHIA 29, PA 








SAVE MONEY!!! 


choose the RIGHT SHOVEL 
for the RIGHT JOB..... 
AMES Featherlite shovels are designed for lightness 


¢t 
r f 
i * . @) 4 and balance to make shoveling easier. Featherlites 
are the lightest shovels made and strong enough to meet tests required of Rail- 
road Shovels. A half pound lighter shovel , , 


saves the user moving a ton 


and one-half every eight — " 
hours. Light shovels make ge ~.' Base Winch 


light work. Corrosion resistant, light weight, has 


40 ft. aircraft cable, 1000 Ib. capacity 

Winch is operated by ratcheting 
the handle, which rotates the drum 
to take up or pay out 40 ft. of .?,-in 
or 20 ft. of ,4,-in preformed galvan 
ized aircraft cable. Handle to drum 
ratio of 8 to 1. Weighs 74 Ibs., is 
mountable in any position, maker 


A medium weight shovel forged in one 
bh hee ee” FS piece from special analysis steel. Socket 
equipped with famous Ames Shock Band to reduce handle breakage. 


Blade fully guaranteed. claims 


Aluminum Products Inc., 699 W 
Second Ave., Fort Lauderdale, Fla. 


America’s most popular 
medium weight solid 
shank shovel. 


Metal Finishing Machine 


tH EF AV When you need extra rugged service and the Built to satisfy requirements of 
going is heavy specify BRONCO with blade, a complete automatic production cycle 
socket and shank forged from a solid bar of high carbon Automatic finishing — machine, 
steel, tempered just right 5630-2MI1A, has rotary index table 
for maxium strength. A spindles to hold work pieces, from 
| to + single spindle finishing heads 
mounted at various positions around 
the table. Machine is used to finish 
parts weighing up to 30 lbs., up to 
approximately 14-in in diam., requir 
ing surface finishing on as many as 
4 different surfaces. A wide variety 
of finishing tools, such as wire or 
fibre brushes, buffs and abrasive 
sheels can be used singly or in com 
bination on the single spindle finish 
ing heads. In an automated line, 
production can run as high as 1000 
parts per hour, maker claims. 
Osborm Mfg. Co., 5401 Hamilton 
Ave., Cleveland, Ohio 
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Vow ARMSTRONG Swivel Pad 
icant come off 


Now ARMSTRONG deep throat “‘C’”’ Clamps have 
the new (Pat. apd. for) ARMSTRONG Ball-joint 
Swivel Pad. This ‘‘C’’ Clamp pad, developed by 
ARMSTRONG Engineers, is tougher than any on the 
market. Rigorous testing in our own plant first 
proved this fact, and field tests in factories through- 
out the country have confirmed our own test results. 





The lip of the opening in the ARMSTRONG Ball- 
joint Swivel Pad is undercut so that when the ball 
4 of the screw is inserted, and the lip is permanently 
forced down, a solid steel wall is formed, inside 
the pad cavity, completely encircling the ball. 


This wall of steel makes it impossible for the pad 
to come off the screw during normal use. In fact, 
our tests have proved that it is virtually impossible 
to intentionally knock the pad off with a hammer 
—-yet the pad is free to swivel through an arc of 
approximately 40°. 


Attention: ARMSTRONG Distributors 


This new ball-joint “C’ Clamp Swivel Pad 
is now being advertised in leading trade 
magazines. Prints are available for use as 
hand-outs by Distributor salesmen. (Im- 
printed for you, of course) 


Take advantage of this new feature by 
placing major emphasis on Armstrong “C”’ 
Clamps. Ask your Armstrong salesman for 
, these details or write direct 
] Spatter Resistant Extra Deep Too! Makers Machinist's Parallel . 
is ei come 
“C” Clamps “C” Clamp “C” Clamps 


5205 W. ARMSTRONG AVE. 
. a5 CHICAGO 46, ILLINOIS 
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Thin Gauge 
High Adhesion 


TAPE 


for many industrial uses 


Slip-on Insulating Covering 


Insulates bent piping, tubing, where 
use of rigid material is impractical 
Insulating covering, called Insu- 
tube, is a light-weight, non-combus- 
tible flexible tubing designed for 
temperatures ranging from 50-deg. 
to 500-deg. F. Product consists of a 
braided asbestos inner tubing, an ex- 
tremely light-weight _ fibrous-glass 
insulation and an outer covering 
jacket of braided asbestos tubing 
Recommended for applications re 
quiring low conductivity, light 
weight, flexibility and fire safety. 
Available in tube sizes from }-in to 
OL ; Ee ia 7 one inch in increments of 4-in, and 
=" also in 14 and 2-in sizes. All tubes 

one-half inch thick. 


s Union Asbestos €* Rubber Co.., 
4 y as fey r d < Fibrous Products Div., 1111 W. 
SHURTAPE’ - Perry St., Bloomington, IIlinois 
Shuford's 
FP-20 


Flatback Paper AF E Long-wearing coating 


minimizes oxide rub-off 
\ Masking Tape 9s 

NN —— pet ad Magnetic instrumentation tape, 
“Sek PT called “Scotch” brand Heavy Duty 
— 
ied A instrumentation tape, has binder 
system said to minimize rub-off and 
head fouling. Other stated claims 
has 1000 times greater conductivity 
strips clean hot or cold. than conventional tape, thereby re 
ducing static charge buildup which 
causes tape to momentarily “stick” 
to equipment; high temperature re- 
ance to abrasion, SHURTAPE FP-20 may be used sistance (from —40 to 250-deg. F.). 
for holding, banding, bundling, sealing, and many I'wo tapes available in series: Nos. 
198 and 199, both with a 0.45 mil 

other purposes. : 
black oxide coating. No. 199 is de 
signed for longer playing time, with 
a 1 mil polyester backing rather than 
the 1.5 mil backing of the 198 tape. 

CLOTHES LINES + TWINES . 
seeamemnamemees colen vabte 80 Has silicon lubricant impregnated 
SASH CORDS + WEATHER STRIPPING throughout. 
TTON & RAYON YARNS «+ EXTRUDED PLASTICS : -_ E. b) 
, : Minnesota Mining & Mfg. Co., 
World's largest manufacturer of cotton cordage 900 Bush Ave., St. Paul 6, Minn. 


Instrumentation Tape 


Here’s a tape that features instant adhesion, high 


holding power, yet releases easily from the roll and 


Ideal for masking use, especially for long, straight 


lines, on wood or metal. Having excellent resist- 


Write for complete information to 
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STRIPMASTER ® 


Unexcelled for fast assembly work. 
Light ‘‘one-squeeze’’ operation 
Automatic feature holds jaws open 
for release of wire—returns to start 
position on release of handles 
Weighs only 10 oz. — pocket size 
Ruggedly built, strips both solid 
and stranded wire, clean and fast. 
7 models for wire gauges from 
8-12 to 20-30 

















— mene 
XN 





call every user. 


from the line that has 
the right tool for every 
wire stripping need... 


WIRE 
STRIPPERS 


A COMPLETE LINE 

quality designed to make 

wire stripping swift, simple and easy for 
electrical workers of all kinds — from 
electricians to assembly-line production 
operators. And they’re easy to sell, because 
they are presold to users everywhere 
through Ideal’s strong, continuing 
promotion program including advertising 
in national trade magazines, literature, 
direct mail and new, easy-to-use catalogs. 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 
iN CANADA: IRVING SMITH, LTD., MONTREAL 


IDEAL INDUSTRIES, Inc. 
1000-D Park Avenue, Sycamore, Illinois 
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CUSTOM 
STRIPMASTER ® 


For precision wire stripping of Teflon 
and other hard-to-strip insulations. 
Matched blades sets. Simple 
*‘one-squeeze"’ operation. Optional 
features include ‘‘Short-Stop"’ Latch 
and Transparent Wire Stop. Plus 
“‘custom-design service’’ to fit user's 
particular application — send wire 
samples and facts. 3 models for 10 to 
14, 16 to 26, 26 to 30 wire gauges. 


E-Z AUTOMATIC 


Heavy duty, all steel type for 
full-shift, tough stripping of 
both solid and stranded wire. 
Automatic stop and ‘‘one- 
squeeze"’ operation. 12 models 
including special cable strippers 
and adjustable blade types for 
wire gauges 16 through 26. 


T-6 


For production stripping of 
electronic and appliance hook-up 
wire. For 16 to 26 size wires. 
T-5 Model, for electrician's 
stripping of T W and similar 
wires, also available. 


AUTOMATIC 
PRODUCTION-TYPE STRIPPERS 


Include models for fast, clean stripping 
of all types of enamel, film, cotton, silk, 
string asbestos, rubber or plastic 
insulations, and for removing coating, 

on solid, stranded and cable wires. 

8 types with complete accessories, 

Write for details. 





Style "E’ Dynaprecipitor 


water wash 


spray booth 


SAVES MONE 
10 W 





Stack and fan stay cl 
longer 

Virtually no pigment gets to 
this area. 


Exhaust air washed 4 times 
Pigment is scrubbed out and 
trapped in collecting pan. 


Unbroken water curtain 
No nozzles to clog. Manifold 
disperses water evenly. 


Booth stays cleaner 
Every paint collecting sur- 
face is water-scrubbed. 


Easy maintenance 

Hinged front water curtain 
permits easy skimming of 
pigment from collecting pan. 


Clog-free water circulating 
system 

No dead-ends to accumulate 
sediment —is self-flushing. 


Saves on floor space 

Short depth wash unit gives 
water wash spray booth 
benefits in regular booth 
space. 


Inexpensive to own 

These booths are mass pro- 
duced using standardized 
assemblies—available in 70 
sizes and styles. 


Economical to operate 




















Maintenance costs are low. Interruptions to painting production 


for cleaning are few and short. 


Insurance savings 


Earns lower insurance rate than conventional dry-type booth. 
Properly installed, exceeds requirements of fire, health and state 


authorities. 


All the facts in this descriptive bulletin. Ask your nearest Binks 
Branch Office for Bulletin DUE or write direct. 


Ask about our spray painting school 
Open to all...NO TUITION...covers all phases. 


ILLIA AL mee 


SPRAY FPA/NT/NG 


AIR NATIONWIDE 
COMPRESSORS SERVICE 





Binks Manufacturing Company 


3128-30 Carroll Ave. West, Chicago 12, Ill. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED P DIRECTORY 


144 
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Mercury Conversion Kit 


Facilitates changeover from 
incandescent to mercury vapor floor light 


Conversion unit, designed to con- 
vert EEI-NEMA street _ lighting 
heads from incandescent service to 
mercury vapor lighting, includes a 
lamp socket, reflector plate, choke 
reactor and mounting 
bracket. Unit is available for 100, 
175, 250 and 400 watt lamps operat 
ing on line voltages of 240 volts 
Furnished with six terminal sockets 
for use with photo cells. Weight 
range from 4 lbs. for 100 watt to 
114 Ibs. for 400 watt kit. 

r'ransformer Dept., Sylvania Elec- 
tric Products, Inc., Ipswich, Mass. 


anodized 


Chain Nose Pliers 


For work on electronic 
sub-miniature assemblies 


Midget chain nose pliers is said to 
offer the thinnest possible nose con- 
struction consistent with good tool 
design. In four sizes: four, 44 and 
five inch. 

Utica Drop Forge and Tool Div., 
Kelsey-Hayes Co., Utica, N. Y. 





Picture of an SPS distributor doing a top-notch direct-mail job 


Your eyes do not deceive you. This SPS distributor The front and back pages can feature his own firm’s 
has the situation well in hand. That is, he has wisely products and people. The center spread contains 
put the situation into our hands. Now, every month, current SPS information. We maintain his mailing 
a 4-page, 2-color personalized house organ goes out list, prepare, print and mail his house organ. The 
to his customers and prospects. He gets continuity cost? Remarkably low. In fact, it would cost him 


and identity. 


FRONT PAGE your logo and 


masthead, news about products 
personnel you wish to feature 


or 


three to four times as much to do it himself. 
Here’s what a typical issue looks like... 
CENTER SPREAD SPS articles, some featuring products, BACK PAGE this too personal- 
others technical information. Also cheesecake and humor. ized, with, if you wish, products 
you sell, a sales tips column, etc 


Sefmeo 4 Ga TmarTe 





SPS SETOMATIC ; The First 


CUTS Tet CUTS COSTS. SAVE TROUS ANOS nemrUALEY S Yeers 
High Torque UNBRAKO Set Screws tax: 
— 4 


| UMBRAKO Secker Soom wk mon eauouty 8! f ) | | ae ke ia ) 
t BY 


L 








INDUSTRIAL FASTENER Division 
JENKINTOWN 13, PENNSYLVANIA 


where reliability replaces probability 
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To 


SERIES ‘‘69”" Diamond Arrow ball 
bearing casters. Easy swiveling. 
For wood or metal chairs. 


Schools 


The school market is not only big, but flourish- 
ing. You can get substantial new business as 
well as constant repeat business. 
What they want? Emphasize floor protection 
and easier mobility of furniture and teaching 
materials. Bassick glides and casters also cut 
maintenance costs, a sales point of constant 
interest to school systems. 
What they buy? Feature glides, desk shoes, 
furniture and truck casters. Look around this 
, and you'll see the easy adaptability of 
Bassick line that lets you offer solutions to 
y different problems. 
Who to see. If the problem you can solve is in 
the classroom, cafeteria, gymnasium or shop 
y to see the Principal first. For maintenance 
see the custodian —specially in the 
chool systems. 2 


The Bassick Company 
Bridgeport 5, Conn. 
In Canada: Belleville, Ont. 








Eucellience 


























| 
RUBBER CUSHION GLIDES designed for both 
wood and tubular furniture. 
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SERIES “68” Diamond Arrow 
Casters with ‘‘BACO”’ wheels for 
light-duty trucks and dollies. 


PIANO CASTERS. Series “00” 
heavy-duty, double-wheel casters. 
Available in stem or plate types. 


RUBBER DESK SHOES for square 
desk or table legs. 





Portable Nibbler 


Protects against personal injury; 
lightweight and easy to use 
Model AN air-powered nibbler is 

a 12 Ib. tool with a two-ton capacity 
Safety features: On punch and die 
action, sheared pieces of metal drop 
down, aren't hurled upwards; con 
structed so operator's fingers can't 
come in contact with punch; safe 
in oil refineries and chemical plants, 


% 


maker claims. Can cut ;*-in copper, 
brass, aluminum, 10 gage stainless 
steel and § gage mild steel at a mini 
mum radius of 6in. Available in 
5 stvles, each of which may be 
used as a portable cutting tool or 
mounted to a vise for bench work 
Shears 
leaves smooth edge. 


Fenway Machine Co., 3107 N. 
Broad St., Philadelphia 32, Pa 


without distorting — sides, 


Beater Bars and Bed Plates 


For stock mixing 

and fiberizing 

Reater bars and bed plates, for use 
in the paper industry, are available 
in carbon and alloy qualities of steel. 
Heat treated stainless steel bars, 
highly acid resistant, are also avail 
able. Beater bars are forged, rather 
machined, — for 
strength and durability. Bed plates 


than ground or 


are provided either in solid steel or 
laminated with oak spacers, are 
shipped assembled and ground ready 
for installation. 

Simonds Worden White Co., 
1101 Negley Place, Dayton 7, Ohio 








Add profitable volume to your operations with these 
famous Pittsburgh brushing tools. They’ve been de- 
signed for long wear ... with long profits for you men 
who handle them. * 


@ It’s a most complete line, comprising both power driven 


and hand operated brushes for any job in any industry. 


e Write for full details. Pittsburgh Plate Glass Company, 
Brush Division, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 
BRUSHES 





BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS 


PIiLTTS8BeeRr GH PLATE GLASS COMPANY 


IN CANADA: CANADIAN INDUSTRIES LIMITED 
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REDUCE CAPITAL OUTLAY, 
INVENTORY; GUARANTEE 
IMMEDIATE DELIVERY OF 


CHICAGO 


MOUNTED WHEELS 


NEW SPECIAL SHAPES 
NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 
FROM STOCK... 


Now you can stock an entire line of mounted 
wheels, 10 each (610 pieces) for only $300; 
100 each (6100 pieces) for only $2500, Inter- 
mediate quantities also available. This new 
“SS Series” reduces inventory, simplifies 


Spherical Roller Bearings 


Raceways and rollers “superfinished” 
for mirror-like working surfaces 
Line of spherical roller bearings 
said to have longer bearing life and 
superior performance because of 
smoothness of working surfaces. 
Have double row of large-size rollers 
to accommodate heavy radial and 
shock loads. High angle contact 
provides for substantial thrust capac 
ity in either direction. Single spher 
ical outer raceway permits bearing 
to compensate automatically for 
shaft misalignment in any direction, 
either initially or under load, maker 
claims. Complete range of sizes 
and series, with either cylindrical or 
tapered bore. 


ordering, and guarantees your customers im- 
mediate delivery. And within 48 hours, you 
can replenish your own entire stock. 


Hoover Ball and Bearing Co., 
5400 S. State St., Ann Arbor, Mich. 


THESE 6 SPECIAL SHAPES cover OVER 96% 


OF ALL PORTABLE GRINDING NEEDS 


Extensive research and industry practice have 
disclosed thatsix Chicago Wheel Special Shapes 
cover practically every portable off-hand grind- 
ing job. These are available in 27 sizes with 
choice of two specifications in aluminous oxide 
abrasive and seven shapes of silicon carbide. 
This new “SS Series” of Chicago mounted 
wheels is the most efficient, profit-making system 
ever devised for Chicago Wheel distributors. 





WRITE FOR BULLETIN SS-101 
Illustrates vitrified and rubber 
bond wheels; sizes, shapes, speci- 
fications, prices, discounts. For 
complete information on Chicago 
rubber wheels for portable grind- 
ing, ask for Bulletin R-201. 


Chute Support Columns 


Support gravity feed chutes between 
parts feeders and processing machinery 

















Standard, prefabricated chute sup- 
port columns and yokes have ver- 
tical adjustment to allow for height 
variations when installing. Yokes 
can be rotated a full 360-deg. and 
are furnished unformed to allow for 
modifications to obtain large or 
small support areas. Available in a 
number of sizes. 

Syntron Co., 900 Lexington Ave., 
Homer City, Pa. 


CHICAGO WHEEL 


AND MFG. CO. + 1101 WEST MONROE STREET 
Dept. ID-4, Chicago 7, Illinois *» Telephone CAnal 6-8155 


DISTRICT OFFICES: 

®@ Chicago, Ill. @ Milwaukee, Wis. @ Kansas City, Kan. 

@ Detroit, Mich. @ St. Louis, Mo. @ Hollywood, Calif. 

@ Cleveland, O. © New York City @ Easthampton, Mass. 
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only Lafkin offers you a decimal radius gage” 
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Lufkin lete you mike to bottom of blind holes!” 


Wer ee Laftn Mike Mate Gage 


swe rates and cratemamnp © eee amet 
hor cane, eae accra wendings Ad tee tte eet yor emis Lown, Supine, Buchs 


7 
. 
7 
. 
. 
. 
- 
. 
7 
o 
. 
. 
7 
* 
. 
° 
. 
. 
. 
° 
. 
7 
- 
© 
. 
° 
© 
a 
a 
© 
o 
o 
. 
. 
° 
. 
. 
. 
. 
ro 
7 
- 
. 
. 
. 
© 
. 
. 
. 
. 
. 
. 
. 
> 
- 
. 
. 
© 
- 
. 
. 
. 
> 
. 
7 
. 
- 
. 
- 
° 
. 
. 
7 
© 
. 
. 
= 
7 
. 
. 
° 
. 
. 
7 
. 
- 
. 
° 
. 
a 
. 
. 
. 
© 
. 
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Lufkin... your single source for quality precision tools! 





. . . . \ 
Only seven of the popular tools made by Lufkin are perfectionists everywhere. And one Lufkin tool sells 
featured in the above advertisements.* It takes a another. That’s why the above ads say: 


160-page catalog to show them all. That’s how com- “See your industrial distributor. He knows precision 


tools and can show you how Lufkin leads in design 
and craftsmanship.” Wouldn’t you rather , 
Lufkin’s complete line of precision tools is loaded sell Lufkin precision tools than sell against [. 


with exclusive features that make it the choice of them? Lurxin, Saginaw, Michigan. 


plete the Lufkin line is . . . a precision instrument for 


every measuring job, every testing setup. 


*Now appearing in American Machinist, Industrial Quality Control, and Tool Engineer. 
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Pipe 
Valves 
)Diceterer) 


COMPANY 


ROCKFORD 


SOUTH BELOIT - ROCK FALLS 


SILLITER 
HOLDEN. 


zror-ot sm—a—-er-—w 


Four 
Suppliers 
save 


Hundreds 
of Hours 


.. . hours that top producers 
agree can never be so profitably 
employed as in driving hard 
on sales and service to their 


own customers, 


These four firms, by taking advantage 
of the Donnelley Unit System of catalog 
compiling, saved themselves hundreds of 
valuable hours that might easily have 
been lost in the preparation of the cata- 
logs shown here. 

Comparable savings in time, and con- 
sequently, money, are available to you 
when you work with experienced Don- 
nelley people. Please let us tell you the 
full story—without any obligation to 
you. Just write or call. 


Catalog Compiling Department 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 


350 East 22nd Street + Chicago 16, Ill. 
Telephone: CAlumet j-2121 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1960 








Insulation 


For use at temperatures 
ranging from — 300 to 220-deg. F. 


Light-weight, rigid, urethane-foam 
pipe insulation, called Unarce U-200, 
has a K factor of only 0.14 at 70 
deg. F. and a density of only 2.3 Ibs. 
per cubic ft., maker claims. Other 
stated features: non-toxic, non-irti 
tating, high compressive strength, 
self extinguishing, unaffected by 
most mastics and sealers, low humid 
ity, water absorption and hygro 
scopicity. In half-round sections 36- 
in long, or in block form. 

Union Asbestos & Rubber Co., 
Fibrous Products Div. 1111 W. 
Perry St., Bloomington, III. 


Pad Mounted Transformers 


Safe, low maintenance cost, easily 
adapted to handle future load growth 


Line of pad mounted distribution 
transformers, called “Sub-Urban” 
transformers, are designed for sur 
face mounting on a concrete pad, 
through which both the primary 
and secondary underground cables 
are brought into a tamper-proof en 
closure for connection to terminals. 
In single-phase ratings 25 through 
167 Kva and three phase ratings 75 
through 500 Kva, 15 KV and below. 

Wagner Electric Corp. 6400 
Plymouth Ave., St. Louis 14, Mo. 








Westinghouse Can Be Sure because those are Tiger Slings 


The generator stator plus lifting beam weighs 297 tons. It was 
built by Westinghouse Electric Corporation and delivered to 
the Thos. H. Allen Electric Generating Station in Memphis, 
Tennessee. 

They 
mammoth power package from the railroad car, so they 
lifted it Each of the 


couldn’t take chances when they unloaded this 


with Tiger Braided 8-Part Slings 
eight parts is a 1” diameter Monitor Improved Plow Steel 
Wire America’s No. ] 
Wire Rope. Four of the ropes are Right Regular L 


Rope, and each is Tiger Brand 
, and 
four are Left Regular Lay. They are braided in pairs so 
that Right Lay and Left Lay pairs are opposite each other. 
This reduces the tendency of the sling to kink or rotate 
under load. 

American Steel & Wire makes a complete line of slings 
and fittings for all industrial applications. And if you need 
a special sling for a particular job, just give us the details. 

For more information write to American Steel & Wire, 
Dept. 0149, 614 Superior Ave., N.W., Cleveland 13, Ohio. 
USS and Tiger Brand are registered trademarks 


Why Tiger Brand is your best buy 


1. It is made by a company that maintains the most complete wire rope 
research and manufacturing facilities in the country. 

2. It is designed by one of the country's most capable staffs of wire rope 
engineers. It is serviced by thoroughly experienced field representatives 
always ready with their assistance. 

3. Every type of Tiger Brand Wire Rope is designed for specific applica- 
tions. You get the right rope for the job. 

4. it is made by one company, U. S. Steel, and every step of production 
from ore to finished product is carefully controlled and supervised to 
guarantee one high standard of quality 


5. Tiger Brand Wire Rope is manufactured by the largest single producer 
in the country. 


American Steel & Wire 
Division of 
United States Steel 


Cotumbia-Geneva Stee! Division, San Francisco, Pacitic Coast Distributors 
Tennessee Coal & Iron Division, Fairfield, Alabama, Southern Distributors 
United States Stee! Export Company, Distributors Abroad 


\ 
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ACTUAL 


NEW MIDGET 
CHAIN NOSE! 


Specially designed for deli- 
cate electronic subminia- 
ture assembly, this new 
midget chain nose is the 
first plier of its size and 
kind. Developed at the re- 
quest of professionals in 
the electronic industry, 
it’s the latest addition to 
Utica’s line of over 1,000 
different types of pliers. 
Utica offers not only the 
greatest variety but the 
highest professional qual- 
ity for electrical work, 
maintenance and general 
industrial usage. If you 
sell pliers, send for our 
brand new tool catalog. 


Utica Drop Forge 2 Tool 
Division, Kelsey-Hayes 


Company, Utica 4, N. Y. 





tools the experts use! 
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Pneumatic Program 
Transmitter 


Handles 1 or 2 transmission systems, 
transmits a 3-15 psi pneumatic signal 


Pneumatic transmitter, 
with interchangeable cams, offers a 
choice of 1, 8, 12, 24-hour and 7-day 


cam drives. 


program 


Unit is supplied with 
universal mounts—flush or surface— 
and is encased in dust and moisture 
resistant metal cabinet. Can be 
used with single or double cams. 
Features pointer suspension. 
Weston Instruments Div., Day- 
strom Inc., 614 Frelinghuysen Ave., 


Newark 12, N. J. 


Strap Wrench 


Standard sizes available with 
12, 18 and 24-in long handles 
Strap wrench safely turns delicate 
or highly polished materials, cylin- 
ders, small hand wheels, knurled 
knobs and odd shaped parts, maker 
claims. Fabric strap has a soft, yet 
firm, grip that prevents scratching, 
denting, crushing. Lightweight han- 
die shaped to fit hand. 
Lowell Wrench Co., Worcester, 
Mass. 











3 ways 


20’ drill presses 
can boost 
your protits 


Here are just three of the many ways you can 
sell Walker-Turner “Light Heavyweight” 20” 
drill presses for drilling and tapping operations 
With floor, bench, single or multiple spindle, and 
overhead models to choose from (32 models in 
all!) you’re well equipped to match the tool to 
your customers’ needs. You can sell these rugged, 
low-cost drill presses complete for standard ap- 
plications, Or as components in combination 
with automating devices for special set-ups. 

You'll find good customer acceptance (and 
good repeat business, too) for famous Walker- 
Turner drill presses because these versatile, 
accurate machines have proven their economy 
two ways in thousands of metalworking plants. 
First, in years of outstanding on-the-job per- 
formance under the most severe production line 
conditions. Second, in terms of maintenance 
costs which are usually “next to nothing.” 


» 


Carriage mounted special setup 


The 20” drill press offers plenty of opportu- 
nity for increased sales and profits. In addition, 
Walker-Turner gives you the 17”, 15” and new 
14” Hi-Speed drill press line plus a complete line 
of metalworking tools to meet the needs of a 
growing market. For further information on how 
you can profit with the Walker-Turner line, write: 
Rockwell Manufacturing Company, Walker- 
rurner Division, Dept. WD-91, 400 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. In Canada: Rockwell 
Manufacturing Company of Canada, Ltd., 
Guelph, Ontario. 


Equipped with multiple spindle attachment 
another fine product by 


ROCKWELL Visit Walker-Turner in Booth No. 2236 at the A.S.T.E. Show 
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‘BUNTING. 
BEARINGS 


Bringing the most modern bearings 
to the small lot and occasional buyer 





Today your local Bunting Distributor can give you all the advantages 
of the most advanced bearing metallurgy. Available instantly from 
distributor stocks are finished bearings and bars made of Bunting 
Cast Bronze and Sintered Bronze, and Bunting Bearing Aluminum 
Bars. 


Vacuum Cleaner 


For more efficient cleaning in com- 


The many hundreds of stock sizes of Bunting finished bearings and mercial, automotive, industrial uses 
bars in these most modern metals meet practically every mechanical : : 
and cost requirement for machinery production and maintenance, Heavy-duty vacuum cleaner can 
be used in following ways: (1) As 


MACHINE SHOP SERVICE... conventional cleaner, can be placed 


Small lots of special design bearings, not obtainable from stock, on the floor and moved on metal 
can be procured immediately from fully equipped machine shops runners, or stand vertically on sound 
in Bunting branches. The wide range of sizes of Bunting Stock Cast 
Bronze and Sintered Bronze Bearings makes the alteration of a stock 
item to a special bearing easy and economical. Bunting Cast and wall mounting bracket, unit be 
Sintered Bronze and Bunting Bearing Aluminum Bars provide the comes fixed-in-place wall vacuum 
materials for special sizes which cannot be made from stock bear- 
ings. Your local Bunting Distributor can arrange for such work, 


absorbing rubber feet (2) By using 


cleaner (3) Pair of straps allows op 
erator to don it and move in such 
confined spaces as stockroom aisles 
Top can be lifted off for removing 
or cleaning bags. 


Black & Decker Mfg. Co., Tow 
j son 4, Md. 
1. Typical case in point 


Cast , Bunting Bearings available from 

Bronze provide without further.finishing a bearin 

Stock suitable for practically any usual applica 

Bearing "3 tion, and in dimensions ranging from 
, YW," IDx As” ODx %” longto5”x6"x9 


tif 


2. Sintered Bronze 3. Sintered Bronze 4. Sintered Bronze 
Stock Flange Stock Thrust t Plair Marble Seal 
Bearing Bearing - 1g 

" Prevents marble surfaces from 


Ask for Catalogs: staining and discoloring 


= rats » > . . . . 
No. 158—Complete listing of No. 258—Complete No. 46—Technology of Bunting Penetrating sealer, called Marble 
sizes of Bunting Cast Bronze listing of Cast Bearing Aluminum. A technical Seal, is a penetrating oil and resin 
and Sintered Bronze Bearings Bronze Electric Mo- treatise on the composition, ma- ae She ’ = . 
and Bars, and Bunting Bearing tor Bearings for all chining and use of this new bearing polymerizer that seals the porous 
Aluminum Bars. Pocket size makes and sizes of metal. Ask your local Bunting surfaces of marble and similar stone 
— ae, Sattar. products from within, maker claims. 
Applied by wiping on, is said to 
cover approximately 400-500 sq. ft. 
per gallon. 


/atc i -20th 
BEARINGS, BUSHINGS, BARS & SPECIAL PARTS OF CAST BRONZE, SINTERED METALS OR ALUMINUM ALLOYS Watco-Dennis Corp., 1640 


THIS ADVERTISEMENT APPEARS IN MILL & FACTORY @ MACHINERY @ AMERICAN MACHINIST ¢@ St., Santa Monica, Calif. 
PURCHASING @ MACHINE & TOOL BLUE BOOK e SOUTHERN POWER & INDUSTRY. 


tue BUNTING Brass and Bronze Company 


TOLEDO 1, OHIO * BRANCHES IN PRINCIPAL CITIES 
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A TRULY ALL-PURPOSE CUTTING FLUID, Keystone No. 106 Safety Cutting Coolant, is ideal for this turret lathe operation and vir- 


tually every machining job 


drilling, tapping, threading, turning, milling, hobbing, broaching and form and general grinding. 


Facts to help you sell Keystone No. 106 Coolant 


New Keystone Coolant turns tough jobs into 
easy ones. Helps tools chew through even 
file-hard materials. Speeds production. In- 
creases tool life up to 600%. 


Your customers will be interested in Keystone’s 
newest water-soluble cutting fluid. Keystone No. 
106 Safety Cutting Coolant provides in a single 
product the high lubricity of straight cutting oils plus 
the superior cooling properties of water type oils. 


No. 106 is ideal for machining all metals except 
Dowmetal and other magnesium alloys. Contains 
no oils. Produces a true chemical solution. Odorless. 
Smokeless. Non flammable. Will not turn rancid. 
Harmless to skin. Unaffected by extreme heat or 
cold. Superior for mist coolant units. Advantages: 
Higher speeds. Better finishes. Cooler work and 
chips. Cleaner machines. 


In a typical application, No. 106 solved a tough 
problem for an electrical manufacturer who had to 
drill, tap and counterbore file-hard aluminum bronze 
containing traces of free iron. Using conventional 
coolants and cobalt tools, maximum production was 
two holes per drill. After switching to No. 106, the 
same tools now produce a minimum of 15 holes per 
drill, sometimes as many as 20. Using the minimum 
figure, this represents an increase in tool life of 
more than 600 per cent. 


Odds are your customers are not getting results 
like this from their present cutting fluids. Use 
these facts to introduce them 
to the problem-solving, cost- 
cutting possibilities of Keystone 
No. 106. KEYSTONE LUBRICATING 
COMPANY, 21st and Lippincott 
Streets, Philadelphia 32, Pa. 
Established 1884. 


SPECIALIZED 
LUBRICANTS 


MR. INDUSTRIAL DISTRIBUTOR: Use the above information in your selling. Your customers 
will be glad to learn how to solve tough lubrication problems, increase production, and reduce 
downtime and maintenance expense with Keystone Specialized Lubricants. Remember, too, that 
in addition to building profitabie repeat business, lubricants are door openers to other sales. 
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CAMPBELL 


PANAMA 


CHAIN ~ 


is identified 3 ways... ; 


for your permanent protection 3 


From now on when you sell any of the tour 
grades of Campbell Chain listed below, you 
and your customers will always know the 
make, grade and length of every piece of 
chain in their plants. The grade and make 
—the two most important safety gauges — 
are permanently recorded where they are 
most needed... right on the chain itself! Get 
complete information on all of the out- 
advantages that 
Campbell the chain line for you to sell. 


standing sales make 


CODE SPECIFICATIONS 


Proof Coil Chain 


Cam-Alloy Chain 


CAMPBELL CHAIN Company 


FACTORIES: 
WAREHOUSES: 


‘PERMANENT 
GRADE MARK 





York, Pa. ; West Burlington, lowa; Alvarado, Calif. 


E. Cambridge, Mass. ; Athena, Das Delete, ’ 


Mokers of Famous CAMPBELL 










Force Control Switch 


For automatically triggering 
operations at various load points 


Force control switch, adapted to 


heavy duty service or continuous 


outdoor applications, incorporates 
eve and yoke integrally machined as 
part of the deflection beam 


eration, the “‘l 


In op 
” shaped beam moves 
outwardly. Switches in the housing 
at center are actuated at various pre 
set load points by means of recessed 
adjustment screws 


lower half of the 


located in the 
Micro 
switches are completely enclosed in 


beam 


a dust and moisture-proof case fitted 
with an aircraft type electric cou 
pling. 

W.C. Dillon & Co., In« 
Keswick St., 


. 14620 
Van Nuys, Calif 


Safety Pull Hoists 


Easier, safer hoisting 
at moderate cost 


Line of lightweight, high strength 


ratchet and pawl aluminum lever 


hoists, Series RA, are offered in six 
models with rated capacities of from 
3 to 6 tons. Stated features include 
Low head room with a standard lift 
of five feet; open body construction 
for easy 


hooks: 


bearings for easy load rotation; spe 


inspection ot suspension 


self-lubricating, ball thrust 
cial safety features include a double 


pawl arrangement which assures 
operators that one paw! is alwavs 
with the ratchet 


lowering and lifting, and a safety 


engaged during 


indicate 


hook and 


handle which bends to 


overloads and to avoid 
chain failures. 
Coffing Hoist Div., 


o., Danville, Ill. 


Duft-Norton 


PROFITABILITY 


The-average vise sales represents $59.50 net billing for Industrial Distributo 


in exceptionally long margin of profit! Best 


ACCEPTANCE 


Your customers know Wiltor 


a OFS OF 4 


nhole secret! Basically the most m 
FeVofer-tem com dal-m 0-110] a) ae) me) Alb colam- Me dT-t-Mar- Tale | (-1-m- ale maa T= 
merchandising new prestige appearan 
that’s why Machinist's Vises... 
. and particularly WILTON Vises... 
are worthy of your investment in sales effort and inventory! 


ee ae ee 


WILTON TOOL MANUFACTURING CO., INC. / Schiller park, Illinois 
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REDDY - FIT EYES 
take only a frac- 
tion of the time 
to fit the tool as 
compared to the 
old style, over- 
sized -eye—a big 
ryol(-S MmmeolohZelulielel-1 
to. you and your 


customers 


Ly 


{ 


The Handle That 


Stays Put on 


the Tool, but Not 


on the Shelf! 


THINK 
AND YOU’LL 


HANDLE 
LINK... 


ACCURATELY GRADED 
and CLEARLY LABELED, 
handles individually 
identified as to name, 
pattern number and 
weight tool they fit. It's 
easy to order the han- 
dle you want and get 
what you order. 


SCIENTIFIC DESIGN 
takes up shock in the 
handle — not in the 
hand. Made from finest 
second growth hickory. 


WALL CHARTS make it 
easy on you and your 
customer to order your 
needs. Full size repro- 
duction of eye end of 
handles so tool can 
be compared for per- 
fect fit. 


PROVEN DISTRIBUTOR 
SALES and Merchandis- 
ing Program will show 
you and your salesmen 
that here's a line you 
can sell. 


Write today for your free copy 
of ‘A Handle Program For 

the Industrial Distributor,"’ 
sample handle, Catalog A 
and Wall Chart. 


OPLINK 


HANDLE COMPANY 


Manufacturers of 
America’s Finest Handles 


SALEM, INDIANA 
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Air Control Valve 


Used with any air or 
hydraulically operated machine 


Aluminum body air control valve 
has a hold open feature for locking 
the lever in either forward (lever to 
the right) or reverse (lever to the 
left) position. (When the lever is 
in the center, machine is inopera- 
tive.) No. 234 is self-closing and 
closes automatically when the op- 
erator releases the lever. Features 
include: spring loaded poppets to 
help assure tight shut-off, oversized 
stems to resist bending and give air 
tight sealing between packing and 
stem, and raised seats with in line 
disc contact to aid tight shut-off. 

OPW -Jordan, 6013 Wiehe Rd., 
Cincinnati, Ohio 


% 


Nylon Base Glide 


Non-staining, 
non-marking 


Furniture glide features base of 
durable nylon which is said to in- 
crease its ability to protect floors and 
is particularly suitable for use in 
climates where rust or corrosion is a 
problem. Also recommended on 
carpets and resilient floor coverings. 

Bassick Co., Bridgeport 5, Conn. 





Thermoid 


Four-year-old Thermoid-Quaker Petrochem fire hose works under 125 lbs. pressure near Potlatch 


Forests’ caustic operation. Exposure conditions in this area ruined ordinary fire hose in only 
three months 


“Petrochem” Fire Hose took 4 years of the same 
abuse that ruined ordinary hose in 3 months! 


i : 
L 


Mr. C. O. Bing, Fire Chief, shows 
original test length of Petrochem 
hose after four years’ use. 


VULCAN-KIDD STEEL DIVISION; Fabricated Products 


“Petrochem” fire hose, developed by 
Thermoid-Quaker, has outlasted ordi- 
nary fire hose 16 to one at Potlatch 
Forests’ pulp and paper mill, Lewiston, 
Idaho. Mr. C. O. Bing, Potlatch Fire 
Chief, says, ‘““The conditions around our 
caustic operation are as tough as you'll 
find anywhere. Just storage in this area 
ruined ordinary hose in three months. 
Petrochem hose, without washing or 
refolding, is still in excellent condition 
after four years in this rugged atmos- 
phere.” Service like this is customary 
for Thermoid-Quaker Petrochem hose 


which is designed for the roughest, 
toughest treatment imaginable. Neo- 
prene inner tube and neoprene-impreg- 
nated “‘Dacron’”’ jacket give Petrochem 
corrosion and wear resistance to meet 
the severest conditions. And Petrochem 
is available with UL approval. 

Ask your Thermoid-Quaker indus- 
trial distributor about Petrochem fire 
hose to meet the severest requirements 
of the oil and chemical industries. Or 
write Thermoid Division, H. K. Porter 
Company, Inc., 200 Whitehead Road, 
Trenton 6, New Jersey. 


THERMOID DIVISION p NI p H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION, 

PEERLESS ELECTRIC DIVISION: Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories — REFRACTORIES DIVISION; Electric Furnace Steel CONNORS STEEL DIVISION, 
DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER 

COMPANY de MEXICO, S. A.; and in Canada, Refractories, “Disston” Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD. 
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This distributor salesman is 


eering with R/M 


to reduce a customer's inventory problems 


“Seveneering” has been enthusias- 
tically received by both R/M pack- 
ing distributor salesmen and packing 
customers. They know that the Big 

Types will meet 95% of all pack- 
ing needs and frequently three or 
four types will satisfy all needs with- 
out compromise in performance. 
lhis greatly reduces inventory prob- 


lems and eliminates selection error. 


Equally important is the fact that 
Big 7 Packings are engineered to do 
custom jobs effectively; reduce down- 
time; lower maintenance costs; and 
permit preventive maintenance. 

R/M has published a Packing- 
Selection Chart in ready reference 
form to help your customers select 
the right Big 7 packing type quickly. 
If you have not gotten a supply, 
write for your copies today. 


R/M's Big 7 packing types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


INC. 


PACKING DIVISION, PASSAIC, WN. J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 
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Pails, Scoops, Funnels 


Of stainless steel, corrosive resistant, 
won't contaminate food products 


Line of pails, scoops, and funnels 
for handling food and chemicals, 
come in following sizes, shapes 
seamless pails with chimes in 5 sizes, 
from 10 to 20 qts.; scoops in round 
and flat bottom styles in | pint to 
6 qt. sizes; funnels in | pint to 2 
gallon sizes. 

Star Stainless Screw Co., 655 
Union Blvd., Paterson 2, N. |. 


Architectural Fastener 


Lower cost, faster erection 
of curtain wall sections 


Self-tapping screw fastener, called 
“CW Topseal”, is said to replace 
three separate fasteners used in con 
ventional methods of erecting cur 
tain wall sections: a bolt, nut and 
washer combination to fasten ex 
terior sheet to framing, a spacer bat 
to hold insulation and an additional 
fastener to secure exterior sheet to 
interior sheet. In lengths from 24 
to 44-in, in cadmium plated types 
305 and 410 stainless steel. 

Allegheny Ludlum Steel Corp., 
Oliver Bldg., Pittsburgh 22, Pa. 


ee. 
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Slings handle 53-ton shaft 


as easily as bag of peanuts 


The propeller shaft shown here is a pretty big baby. It’s 


about 60 ft long, and has a body diameter of 29 in., and a 
flange diameter of 45 in. With Bethlehem wire rope slings 
on the job—it was a relatively simple task to move it about 
in the shop 

Bethlehem slings are strong and flexible. They're well 
made, and have good load-hugging characteristics. They 


can handle virtually any lifting assignment economically. 


We supply Bethlehem slings in a variety of styles and 
sizes. And when there is a need for something special, our 
engineers are ready to go to work on the design. Perhaps 
you have a load-handling problem you'd like to discuss 
with our nearest sales office. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corpor ation 


BETHLEHEM STEEL 





There's One sure way 
to sell the best... 


Suggest True Temper Tools for Industry. 
dal Mea elelel-leMe- tlale Mie) mn celell Midal- tat t's me 2elels 
Tolale Mia’ arm Mal-) Mame lelelele Mm Mal) Ma mol ell ame. 
balanced for fast work, less fatique 


4 


“ 


ROCKET HAMMERS 


imelelell-tes-i4-1-10- 
melts eet: (aman lelel-|-larmeiale 


idlelel-i@ Mmal- heetal-34- ier il 
TAPER-FORGED SHOVELS 


all>) a) male l mea. lie lal smh ial ME higelale| 1. ame laleh 7 il Miiaal. tel 
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Flange-Type Coupling 


For use in sizes from 35 to 700 HP at 
1800 RPM, shafts up to 5'/2-in diam. 


Model GHF flange type coupling 
has a flange for use on internal com 
bustion engines where coupling 
must be bolted directly to flywheel 
Consists of two metal bodies with 
interlocking jaws separated by non 
metallic load cushions. Has remoy 
able individual inserts held in place 
by a steel collar to provide easy in 
spection, replacement, without dis 
turbing driving or driven units. Re 
quires no metal-to-metal contact or 
lubrication. 

Gerbing Mfg. Corp., Elgin, II] 


Adjustable Toolholder 


Solid carbide chipbreaker easily 
adjusts for light, heavy medium cuts 


“T-Max” throwaway-type, adjust 
able tool holder has spring loaded 
pin which automatically lifts and 
holds both the three-position chip 
breaker and the clamp clear of the 
insert for quick insert indexing or 
replacement. Also features a “non 
binding” shim pin; a_ tempered 
spring pin which cannot freeze or 
bind from machining heat 

Sandvik Steel Inc., Fair Lawn, 
N. J. 
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FORMICA SPECIFIES MORSE TOOLS 


Morse Electrolized Tools proved best by test for tap- 
ping —drilling glass, fabric and paper —base materials. 


Formica pulls no punches in its installation manual . . . they recom- 
mend Morse. Why? Because they proved Morse Electrolized Taps 
and Drills best by test for installing their material. 


Prove to yourself what Formica and other manufacturers have found 
... the exclusive Morse Electrolizing Process gives up to 30% longer 
tool life on the toughest jobs — no matter what base materials are 
used, there is a Morse Tool designed to help you cut production 
costs ... build a better product. 


See your Morse-Franchised Distributor. He is the only man to see 
when you want the best in cutting tools. Call him today. 


IMLOEF?S EG 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 
Warehouses in: NEW YORK + CHICAGO + DETROIT + DALLAS + SAN FRANCISCO 
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Morse means more production... 
smoother, more accurate produc- 
tion . . . with every type of cut- 
ting tool from drills, reamers, 
taps and dies, to end mills, mill- 
ing cutters, slitting saws and 
“specials”. So, if you want the 
best from every cutting tool you 
buy, mark your order “MORSE”. 
For if you want Morse Quality, 
there’s only one way to get it... 
specify Morse. 


ee ee 
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A Division of VAN NORMAN INDUSTRIES, INC, 
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PERE RAL ee HST, 


HARRINGTON PEERLESS 
HOIST PRODUCTS 

for profitable sales in 
many markets 


Wherever there’s a lifting or moving job to be done, there’s a 
Harrington Peerless Hoist Product to do it. And seldom will you 





have to turn down an order because you don’t have the equipment Grinder 

to do the job. The completeness of the line and the quality of the , 

soe t ; Swivel base and handle of welded 

products in it help you build profitable sales . . . keep customers ' f , lif 
. . F t n . ° 

satisfied . . . assure repeat orders. stee! construction tor tong lite 





And you are backed by a strong distributor sales policy, con- Flexible shaft grinder, called Se- 
sistent national advertising, and sales-building promotional material ries “G” “Handy Grinder’, has one 
HP, is mounted on a four-leg caster 
base. A variety of attachments and 


accessories are available, all equipped 


MODEL C PEERLESS PEERLESS PACKET with company’s Quick-Change con 
; nectors said to make it possible to 

HOISTS—14 to6otons \ HOISTS—% to 2 tons wee ae ake 

—also available in trol —all steel or aluminum change trom straight grinding spin- 


ley and close headroom i ¢ dles to angle heads of various gear 
types. 


Some territories are open. Write today for complete information 
about the Harrington Peerless line and our policies. 


ratios in a matter of seconds. 
Wvyzenbeek & Staff, Inc., 223 N. 

California Ave., Chicago 12, Ill. 

PEERLESS PACKET HARRINGTON (I- 

TROLLEY HOISTS— aS BEAM i) OLLEYS— 

2 to 2 tons—for lifting geared and push types 

and conveying loads on } —¥2 to 20 tons. 

a wide range of l-beam , 

$1Zes. 


BEARCAT ELECTRIC LEVER PULLERS—™ 
HOISTS — 170 to 4000 and 1% tons. Light and 
Ib.—built in many compact, with steel 
combinations of hook mechanism for strength. 
speed and motor capac- True friction brake 
ity to fit practically all holds load in any posi- 
requirements. tion. 


Buckle Clamp 
ye iii 
PACKAGED CRANES SAFETY LATCHES— For use in hanging or fastening 


up to 5 tons. Top or CI Convert conventions of rigid or thin wall conduit 
bottom running. An off- } hooks to safety hooks in 
the-shelf item. Easily ones) minutes with simple ty” le io les 
assembled with a beam tools. A sell-on-sight erty for use in electrical, plumbing, 
and shaft from local ' item to any customer heating and air conditioning con 
warehouse to save who uses hoists. Avail- 
freight. No welding or able in 12 sizes to fit , ' 
drilling required. Gantry any hook. standard electrician’s pliers and a 
crane illustrated has 2- 
ton capacity. 


Conduit clamp, called the “Lib- 


struction markets, requires only 


screwdriver to make strong, secure 
installation, maker claims. Of 
rugged, yet pliable material, it is 
THE HARRINGTON COMPANY designed as a one piece unit with 
locking device. In four standard 


sizes: 4-in, }-in, l-in and ]4-in. 


Plymouth Meeting 11, Pa. Paine Co., Westgate Road, Addi- 
\ } son, Ill. 
aa aa aaa EE Eee ee ae eee ee eee eee ee ee ee oe oe 
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Makers of Hoists Since 1876 
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This insert printed with Day-Glo litho ink. Day-Glo paint is even brighter 


Day-Glo has little in common with standard safety 

paints. This paint is fluorescent, with a brightness SWITZER BROTHERS, INC. Dept. 1D-460 
up to four times greater than ordinary safety paints pea seis demi eicialiaiais tie 
Applied to plant hazards and equipment, it shouts 

its warning on first sight, and up to four times further 
and faster 


Please send me complete product and sales information on 
Day-Glo Industrial Safety Paint 


Name Title 
The applications illustrated above are just a few of ‘ 
, : ir : . Company 
the many ways in which Switzer Day-Glo is now i 
. x . 7 ’ ddress 
being used in plants throughout the world. It’s easy 
to see why Day-Glo is needed in every plant where City Zone State 
you call Send full information L) Have representative call 
There are five brilliant colors, for indoor or outdoor 
use, brush or spray application. For information on Sales offices: New York, Chicago, Los Angeles and Berkeley, California 
this profitable, selective-distribution line use the Day-Glo is a registered trademark of Switzer Brothers 
coupon today. Inc., originators of daylight fluorescent colors. 


This great seaborne health cen- 
ter will carry a new kind of aid 
abroad—with your help. Part of 
the people-to-people project 
Hope, it will enlist 200 specialists 


in sharing our health skills 


If enough of us help, the S.S. Hope will be outbound 


in 1960. First port of call: Indonesia. A bold health 


project called Hope will be underway. 


The need is crucial. Many places, too many health 
hazards exist. Too many people robbed of the will to 
live. Too few hands to help. Often, a doctor for 100,000. 

Hope’s approach is practical. Help where a nation’s 
doctors ask help. Help them help themselves to health. 
By training, upgrade skills— multiply hands. Hope's doc- 
tors, dentists, nurses, and technicians will man a center 
complete to 300-bed mobile unit and portable TV. 

You can not only make every dollar do the work of 
many, you can earn a priceless dividend. With health 
comes self-respect. People at peace with themselves are 
less likely to war with others. 


Hope is yours to give Itsa people-to-people project. 


For one year’s worth, 34% million Americans must give 


a dollar. Don’t wait to be asked. Mail a dollar or more 
now to HOPE, Box 9808, Washington 15, D.C. 


| doctor for 100,000 people. These are the odds Hope 


, eine 
ce. Yet Hope can mean so much. The health of this child. & 


may fi r a 
he health of five Indonesians. Trained hands and only a dol- 2 - 
s worth of penicillin can cure them of crippling yaws. ? S 

C C pe i © e ol pping y yA a 
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SEALED 
nose bumper 
(a another red@® ball extra 


Rubber bumper not only protects the housing from tha f S E. L LS 


sharp blows, but also seals the housing and keeps dirt 

from entering the hammer case bushing . . . another / P A ve TOO L S / 
exclusive red @ ball extra you get with Ingersoll-Rand 

Impactools assuring long, trouble-free operation, easy 

maintenance for your customers . . . and increased 

sales for you! 


* Dirt-Sealed Trigger. Plunger-operated switch is sealed tight 
from dust and dirt. Another I-R exclusive. 


“Cuss-proof” Socket Retainer. Sockets can’t fall off acci- 
dentally, but strong, spring-held retainer can be easily 
replaced. Another |-R exclusive. 


Life Guard Commutator. Exclusive I-R construction pre- 
sn iiniiaaiins vents motor damage, permits easy dressing, provides long 
mPACTOOL " brush life. 

Size 4U-SD, '/," Drive 

Job-Tailored Motor. Not “adapted” but built specifically 

for rugged Impactool duty. 


T-Anvil Drive. Unlike other types, provides true radial blow 
with maximum power transmission. 


best design—biggest line 
look for the red ® ball extras 


ian Ingersoll-Rand 


11 Broadway, New York 4, N. Y. 
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THIS 
IS 
ONE 
METHOD 
OF SELLING 





BUT HERE’S THE WAY TO INCREASE SALES 


For the lasting gratitude of all your present and prospective customers and a resultant sales increase, 
why not recommend Plastic Steel and the other Devcon Industrial Products? Tell your customers how 
Devcon Industrial Products complete all inplant repair jobs . . . makes dies, patterns, etc. . . . quickly, 
easily, and at a fraction of normal costs. As A. J. Schuette, Industrial Sales Representative for Bossert 
Company, Kansas City, Mo., says: ‘‘We feel we are rendering our customers a real service when we 
introduce Plastic Steel to them; and our company finds it a wonderful door opener to new and 
prospective customers."’ «+ « « « « DEVCON CORPORATION oP Danvers, Massachusetts 


a complete line of DEVCON QUALITY PRODUCTS for industry \ 
. PLASTIC STEEL® A — Putty Type « PLASTIC STEEL® B — Liquid Type » DEVCON F — ; 


> me» Aluminum Putty « DEVCON F-2 — Liquid Aluminum « DEVCON WR — Liquid 
\ Type Wear Resistant Material « DEVCON WR-2 — Putty Type Wear Re- 
sistant Material « DEVCON ERK — Emergency Repair Kit 


DEVCON RUBBER for all flexible repairs 


A 
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Gummed Tape Dispenser 


Handles tape from 21/2 to 3 inches 
wide at rate of 40 feet per second 


Gummer tape dispenser is said 
co deliver from 9-in to 60-in by elec 


D-B E-] 
easy set tape lengths, each instantly 


tronic controls with two 


interchangeable, and one random 
tape length for visual operation 
D-B E-2 All controls are elec 
10x 16x 11]-in 

Diagraph-Bradley Industries, Inc 
P.O. Box 269, Herrin, III 


tronic. Dimensions 


Strap Type Pillow Blocks 


Compact, economical design to 
reduce OEM, replacement costs 


'hree series of strap type pillow 
blocks feature low, modern silhou 
ette, simplified two-bolt mounting 

automatically 
proper adjust 
All units have 
“Deep Well” 


bly, said to be self-lubricating, self 


arrangement which 
draws cap into 
ment against base. 
company $ ball assem 
aligning 


Randall Graphite Bearings, Inc., 
Greenlawn Ave., Lima, Ohio 











This ad is working for you in Industrial Equipment News, Industrial Maintenance, 
and other leading business publications your customers regularly read. 


SABRCO Osa 


Or 


> 


rea 


DURATHERM ‘ui 


HE At TREATED TO... 


DRILL FAST! 


Insta!l a Saber-Tooth anchor in only 45 seconds! Core- 
action drilling cuts only the masonry around the hole’'s 
perimeter . . . the core crumbles and ejects out the 


| Chuck hole. DURATHERM-hardened teeth drill the tough- 
|} est masonry... 
| its own hole saves you buying or sharpening drills, 


even granite! This anchor that drills 


eliminates matching drill and anchor sizes, measuring 
for proper hole depth. 


HOLD TIGHT! 


| A 7” Saber-Tooth holds nine tons! DURATHERM-treated 


teeth undercut the drilled hole and expand deep in the 


| masonry, back-tapered ridges add resistance to pullout, 


for highest holding power the concrete or the bolt 


| will usually break before the anchor comes out! UL, 


FM approved, in full range of sizes and styles, including 


| 3/16” snap-off flush-type, especially for electrical work. 


Get all the facts on Saber-Tooth and 

other masonry anchors. 
For a FREE copy of the new “Masonry Anchor 
book,” with helpful hints and c malate 9 ecifications on all 
types of masonry anchors and drills ask your supplier or local 
Rawiplug branch, or send this coupon to 


ae ad 
g Mand 


The RAWLPLUG Company, Inc. 


204 Petersville Road, New Rochelle, N. Y 


Please mail my FREE copy of the ‘“‘Masonry Anchoring Handbook”’ to 


Name 
Title 
Company 


Address 
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~ KALAMAZOO 


...worth more to you 


For those Special 
Metal Cutting Jobs 


MODEL 610D 


Cuts .6-inch round and 10-inch 
flat stock. The 610D gives yéu 
maximum capacity, accuracy 
and portability. Excellent as an 
on-the-job saw for electricians, 
plumbers and those in light 
construction and welding. Has 
all the features of the larger 
Kalamazoo models. 


MODEL 824D 


Cuts 8-inch round and 24-inch 
flat stock. The 824D will give 
you extra capacity for special 
cutting jobs such as kitchen 
counter tops, steel mats and 
other projects where a little ex- 
tra capacity is required. Accu 
rate and dependable. 


Ask your Kalamazoo dealer for details and a demonstration of 
these two units or any of the other fine Metal Cutting Bench Saws 


in the Kalamazoo line. Remember, Kalamazoo. . 


to you. 


. worth more 


~ MACHINE TOOL DIVISION 


KALAMAZOO TANK and SILO COMPANY 


759 Harrison Street 


Kalamazoo, Michigan 


170 
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Combination Finishing 
Machine 
Can perform 90 per cent of 
all shop finishing operations 
Combination belt and disc finish 
ing machine has standard 4-in abra 
sive belt and 12-in abrasive disc, is 
designed for use where custom ot 
production finishing operations 
must be performed efficiently, eco 
nomically. Can handle all finishing 
operations on wood and plastic and 
is excellent for grinding, surfacing 
or polishing steel components, dic 
castings, aluminum, grass and cop 
per parts and a 
materials, 


other 
Particu 
larly suitable for sharpening tools 

Rockwell Mfg. Co., Delta Power 
lool Div., 467 N. Lexington Ave., 
Pittsburgh 8, Pa. 


varicty of 


maker claims 


a 


General-Purpose Electrode 
Cuts spatter loss 
up to 60 per cent 
General purpose E 6012 welding 
electrode, Model SW 612, is a high 
rutile type, mild steel electrode 
for heavy or high-production weld- 
ing where fit-up is poor. Applica 
tions include equipment, 
automotive, construction 
welding. 
A. O. Smith Corp., Welding 
Products Div., Milwaukee, Wis. 


farm 
general 
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Load Lifter Series 
“700" Wire Rope 
Electric Hoist. Fast 
heavy-duty type 
Push-button control 
Single and two-speed 
models. All types of 
suspension, includ 
ing low headroo 
Capacities: Y2 to 15 
tons 


Load Lifter Air Hoist 
Wire rope load line 
High starting torque 
and smooth opera 
tion with 5-cy 
radial air motor 
nitely variable speed 
ontrol to 37 FPM 
Throttle contro 
available. All stand 
ard suspensions. Ca 
pacities: 1to 15 tons 


inf 


. bath I 


Load Lifter Series 
“600"' Wire Rope 
Electric Hoist. A 
powerful produc 
Push 
ontro 


ngle and twe 
peed models A 
tandard suspen 


Capacitie 
and 1 ton 


tion helper 


hutt 


= c= 
Deccee jem nam ~ 


Budgit Air Hoist. Link 
and roller chain types 
Pendant cord contro 
peeds infinitely variable 
‘ 5 FPM. Rigid mount 
tr available 

ks standard 

2 and | 


olley 


& 


Push Button Budgit Elec- 
tric Hoist. Portable. For 
regular hoisting service 
Two fully enclosed auto 
matic brakes. Provides 
accurate spotting 

tion. A Y2-ton load can 
fted at 34 FPM. Hook 
pension Capa 


< tie« 
c ' 


> tone 


fi 
"7 


Tugit Lever-Operated 
Hoist. Light, « 

pact, portable 
t perate 


om 


. 


Sy 
| 
oo 


Easy 
even in 

se quarters at any 
angie. Fine for main 
Capacit 
to 3 tons 


A] 
=% 


tenance es 


Budgit Differential 

Hoist. Low-priced 

fting tool for occa 
siona where 

, high eff 

essentia 


ome + 
ympa 


use 
1ency 
Light and 
Capacities 
2 arid 1 





ton 


Pull Cord Budgit Electric 
Hoist. ideal for inter- 
mittent service. Has ef- 
ficient gearing and two 
brakes. Uses little elec- 
tricity. Comes ready to 
hang up, plug in, and 
use. AC, DC, and 12-voit 
battery-operated models 
Hook suspension. Capac- 
ities: Ye to 2 tons 


Budgit Roller Chain 
Block. Spur-geared j 
efficiency combined - 
with lightness. 45 
b. pull on hand 
hain lifts ton 

pacities: Y% to 2 
tons 


Budgit Aluminum 
Chain Block. Light in 
weight but tough 
Can be carried to the 
ob, hung up and op 
erated by one man 
Spark and corrosion 
resistant models 
Capacities: 1% to 2 


i=] 


| 


—— 


2 
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Budgit Alumi 
num Hi-Cap 
Chain Block 
Combine light 
weight with 
strength and 
tops in operat 


ing efficiency Stes 

Capacities: 3 i 
to 10 tons j } 
Budgit Aluminum Army 
Type Chain Biock, Integra! 
push and hand-geared tro! 
leys are adjustable to fit 
l-beams in a number of 
sizes. Low headroom de 
sign. Capacities: ¥% to 1 
tons 


é v 


PROFITMAKERS aim 
IN BRIEF | 


bile lifting service. Caster equipped 
Shipped knocked down. Easy to as 
semble. Capacities: 1 and 2 tons 


~ 
*. 


, 


of Budgit Cord Reel, Sur 
plies current to hoists 


er 9 
on 
and portable tools with 
polyphase motors up to 
/V2 hp single phase 
to Y2 hp. Cable reels 
> 


‘ 


- 
> 


. a 
4 & ? MMM Load Scale. 
Permits weighing 
loads while in sus- 
pension. Saves han- 
diing time and costs 
Guards against over- 
loading lifting equip- 
ment Capacities 
Vg to 242 tons 


nm any direction 
l-beam Trolleys. Attach 
to top hook of hoist tc 
add travelability. Oper 
ate on bearing equipped 


wheels. Geared type 
available 
0 ton 


Budgit Cord Conductor 
Trolley. Use any num 
ber to hold aloft and 
travel any hoist con 
ductor cord or air hose 
Fit 8” to 18” I-bDeams 


Capacities te 


SESS EEE ESET ESSE EEEEHHESEEHEEEEEEEEEEEEEEHEEEEEEES 
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Budgit Crane As- 
semblies. Top- 
running, under 
hung and jib 
types. Packaged components 
for erection on the job site 
Capacities: to 6 tons, spans 
to 30 feet 


ad Budgit Bridge Drive. Con 
| verts hand-operated cranes 
[S 


G up to 10 tons to ‘‘walking 

speed’’ electrical op era- 
>) tion at low cost. No drill- 
ing or machining. Push 
button control 


| 
ae 


TRADE NAMES SHAW-BOX, LOAD LIFTER, BUDGIT, HI-CAP AND TUGIT ARE REGISTERED TRADEMARKS 


Solving problems in materials handling for industry is 
a consistently profitable operation for Shaw-Box Dis 
tributors. There are far more reasons for their success 
than the products illustrated on this page indicate. 


Behind these products and profit-opportunities are the 
basics for successful selling: inplant and field sales 
training schools for distributors’ salesmen; a complete 
library of sales tools; direct mail assistance; a national 


MMM makes the most complete variety of modern 
hoists, cranes, and accessories available from a single 
source. Consequently, Shaw-Box can 
recommend and supply overhead load handling equip- 
ment that best meets the specific needs of each cus- 
tomer — without compromise. The margin in every 


Distributors 


advertising program that quickly routes inquiries to 
the selling front 


Shaw-Box Distributors will continue to grow in re- 
sponsibility to industry for the right answer to prob- 
lems in overhead load handling—and MMM will con- 


tinue to provide products that assure 


profitable 
item makes every sale profitable 


volume. 
60 L-2 

MAXWELL 

—_—— 


TRADE MARK 


OVERHEAD LOAD HANDLING EQUIPMENT 


Products of 


MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division * Muskegon, Michigan 
In Canada: Manning, Maxwell & Moore of Canada, Ltd., Galt, Ontario 


MANNING 
IN| JUOOW 3 
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‘C FACED SPEED 
REDUCER... 


Gives you new concepts in 
practicability, flexibility and availability 





PRACTICABILITY: 


The “C" Faced Speed Reducer features an independent, hollow 
shaft, gear reduction unit used with a standard separate N.E.M.A 
“C" Face Mounting Motor. 

Here's real practicability—the original motor can be replaced re- 
gardiess of reason; whether motor failure or to replace with a 
motor having different specifications in voltage, torque, etc., with- 
out disturbing gear unit or removing unit from the installation 


PEEXISILITY : 


Janette N.E.M.A. "C" Faced Reducers may be supplied with a 
Janette motor or without a motor 

This means you always have the motor of your choice 

Motor H. P. rating from % to 5 H. P. and Gear Ratios from 4 to 1 
up to 90 to 1 in standard models. A.G.M.A. Class II and Class Ill 
gears also available. 


AVAILABILITY : 


MIATA “C"’ Reducers are supplied from a nationwide distributor and serv- 
I ice organization—105 distributors, 87 service stations, and Janette’s 


32 warehouses. This nationwide distribution means prompt effi- 





cient service to all gear-motor users regardless of where they are 
located. 


Janette N.E.M.A. "C" Faced Speed Reducers are guaranteed by the Janette 
Electric Mfg. Co., designers and manufacturers of Speed Reducers and 
Gear-Motors for 50 Years 


Get the complete story. Cali your Janette Distributor, Salesman, or 
write for Bulletin No. 5-250. 


GEAR MOTORS 
a 
SPEED REDUCERS 


Janette Electric Mfg. Co., Morton Grove, Illinois 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 





Furnaces 


For special use in 
research and laboratories 


“Dyna-Trol” furnaces are small 
and compact, heat up to 2000 deg. | 
in one hour. Constant level of tem 
perature—from 300 to 2300-deg. I 
can be maintained by input con 
trollers, maker claims. Zone gradi 
ent control operates by multiple cit 
cuits, with each circuit having its 
own input controller. Gradients in 
dicated by a pyrometer and two 
thermocouples located zonewise and 
a thermocouple selector switch. 
Four models: Models P46 and 
P46H are 44-in wide, 44-in high and 
6-in deep; Models P76 and P76H 
are 6x 6x 6in. Other models 
6x 6x 18in. 

L&L Mfg. Co., 804 Mulberry St., 
Upland, Chester, Pa. 


Pump Unit 


Keeps cutting tools cool during 
operation, increases life, speed 


Pumps can be used with a wide 
range of coolants to reduce friction 
and heat with drill presses, lathes, 
grinders, saws, abrasive belts, mill 
ing machines etc. Available in five 
gallon containers, twelve gallon con 
tainers and 40 gallon containers 
Motor sizes are 1/20 to 4 HP. 

Wesco Tool & Mfg., 2820 San 
Fernando Blvd., Burbank, Calif. 

















Micrometer Gage 


For locating beveled and 
rectangular grooves 


Micrometer gage, called Groove 
Location Gage, is designed to meas 
ure the distance from the outer wall 
of a beveled or rectangular retaining 
ring groove to a plane of reference 
located 0.4-in to 1.4in from the 
groove wall. Gage may be used also 
for measuring location of O-ring 
grooves, rectangular oil grooves, 
thread reliefs and other internal re 
cesses in bores and housings and ex 
ternal grooves on shafts and similar 
parts. Tool will accommodate 
grooves in housings or shafts ].5-in 
in diam. or larger. Removable flange 
included with gage may be affixed to 
spindle to provide an artificial refer 
ence shoulder where none exists in 
part being checked. 

Truarc Retaining Rings Div., 
Waldes Kohinoor, Inc., Long Island 
City 1, N.Y. 


Railroad Car Shakeout 


Shakes entire car, causing materia! 
to loosen and flow through hoppers 


Railroad car shakeout, called H-R 
Trackside, is mounted in a fixed 
position alongside railroad track 
where hopper cars, either open or 
covered, are to be unloaded. Hy- 
draulic cylinder, exerting force of 
14 tons, pushes vibrating head 
against side of car, causing com- 
pacted or frozen material to loosen, 
flow down through hoppers. Weighs 
2400 Ibs., has 74 hp high-torque 
vibrator drive, and a 3 hp high- 
torque pump drive. For operations 
requiring unloading of 1 to 10 hop 
per cars per day of coal, ores etc. 

Hewitt-Robins, Inc., Stamford, 
Conn. 


GOING BIG—COAST T0 COAST 


“LOWEST 


“SALESMEN aa is Bt : stomer S sell them 
LOVE iT” Selves right out of 

’ e Sprayon catalog.” 

—Midwest distributor.* 


“ in close to 
$3,900 volume = 
the Sprayon line. 
_west Coast 
distributor.” 





“LOVE THAT 


with 
any liquid.” 
—New Engian 
distributor.* 


*Name on request 





nation are reporting success with the Sprayon line—a single source and a single 
advertised brand for virtually every aerosol product used in industry, from wire 
rope lubricant to blue layout fluid...47 different maintenance and production aids 
in self-spraying containers. No quality worries—fully laboratory tested and war- 
ranted. Heavy national advertising in purchasing and industrial magazines. Made 
by the oldest and leading custom-loader of aerosol specialties. Sprayon Aerosols 
for Industry are distributed on a selective basis through industrial distributors 
only. Call today for your Sprayon representative. Industrial Supply Division, 
Sprayon Products, Inc., 2075 East 65th Street, Cleveland 3, Ohio. 
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IRUE /EMPER 


TRUE TEMPER Corfroration 


CLEVELAND |I5. OHIO 


February 16, 1960 


Mr. Charles S. Mill 
Publisher 
PURCHASING WEEK 
330 West 42nd Street 
New York 36, New York 


Dear Mr. Mill: 


One of the best sales-producing services a manufacturer 
. 2 can provide to his distributors is a preferred brand. We 
S. R. HARPER bell 
afte elieve True Temper provides it----in shovels, hammers, 
Advertising Manager and lots of other hand tools. 
TEMPER CO 
Two values make it a preferred brand. One is the value 
of the product iteelf. The other is the value of the 
advertising. 


True Temper advertising appears regularly in dozens of 
publications. Purchasing Week is one of the important 
ones because it effectively delivers our message of product 
value and distributor services to over 25, 000 purchasing 
men in a broad range of industries. 


Because your coverage gives such good support to us as an 
advertiser, we can better support the sales efforts of True 
Temper distributors. 


Sincerely, 


LP Hanon 


S. R. Harper 
Advertising Manager 

















Illustrated here is an impressive sampling of the 
many advertising and sales promotion tools that 
True Temper provides to help stimulate sales 
for its authorized distributors. 


Also illustrated are some of the advertisements 
which True Temper is placing in PURCHASING 
WEEK, McGraw-Hill’s National Newspaper of 
Purchasing, and other national business publi- 
cations. 


In commenting on True Temper’s sales pro- 
ducing services in behalf of its distributors, S.R. 
Harper, True Temper Advertising Manager, 
writes: “One of the best sales-producing serv- 
ices a manufacturer can provide to his distribu- 
tors is a preferred brand. Two values make it a 
preferred brand. One is the value of the product 
itself. The other is the value of the advertising.” 


And in commenting on the publications which 
carry True Temper advertising Mr. Harper 
writes .. . “PURCHASING WEEK is one of the im- 
portant ones because it effectively delivers our 
message of product value and distributor serv- 
ices to over 25,000 purchasing men in a broad 
range of industries. Because your coverage gives 
such good support to us as an advertiser, we can 
better support the sales efforts of True Temper 
distributors.” 


Suppliers to industry, in rapidly increasing num- 
bers, are advertising in PURCHASING WEEK. Here 
are some of the reasons why: 


1. To make contact with 25,000 key Purchas- 


ing Executives throughout industry and 
business. 


2. To give sound reasons why their products, 
materials or services should be bought— 
through you. 


5. To support your local selling efforts. 


1. To help you to reduce sales costs and in- 
crease profits. 


These are the very same reasons why it will 
benefit you to encourage your suppliers to ad- 
vertise regularly in PURCHASING WEEK. 


Here are the « . 

ie 7 é urchasing Wee 

ote for industry AM nas r : : 

“7 — . ; MceGRAW-HILL'S NATIONAL NEWSPAPER OF PURCHASING 


RUE TEMPER. 


forged shovels 





Eve PLANT HAS 
SOME CORROSION... 





Sell CHEMTROL, the leading 
plastic ball valve engineered to cover 
every chemical service! 





Wheel Casters 


“NV grooved to operate on inverted 
angleiron track serving production lines 


Quad” Ring Stem Sea 


Removable Wrench-Type Handle Interlocking Sten 


“V" grooved wheel casters are 
recommended for angle track use 
and for conventional on-the-floor 
operations when floors are uneven 
ind pitted or cluttered with debris 
In matching swivel and rigid types 
(750 Ibs. capacity) of close grained 
strong (30,000 psi) cast semi-steel 
with 6 x 2-in wheels. Available with 
wheels having either pressure lubri 
cated cage type roller bearings or 
lifetime lubricated double shielded 
ball bearings. 

Nutting Truck and Caster Co., 
Faribault, Minn. 


Quad” Ring ~ Threaded End 
Body Seal 32. 7 : a Connector 


Teflon Balanced 
Ball Seal 


4 ie 
Compensating Union Nut Body Floating Bal 


Wherever you find plants transferring liquids and gases, you'll find a 


willing buyer for a valve that can’t corrode! Chemtrol plastic valves 


handle hot acids, alkalies, some solvents! Slotted Angle 
CHEMTROL PLASTIC BALL VALVES ARE DIFFERENT... Possess full For stacking, racking, framing, bulk 
flow characteristics without turbulence, offer broad chemical resistance storage, partitions, pipe mountings etc. 


and good performance in high temperature ranges. Fast acting shut-off Line of slotted angle includes 


both 14 gage and heavy duty 12 gage 
union type end connectors, quick disassembly. Here’s the outstanding angles in 10 and 12-ft. lengths. 14 
leader with a complete line of valves in 5 basic plastic materials and 


.only % turn, no sticking or scaling, adjustable take-up on seats, 


gage angles also available in 6, 
and 8-ft. lengths. Complete line of 
accessories includes support chan- 
nels, steel panels, gussets, cleats and 
cutter. 


the widest range of sizes in the industry! 


DEALERS WANTED— 


Specific territories still open 
seat cadacanamel aves Lyon Metal Products, Inc., 22 
panding market! Backed by Plant Av C.. Aurora, Il. 
intensive advertising and Cm vee Geek Vers | 
direct mail programs creat Crankshaft Regrinder 
ing solid, continuous de 
mand. Sell the best... Sell 
! | i ‘ 
aaaaases ieee , Model 438 crankshaft regrinder 
; , has a 360 degree head and pendu- 
a lum cross slides, combined for the 
seasere Venees first time in this machine to reduce 
set-up time, maker claims. 


CHEMTROL Van Norman Machine Co., Div. 


Van Norman Industries Inc., Spring 
404 West Central Avenue, Santa Ana, California zs <i I es Inc., Ps 
ficld 7, Mass. 








Reduces 
set-up time 


3-Way Valves Foot Valves 
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Sketching Tissue 


Permits low-cost 
reproduction 


sketching 
designed pri 


Lightly tinted yellow 
tissue, No. 185, is 
“talking” 


sketches and 


marily as a 
make 


paper, 1.¢., to 
quick 
archi 
takes 
pencil, charcoal, or crayon equally 


idea 
roughs. Recommended for 


tects, artists, designers etc., 
well and will produce sharp copies 


in standard diazo, blueprint and 
Available in 
42 x 48-in wide. Nar 


widths obtained by 


ofice copy machines. 
50-yard rolls, 
rower cutting 
roll with hand saw 
Keuffel & Esser Co 
r‘hird Sts., 


Adams and 


Hoboken, N. | 


Rod Wiper Seal 


Incorporates a rod wiper and a rod 
scraper within a single unit 


called the SC 
Wiper Scraper Seal, is said to pro 


Rod wiper seal, 
vide effective, low cost protection 
for packings on reciprocating shafts 
and hydraulic cylinders exposed to 
heavy dirt conditions. Scraper re 
moves frozen or caked mud, tar or 
other materials stuck to rod, thereby 
prolonging packing life, reducing 
Seal is a_ thin 
scraper ring in tandem with a pliable 
synthetic 


downtime. brass 


rubber wiping member 
both firmly clamped within a com 
pact steel shell. In stock 
shafts from 4 to 6-in diam 

Oil Seal Div., Chicago Rawhide 
Mtg. Co. 1301 Elston Ave., Chi 


cago 2 22, Til. 


sizes for 


A NEW WAY 
TO SELL 
TAPS... 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


SOSSNER 


FACTORY WAREHOUSES IN NEW YORK © LOS ANGELES « ST. LOUIS «+ 
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TAP & TOOL 


29 BROS 


THE SOSSNER 


TAP 
PRESENTATION 
BOOK 


CORPORATION 


IWAY.-LYNBR K 


DALLAS 








Besly Tools To Contain Carbide By Kennametal 


Members of Engman-Taylor, Milwaukee distributor, were assembled at the Besly- 
Welles plant for a distributor training school, (1 to r) James Shallcross, chief engineer, 
irbide division of Besly-Welles Corp., Ed Melcher and Bob Prins of Engman-Taylor 


Co., Inc., and I 


Besly-Welles 
turers of grinders, cutting tools and 
gages, will now carry a full line of 
carbide single point tools, blanks, 
and 


Corp., manufac 


using Kenna- 
metal material exclusively, in Besly 


inserts holders 

grade designations 
Besly distributors will carry stocks 

of Besly tools incorporating Ken- 


K. Wellies, Jr., director of marketing for Besly-Welles Corp. 


material, to maxi 
mum availability throughout the 
country. 

Mr. Olson, Besly president, said: 
“By adding the tremendous prestige 
of Kennametal quality to our line, 
we feel we will greatly strengthen 
our customer service, and speed our 
growth in the carbide tool business.” 


nametal assure 





Hucksters Entertain Distributors Personnel 


he Hucksters, Chicago supply 
salesmen’s organization, entertained 
a large group of distributor person- 
nel at a recent affair in Chicago. 

At one of the tables seated left to 
right are Mr. & Mrs. Bob Cloonan, 
Tool Co., Mr. 
Cloonan is president of the Huck- 


Armstrong Bros. 


178 


sters; Mr. & Mrs. Robert McCall, 
B. R. Paulsen Co.; Mr. & Mrs. John 
Gaudian, Armstrong Bros.; Mr. & 
Mrs. Roy Dillon, Clifford Peterson 
Tool Co.; Mr. & Mrs. Harold Elli- 
son, Higgins & Linde Inc.; and Mr. 
& Mrs. Tom Flanagan, Clifford 
Peterson Tool Co. 


INDUSTRIAL DISTRIBUTION © APRIL, 1960 











Setting Masters 


Made to five 
millionths tolerance 


Class Master setting rings and 
disks are made in both A.G.D. and 
company’s Precisionaire master ring 
and disk styles, are used to calibrate 
company’s high-amplification Pre 
cisionaire air gages and other types 
of precision measurement instru 
ments. Rings and disks within size 
range .125 to .825-in are calibrated 


and certified to accuracy of .0000025, 


while sizes .835 to 1.000-in are cali- 
brated and certified to accuracy of 
0000035. Other sizes supplied on 
special order. 

Sheffield Corp., Dayton 1, Ohio 


Fish Tape 


For jobs using 
aluminum conduit 


Flexible round fish tape, called 
Flexi-Strand, is absolutely smooth, 
and made of high quality preformed 
galvanized aircraft cable, maker 
Is said to take extreme flex- 
ing without kinking or taking a set, 
withstand up to 1500 Ibs. pull test. 
Accommodates following wire: 20 
No. 14, 15 No. 12, 10 No. 10, 4 No. 
8 and 3 No. 6. Available in reel type, 
handle type and plain. 

Ideal Industries Inc., Sycamore, 


Ill 


claims. 


Countersinking Tools 


For countersinking company’s fasteners 
in heavy conveyor belt covers 


Vertical and horizontal counter- 
sinking tools countersink plates of 
fasteners into heavy rubber covers 
(,4,-in and over) for maximum joint 
strength, clean scraper operation, 
longer fastener life, minimum wear 
on idler bearings. Also cuts down 
on overall thickness of belt at joint, 
permitting size fastener and increas- 
ing splice life. 

Flexible Steel Lacing Co., 4607 
Lexington St., Chicago 44, III. 





Portable Scale Truck 
Enables commodities to be 
moved and weighed simultaneously 
Portable scale truck has scale as 
integral part of hydraulic footlift 
truck. Maker claims combined op 
eliminates han 
dling of loads. 
Lewis-Shepard Products Inc., 125 
Walnut St., Watertown 72, Mass 


eration multiple 


Steel Bookcases 


Have sliding shelves instantly 
adjustable on 1/2-in centers 
Steel bookcases are made in two 
sizes: a two-shelf, desk-high model, 
372-in wide, 12¥y-in deep, 29-in 
shelf 
model, 373-in wide, 12;5-in deep, 
86-in high. Book stops, 7-in high, 
can be used with both models. Lyon 


high, and a_ seven library 


gray baked-on enamel finish. 
Lyon Metal Products, Inc., 2 Plant 
Ave., Aurora, II]. 








L 
L 


| 


| 
| 
GEARBELT ADVANTAGES: | 


A POSITIVE DRIVE. Noslip, creep 
or backlash. 


STEEL CABLE strength member 
will not stretch, needs minimum 
take-up. 

FREEDOM from high initial belt 
tension. Reduces bearing loads, 
increases life. 

COMPACT. Gearbelts permit 
smaller pulleys, shorter centers, 
narrower belts. 

LIGHTWEIGHT. High horsepower- 
to-weight ratio. 

LESS NOISE. No vibration, no 
chatter. 


LESS HEAT because virtually no 
friction. 

SPLIT TAPER BUSHING grips pul- 
ley on shaft with vise-like pres- 


sure. Quick, easy mounting and 
removal, 
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Here is a versatile new drive that provides 
high mechanical efficiency plus the inher- 
ent flexibility of belts. Browning Gear- 
belts engage matching pulleys with the 
positive action of gears, yet without their 
disadvantages. They eliminate metal-to- 
metal contact, lubrication, vibration, 
chatter. Require minimum maintenance. 

Browning Gearbelt Drives provide cost- 
saving advantages in scores of applica- 
tions, particularly those which require 
high capacity in limited space, or freedom 
from stretch and take-up. For complete 
information on this profitable distributor 
line, write today for new Catalog GB-201. 

Browning Manufacturing Company 
Maysville, Kentucky 


POWER TRANSMISSION 
~ EQUIPMENT 


“+ PAPER PULLEYS = SEARING UNITS 
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VAREL 


VANGUARD 
PORTABLE Lamon DRILLS 


stone 


il 
DRILL Concrete 


brick 


CLEANLY 
ACCURATELY 
QUIETLY 
QUICKLY 

















VANGUARD Ill for holes up to 9. 350 
rpm electric drill motor. Swivel mounting 
VANGUARD Ii for holes up to 44%. 900 
rpm motor swivel mounting, extension 
column on Il & Ill models for elevations 
up to 20 

VANGUARD I. Hand Portable Unit for 
holes up to 1, 2000 rpm motor and han 
dy carrying case 


VAREL Lamond CORE BITS 


Length 


9230 Denton Drive 
P.O. Box 13146 


Fleetwood 1-6487 
Dallas 20, Texas 


Some attractive dealerships still 
available — inquiries solicited 





Two Marlow Pumps Donated To Clarkson 


W. H. Maxwell (right 


, district engineer, Marlow Pumps, division of Bell & Gossett 


Co., presents two portable pumps to Clarkson College of Technology from his firm 


Looking on are (l. to 1 


Professor Harry ] 


Waters, acting chairman, industrial dis 


tribution department and Professor George R. Maclean, chairman, mechanical engi 


neering department, who will use the | 


pumps in their 


ourses 





The L. S. Starrett Co. announced 
the relocation of its New York 
branch with the opening of an inte 
grated sales office and warehouse 
building at 48 Commerce Street, 
Springfield, New Jersey. 

his modern integrated office and 
warehouse building is similar to the 
new Chicago branch opened re 
cently at 4949 West Harrison St. 
Conveniently located, this branch 
office provides every modern facility 
for visiting customers including a 
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large parking lot, attractive recep- 
tion room and office quarters. 

Complete stocks of Starrett hand 
and power hacksaws, metal cutting 
band saws, high speed steel metal 
cutting band saws, hole saws, low 
carbon precision ground flat stock, 
oil hardening precision ground flat 
stock and air hardening precision 
ground flat stock are now ware 
housed in the new building for 
prompt replenishment of distribu- 
tors’ local stocks. 





Preservative Paint 


For all of company’s standard 

single point carbide tools 

Electrical conductive preservative 

paint is said to meet need for better 

conduction in the electrolytic pro 

ess for grinding single point carbide 

tools. All company’s tools will be 

made with this finish; gold to sig 

nify steel cutting grade and silver 

for non-ferrous grades 

Super Tool Co., Detroit, Mich 


Shoe Staple Wire 


For stitching shoe innersoles, 
arch supports, trim, bows etc. 
‘T'wo types of shoe staple wire in 
clude a round, steel wire with a 
diam. of .022-in for stitching inne 
sole to upper portion of shoe, and 
steel flat wire, in .045 x .025-in and 
.030 x .020-in sizes, for stitching arch 
supports, bows and other trim to 
shoe. 
Riverside-Alloy Metal Div., H. K 
Porter Co., Inc., Riverside, N. ] 


Self-Curing Rubber Kit 


For permanent repairs on conveyor 

belting and other rubber products 

“Do-it-yourself” self-curing repair 
kit, called Holdtite Belt Repair Kit, 
consists of various styles and sizes 
of repair components (rubber and 
fabric-reinforced patches, sheet ma 
terial, putties and cements), simple 
tools to do most repair jobs, and an 
instruction manual. 

United States Rubber, 1230 Ave- 
nue of the Americas, New York 20, 


N.Y. 


Silicone Rubber Tape 


One side fully cured, other uncured 
for long and stable shelf life 
Silicone tape, ES 5111, is a glass 
cloth coated with silicone rubber 
used to give armor tape protection 
when winding motor coils for low 
or high voltage units. When used 
with company’s PSR 2800 triangular 
guide line tape, is said to produce 
tough silicone insulation envelope. 
Permacel, New Brunswick, N. ]. 


UILLOTINE 


POWER BLADES 


are 


PRECISION 
CUTTING TOOLS 


with Exclusive Features 
You can SEE and SELL 


Die Set Teeth 
(A Precision Cutting Tool) 
Taloihalei *t-tieal-t- im ia -T-hilals| 
(Gato) amt ©lalhiolaaalhs’D) 
Every Tooth a Working Tooth 
(33%3% More Cutting Action) 


Extra Heat Treat of Pin Hole Area 
(@ s¥o) am \F- © 4) nal elaalm Modelo | alal-s-1-») 


Foti -Talililome of ism ale] l me Selot- tile] a) 
(Delivers Straight Line Cutting in Work) 


Pro-Set—*Shatterprooft’’ 
(Progressively Set Teeth—Cut like a Broach) 


Let us tell you about our Merchandising Plan and many Sales Helps 





Protected 


territories Put your blade sales back on a 
eatin profitable basis. 


Distributor sales aids include 
Proven items which will get your 
men into the shops. 


Guillotine Blades will stay sold. 





THE E. H. WACHS COMPANY 





1525 NORTH DAYTON STREET CHICAGO 22, ILLINOIS 
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Stronger and heav'er 
at major stress points 
Series of machinist vises range in 
jaw width size from 24 to 8-in, are 
designed to stand up under strenu 
ous use. Maximum openings in se 
ries range from 3 to 12-in and throat 
depth range is 2 to 54-in. In addi 
tion to strengthening, company has 
made body of both the swivel and 
stationary base models 30 pounds 
heavier in the 6in jaw width size. 
Wilton Tool Mfg. Co., Inc., 
Schiller Park, Ill. 


REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed’s easier, Rubber Lagged Wing Pulley 
faster, no-play action are significant in a single 
work week... substantial throughout the long, 
useful life of the vise. Further, good workmen 
like good tools ... do better work with them. “Turn-Clean” wing pulley include: 


Yes, a vise is a vise. But Reed Machinists’ exterior wing of pulley has steel en- 
’ . 


Increases belt life, eliminates need 
for pully cleaning shutdowns 


Stated features of rubber-lagged 


cased rubber bar in U shaped chan- 


Vises are better . . . with differences that lower nel which provides excellent surface 


labor costs for your customers and build good to transmit maximum traction to 
will for you. It pays to sell quality! belt; rubber lagging will compress 

UR DISTRIBUTOR on contact with belt, spring back to 
normal height and automatically 
clean itself when arc of contact is 
broken; rubber bars grip belt tightly 
and do a superior job of spalling off 
dried material on underside of con- 
veyor belts. Recommended for 
highly automated conveying systems 
that handle extremely sticky mate- 


REED MANUFACTURING COMPANY tials or materials that normally build 
ERIE, PENNSYLVANIA « U.S.A. up on belts. 
Van Gorp Mfg., Inc., Pella, Iowa 
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new Wood’s ‘‘MCS’’ solves industry’s 
toughest variable speed drive problems 


Here, for the first time, is a product that puts an 
end to industry’s problems with variable speed 
drives. Wood’s new “MCS” variable speed drive 
maintains constant driven speeds under varying 
torque loads. It won’t freeze or stick due to fretting 
corrosion. Practically no maintenance is required. 


Like the recently introduced Wood’s “MS,” the new 
“MCS” variable speed drive incorporates an entirely 
new and revolutionary design concept which offers 
real benefits to your customers. These two drives 
have excellent sales and profit potential. 


Wood’s “MCS” and “MS” drives, and other new 
products, are part of Wood’s aggressive engineering 
program designed to give you a real competitive 
edge. And there are other important facets of Wood’s 
new plans to assist you . . . fast-acting, expanded, 
regional sales-engineering-management teams... 
comprehensive market data to pinpoint product po- 
tential ... new, liberal, written sales policy ... stepped 
up advertising and sales promotional activities . . . 


... MORE OF EVERYTHING TO HELP YOU SELL 
MORE EASILY AND MORE PROFITABLY. 


T. B. WOOD’S SONS COMPANY * CHAMBERSBURG, PENNSYLVANIA 


ATLANTA CAMBRIDGE 
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CLEVELAND «+ DALLAS MCS/160D 
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socket screw 


products 


(We'll imprint your Company nam 
and address in this space) 


TT ETT Pt it ON ETE" i yeep eer = 


This salesmaker works hard 
for you...costs you nothing! 


The new ALLEN Catalog —G60 

has been completely revised to 
make it more useful to your cus- 
tomers, prospects—and to you! 
This compact book gives com- 
plete information on Allen and 
Allen products. It has been ar- 
ranged to give you any and every 
fact you want quickly and easily. 
Tables of dimension standards 
are easy to read, and are keyed 
to big, clear blue print drawings. 
There are many suggested appli- 
cations, well illustrated, and in- 
side the back cover is a handy 


ANNIVERSARY YEA 


ALLEN MANUFACTURING COMPANY 


Selector Chart, listing 1457 
STANDARD STOCK ALLEN 
PRODUCTS. Throughout the 
book, your customers and pro- 
spects will find convincing evi- 
dence that Allen Socket Screw 
Products will save on assembly 
costs—and will stay tighter, 
longer! 

If you haven’t a copy, write 
to our Advertising Department. 
We'll send a copy promptly, and 
we'll include further informa- 
tion on putting this salesmaker to 
work for you. 


1910-1960 


HARTFORD 1, CONNECTICUT, U.S.A. 
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Cutting Torch 


Flow capacity allows it to 
cut twenty-four inch steel 


Rugged duty cutting torch, called 
“Tuf-Tony”, uses different “slip-in” 
tips to adjust to wide variety ot 
applications. Oxygen control valve 
permits gradual introduction of cut 
ting oxygen to reduce slag spray, 
facilitate control in such processes as 
piercing, rivet washing, heavy cut 
ting. Available in lengths of 21 and 
36-in, heads of 75 and 90 degrees. 

Smith Welding Equipment 
Corp., 2633 Fourth St. S.E., Min 
neapolis 14, Minn. 


/ 


A 


tA 


Fiberglass Chairs 


Of modern, functional design, in 
stack-type, arm and side chair models 
Fiberglass chairs have lightweight, 
durable body gracefully molded for 
body-conforming comfort, correct 
seating posture. Have baked enamel 
dull-finish tubular steel legs and are 
available in five softly hued standard 
colors. Can be stacked 12 or higher, 
maker claims. 
Krueger Metal Products Co., 
Green Bay, Wisconsin 
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THE BILLINGS & SPENCER CO. + HARTFORD 1, CONN., U.S.A. 


WRENCHES « SHOP TOOLS 


DISTRIBUTED BY 


our Name Here 
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Remember your Erector set? 


EQUIPTO’S ee. 


ELMS AS 


SLOTTED ANGLE 


Think for a moment. Think of all 

the different things you could make 

with an Erector set. Then think of 

Equipto’s Slotted Angle —a man’s 

size piece of steel utilizing nuts, 

bolts, slots and holes. It’s a versatile piece of metal 
that lets you build anything—carts, benches, stairs, 
racks, scaffolds and many other useful time-saving 
structures. 


The sheer simplicity of Equipto Angle makes the 
job of assembly highly economical in terms of 
manpower—just cut and bolt together. No waste— 
even small pieces can be used for joints, splices or 
braces. Temporary structures may be disassembled 
and material re-used. Hot dipped galvanized for 
maximum rust prevention — not merely electro- 
plated but hot dip galvanized. 


Equipto Angle is the ‘standard of the industry. 
1 Available in either 12 or 14 gauge. 2 Comes in 
convenient lengths packed 10 angles to a bundle 
with hardware. 3 Two sizes, 114” x 21%4” and 114” 
x 3”. 4 Bolts are standard and interchange with 
other materials. Why not find out more about this 
versatile framing material. Write today for your 
free copy of Equipto Idea Book No. 307. 


Sold only thru you, the Distributor — never direct. 


fm gle 


_ = 
RS EQUIPTO ROBE STOCK CARTS 


SHELVING BENCHES DRAWER UNITS LOCKE 
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Bench Punch 


Punches 2-in hole thru 14 gage mild 
steel; Y4-in thru 3/16-in mild steel 
Features of hand metal bench 

punch, No. 118, include: adjustable 
ram (,',-in total adjustment) which 
reduces punching pressure by allow- 
ing operator to adjust punch so it 
just enters die, enables operator to 
use small forming dies; throat depth 
of 7-in and throat height of 44-in; 
has power press type ram for high 
capacity, eccentric cam rolling on 
heavy duty roller bearing for easy 
operation; has removable and ad- 
justable die shoe for close fitting 
punches and dies; will take variety 
of forming dies such as electrical 
outlet knockout punches and dies, 
keyhole punches and dies, corner 
trimming, punches and dies etc. 


Whitney-Jensen Tools and Ma- 
chinery, 724 Forbes St., Rockford, 
Ill. 


Gas-Fired Heaters 


Quick, efficient heat source for 
factories, warehouses, other areas 
Line of gas-fired heating equip- 
ment available in propeller and 
blower types (in ten sizes from 30,- 
000 to 250,000 BTU input capac- 
ities) and duct heater types (six 
sizes from 60,000 to 250,000 BTU 
input capacities). Stated features 
include: lightweight, easily installed, 
direct heat flow to desired locations, 
equipped with sensitive limit con- 
trols. 

Trane Co., LaCrosse, Wisconsin 
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Ten Morse exclusives 
under one roof... 


mean broader applications, unmatched selling power for you 


Morse Chain Company, the one complete source for mechanical REMEMBER: No one can offer as much selling power or 
power transmission products, brings you more product exclusives, aS many exclusives as Morse Chain... the company that 
plus the most complete line assembled under one roof. assumes full responsibility for power transmission drives. 


. os, : : a Get the profitable facts, today! Write: Morse Chain Co.. 
BASIC DRIVES: H-E Roller Chain; A.S.A Standard Roller — Dept. 23-40, Ithaca, N. Y. Export Sales: Borg-Warner 
Double Pitch; Implement and Attachments; Leaf ( hain; Morse International, Chicago 3, Ill. In Canada: Morse Chain 
Rocker Joint Silent Chain; Hy-Vo® Drives; Morse ‘“Timing’’® Belts; of Canada, Ltd.. Simcoe. Ontario 
Sprockets; Morse Taper Lock . . . stock and made to order. RB i 

See us at the Industrial Supply Convention, 
FLEXIBLE COUPLINGS: Morse Morflex, with pre-loaded neoprene Booths 754-56 in Chicago, May 21 to 25. 
biscuits, single and double; Morflex Radial; Morflex Drive Shafts; 
High Torque Nylon; Flexible Roller and Silent Chains. 


SPEED REDUCERS: Eberhardt-Denver PoweRgear®; Worm Gear; BW 


Helical; Gearmotors; Conveyor Drives; Miter Boxes. 


CLUTCHES: Morse-Rockford Pullmore; Over-center; Over-running; 


Morse Torque Limiters, Morse-Matic Centrifugal. A BORG-WARNER INDUSTRY 
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UNISORB SELECTOR CHART SHOWS. 


NEW SALES OPPORTUNITIES 
WITH COMPLETE LINE OF 


MACHINE MOUNTS 


158 times all the machines used in your territory and you have 
some idea of Unisorb sales opportunities! This new Selector 
Chart actually shows the right type of Unisorb for over 158 dif- 
ferent categories of machines, the only sales tool of its kind 
available. The complete line of Unisorb pads and Unisorb 
Level-Rite self-contained leveling mounts offers these important 
advantages and cost savings to your customers. 

+ Cuts installation costs up to 70% 

* Eliminates as high as 85% of transmitted vibration 

« Lowers noise levels, improves morale, improves machine 
performance 

« Saves up to 80% on installation time 

« Eliminates bolts, lag screws and pitted floors 

Cash in on the Big Profits Under Machinery Legs — with Unisorb! 

A long profit margin, low-cost stocking plan, extensive na- 
tional advertising, sales leads and repeat business. It's all yours 
with the Unisorb line. Write for complete details, today. Many 
valuable territories still available. 


NISORB 220" 
BOSTON 11, MASS. 


w Division of The FELTERS Company 


Want more 
iatormaticn 7 
Send for 
Unisorb 
Selector 
Chart 


Please send me Unisorb “Profit Finder’’ Selector 
Name 

Position 

Company 

Address 

City 
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Swivel Base Kit 

Converts company’s stationary base 

machinists’ vises to swivel types 

Swivel base kit is adaptable to all 
of company’s 1960 stationary model 
vises of 3, 34, 4, 44, 5-in jaw widths 
and can be installed in two minutes, 
maker claims. Consists of swivel 
base, lock nut, lock bolt, center bolt, 
washer, bushing and plug cap. 
Weight range from 5 to 11 Ibs. 

Columbian Vise & Mfg. Co.,, 
9023 Bessemer Ave., Cleveland 4, 
Ohio 


Instrument Valve Manifold 
Combines three valves 
in a single body 
Instrument valve manifold is said 
to provide simpler, more dependable 
way to make instrument connections 
to flow meters, level indicators etc. 
I'wo valves of manifold provide suit- 
able line shut-off and one equalizes 
pressures to protect instruments in 
ternal working parts. Also has con 
nection tap for calibration of high 
pressure side of system. Stainless 
steel body, working parts. With 
screwed or socket-weld end connec 
tions. 
Yarnall-Waring Co., Chestnut 
Hill, Philadelphia, Pa. 





SIMONDS 


gives you all 
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1. OIL HARDENING 
FLAT GROUND DIE STEEL ;....45 guatity- 


controlled tool steei . . . precision ground . . . ready-to-use . . . comes in 
1001 stock sizes for 1001 uses: punches, dies, machine parts, small tools, 
etc. Spheroidize-anne aled for best mact inability. 18” and 36 lengths ° 
flats and squares . . . individually packaged. A.I.S.1. or S.A.E. Type No. O1 
Chemical Analysis: C .85-.95, Mn 1.00-1.25, Si .20-.40, Cr .40-.60, W .40-.60, 
V .10-.20. 


2. AIR HARDENING 
FLAT GROUND DIE STEEL 235. 5% chrome, 


spheroidize-annealed tool steel has exceptional wear-resistant qualities yet 
is easy to machine and heat treat. Ground to accurate dimensions... 
suitable for a multiplicity of uses . . . individually packaged in a wide range 
of stock sizes .. . flats and squares . . . standard 36” lengths (18’ lengths 
also furnished, if desired A.1.S.I. or S.A.E. Type No. A2. Chemical 
Analysi C .95-1.05, Cr 5.00-5.50, Si .30-.50, Mn .50.70, 

a Mo .90-1.10, V_ .20-.30 

"fon 
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7 ane the NEW = GET FULL DETAILS 
LOW CARBON FLAT GROUND STEEL eS TVeES 


Here’s a fine-grained, forging quality, silicon-killed steel that offers im- FROM SIMONDS FACTORY BRANCH 
portant savings on jigs, fixtures, patterns, stripper plates, punch pads, 
die plates, die-blocking shims . . . and parts that don’t require heat 
treatment, or in some cases just case-hardening. This new line of low-cost 
steel rounds out the Simonds line of Flat Ground Steel, has equally fine 
finish, with excellent welding quality and machinability. Furnished in 
a wide range of flats from 5” to 1%” thick and 4%” to 16” wide, and in 
squares from *4” to 27”. All sizes come in standard, ready-to-use 24” 
lengths, individually packaged. Typical Chemical Analysis: C .18, 
Mn .50, Si .20, S .04, P .04 


The Simonds line of fine 
cutting tools offers steady 
profits, repeat sales, regular 
turnover. 


Factory Branches in Boston, Chicago, Shreveport, La., Son Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que., Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. SAW AN D STE EL co. 
Heller Too! Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Pa., and Arvide, Que., Canada 


Visit us at the ASTE Show — Booth 631 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 


FITCHBURG, MASSACHUSETTS 





| Toggle Clamps 
For use in light assembly work of 


electronics, aircraft etc. industries 

Plunger type toggle clamps, Mod- 
els 601 and 601-0, both lock in 
either an extended or retracted posi- 
tion. Model 601 and a tapped hole 
in the plunger to take a rubber- 
tipped adjustment spindle and a 
' ee, ? lock nut for extending or shortening 

~ its reach. 601-0 has a 43-20 thread 

on plunger end to allow easy posi 
tioning of various holding devices. 
Rated holding pressure of both 
clamps is 95 Ibs. 

Model 606, with a rated holding 
pressure of 450 Ibs. for medium duty 
holding operations, features a swivel 
ling handle and a narrow base for 
use where clearance requirements 
don’t permit conventional clamps. 

Detroit Stamping Co., 340 Mid- 
land Ave., Detroit 3, Mich. 











Conference 


TM Alloy Slings! | racic coos 


(Starts on page 97) 





Now yo do a bigger volume in sling chains ... make sub- " . — 
stantially Wapre profit...assure your custcmers of same-day For 1960: Cautious Optimism 
deliveries ‘Gn TM Alloy Sling Chains...tops in strength...tops 


in safety . - WaB—s in long life. Se cor : anke 
: : ous scussion O fF Oo 
A minimutth Stock of TM Hammerlok Links, patented Tayco erious discussion on blanket or 


Hooks, TMA Whain and master links is all that is required. ders and eroded profits failed to 
> 5; > i ! > *- 

Anyone cana le a TM Alloy Sling in minutes! No skilled dampen the spirit of the conference. 

labor...no speg ools ...no peening or welding necessary. 


FREE Wall Chart\gites you simple A-B-C instructions! Ideal Most West Coast distributors had 
for repairing wornW@@ehions of slings too. Write today for price enjoyed substantial sales improve 
lists, catalog sheclay sales helps. : 


ment during 1959, and though many 
reported slack sales for the opening 
weeks of 1960, cautious optimism 
Stronger than the marked most of the area reports on 
chain or attach- . “p 
want, maine economic prospects. Two excep 
with a hammer. tions: San Diego, where NIDA dis 
oe tributors predict a 25% decline (fol 
lowed by a fourth quarter recovery) , 
and Seattle, where distributors see 
Everything Swings slow immediate prospects due to 
on TM Slings shrinking aircraft manufacture and 
the slow pace of building. 
S. G. TAYLOR CHAIN CO., INC. In general, West Coast distrib- 
Hammond, Indiana (Continued on page 192) 
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Only CAPITOL 


Forged Steel Fittings 
give all these benefits 





Guarantee pressure-tight joints with CAPITOL 
fittings. Army-Navy gauging procedure assures full 
formed threads that will tighten every time. True align- 
ment, through careful inspection, means easier and 
faster make-up. 

The phosphate coating makes all fittings rust- 
resistant, cleaner, easier to handle and free from oil or 
dirt. 


Quick identification through color-coded labels 
saves time and reduces errors — Green-2000#, Blue- 
3000+ and Orange-6000+. CAPITOL fittings equal 
or exceed the requirements of all published specifica- 
tions including MSS-SP-49, SP-50 and ASTM-A-105. 


) ELLS and TEES = 


> COUPLINGS 
en alte | ‘ cs 


BUSHINGS « SQ. HEAD PLUGS * HEX HEAD PLUGS 


J4 we : oN 
PS & 


NO | 
scvel TT | — | 


SOCKET WELD REDUCERS & 
CAPS COUPLINGS & CAPS INSERTS 


, CAPITOL 











MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 
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You Benefit 

from more than 

80 Years Experi- 

ence and Expert 

Sales Assistance by 
Metal Cutting Specialists 
When You Sell 


— — 


brand name for 
Metal-Cutting Products by 


THOMPSON 
of NEW HAVEN, 
CONNECTICUT 


Thompson maintains an extensive Field 
Organization of Company Representa- 
tives factory-trained to provide tech- 
nical assistance and help you build 


your sales and profits. 


MILFORD products are avail- 
able only through Selected 


Industrial Distributors 


SERVING 
INDUSTRY 
ECONOMICALLY 
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utors believe their area will hold its 
own throughout the readjustment in 
defense connected industries as mis 
sile manufacture replaces much of 
the activity in aircraft. No upsurge 
of boom dimensions is foreseen, 
however. 

Other features of the West Coast 
meeting were: 
1 showing of the Nicholson Vile 
Co.'s film, “Blue Chip Selling.” 
A report by Robert C. Fernley, 
NIDA Executive Secretary, on as 
sociation projects, including a pro 
posed sales training program; prog 
ress in cost analysis; the Ohio State 
Research Program, and a new sales 
forecasting service for predicting dis- 
tributors’ volume a month in ad- 
vance. 


What the Customer Wants 


Reports on surveys of customers’ 
and suppliers’ views on blanket or- 
ders were surprise features of the 
Pacific Coast Distributors Confer- 
ence. 

Dwight Carroll reported on the 
customer survey. Here are high 
lights of buyers’ responses to the 
question, “What is your major pur- 
pose in using blanket orders (price, 
service, paperwork saving, supply, 
etc.)?” 

A missile manufacturers—“Price 
alone.” 

An aircraft manufacturer—“Price 
and paperwork; service secondary.” 
\ food processor—“Time, paper- 
work. Service most important.” 
An electronics form—“Local stocks 
and service.” 

\  municipality—“Price is para 
mount.” 


Suppliers: Mixed Emotions 


Results of the survey of supplier 
manufacturers’ views on blanket or 
ders were reported by Norman Bay 
ley. Firms contacted represented 
the cutting tool, hand tool, preci- 
sion tool, bonded abrasives and 
threaded fastener industries. These 
were highlights of suppliers’ com 
ments: 

P In answer to the question, “Do 


(Continued on page 194) 





Let Bower 


... the quality 


COMPLETE LINES 


Straight roller 
bearings 


Tapered 
roller bearings 


Roller Bearings 
line, work for you! 


Complete lines . . . forceful advertising and sales 
helps . . . skilled sales engineers on call when needed 


The Bearing Specialist with Bower Spher-O-Honed tapered 
roller bearings and Bower straight roller bearings has many 
sales advantages. Both have a big “plus” in quality. 
Highest availability record for industry-standard series and 
sizes, technical data, product application information, 
strong supporting advertising campaigns all combine to 
build Bower sales volume for you. 

In addition, there is a Bower sales engineer in your market- 
ing area who is always on call to help you serve or open 
new accounts. He has the experience and ability to help 
you in the plant or over the P.A.’s desk. 


Your Federal-Mogul Service branch will gladly fill you in 
on the Bower profit picture. Call any time. 


BOWER ROLLER BEARINGS (eon 


FEDERAL-MOGUL SERVICE 
DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. +» DETROIT 13, MICHIGAN 
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you consider blanket orders a help 

IN EXPERIENCED HA NDS a te or hindrance to sound distribution?” 
most replies expressed two view- 
points: bona fide contracts covering 
Sy {i quantities and deliveries should be 
yy a helpful to distributors in planning 
turnover and service; but blanket 
orders used as price levers, includ 
ing contracts with vague quantities 
and unjustifiable quantity discounts 
for small deliveries, are distintcly 


that's where harmful. 


> Most suppliers felt that blanket 
Il fi d ordering was increasing throughout 
you in the country and spreading to indus 
tries where it had not been custom 
arily used for supplies. A minority 
believed some customers who had 
started blanket ordering were be 
coming disenchanted with it. 
> About half the suppliers be 
lieved that blanket ordering tended 
to increase direct selling. The other 
half felt that this was not necessarily 
the case. One said blanket orders 
encouraged over-stocking by both 
suppliers and distributors in local 


warehouses, which could lead to dis 
@ All types of industrial brushes are astrous dumping. 


available from this one source. Replace- P Several suppliers expressed the 


ment business is exceptionally good. view: “We fight the blanket order 
Whether your customers order a few 


trend, but we have to be competi 
or in quantities of any type the quality tive.” One said distributors could 
throughout the line is of the same high themselves cure most of the troubles 
standard. connected with contract purchasing 
if they would carry adequate stocks, 
improve their inventory control, and 


When you need custom-made indus- 
trial brushes for your customer’s specifi 
needs, Milwaukee cooperation and 
quality makes permanent customer: 
for you. 


adopt more modern methods. 


Golden Gate for ‘61 


@ Send for descriptive literature i ' 
P San Francisco will now be the per 


@ Production Brushes for power use manent site of the annual distrib 
© Qenteciten Geass tee tend we utor-supplier conference on the 
@ eatin: tes vedees extiteseeen West Coast. Also, the meeting will 
needs henceforth be called the “Western 
Industrial Distributors Conference” 
instead of Pacific Coast Conference. 
ening hiceneaes BRUSH MANUFACTURING CO. . These changes were voted unan 
imously by distributors at the 1960 
San Francisco meeting. 

Until this year the conference had 
been held alternately in Los Angeles 
and San Francisco. Officials of the 
four regional associations involved— 
Northern California, Los Angeles, 
Portland and Seattle—said they felt 
a permanent central location would 
improve interest and attendance. 


MILWAUKEE 45, WISCONSIN 
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Metallographic microscope checks grain structure of stock to be used in 
Bristol socket screws ... typical of the care devoted to every step of their manufacture. 


It makes for sales and resales of Bristol socket screws 





More ways 
Bristol helps distributors 


* One day shipment on urgent 
orders 

* Telephone, telegraph, teletype 
facilities 

* E-Z order form with net prices 

* Streamlined order filling, 
pricing, stock control 

+ Functional bulk-order 
packaging 

* Planned distributor promotion 
kit 

* National ads refer inquiries 
to you 

* Publicity, direct mail, trade 
shows, displays and complete 
catalog and sales literature 











STANDS FOR “QUALITY CONTROL”. . . CONTINUOUS, RIGOROUS, UNRELENTING. (17 SEPARATE PAINSTAKING STEPS.) 


You can’t see it, but customers 

know it’s there, and it does a selling 

job for you. 
it’s built a quality name for Bristol. 
Bristol socket screws are built in the same 
plant as Bristol instruments, by people with 
a heritage of precision workmanship. They 
know that even the best specification must 
be enforced. That’s why Bristol quality con- 
trol was set up—with half a million dollar’s 
worth of gauging and testing equipment. 
“QC” keeps “Bristol” a byword for precision. 
it’s built repeat business for Bristol 
Distributors. Big socket screw users, like 


builders of machine tools, appliances, guided 
missiles and support equipment, computers 
and other electronic gear, can’t afford to 
take a chance on a substandard socket screw. 
They buy Bristol because it’s uniformly best, 
thanks to quality control. 

Make sure your prospects get the Bristol 
quality control message. And, put in a word, 
too, about these big Bristol advantages: 
Complete standard hex line plus Bristol- 
originated Multiple-Spline socket; new 
“extra-miniature” button and flat-head 
socket screws ; new “Series’60” standard cap 


screws, etc., etc. A.O.1 


Distributorships still open in a few localities. Write: Socket Screw Division, The Bristol Company, Waterbury, 20, Conn. 


nd 


¥ ¥ 
Se 


THE 


BRISTOL 


COMPANY 


Socket Screw Division 


ysidiary of American Chain & Cable 
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ee ROUGHER che Service 
... the BETTER Zhey Serve/ 


ee BOS §” 


Self- Aoutug AIR VALVES 


Wherever air control is required...on hose lines, pipe 
lines, headers, compressors, machine tools . . . these rugged, 
quick-acting valves will give exceptionally long, trouble-free 
service. They require no packing. Bronze plug held under 
spring tension against harder metal of valve body is 
automatically honed to perfect seat as handle is turned. 
Full-flow opening extends through valve body and plug, 
providing greater capacity with no friction loss. Valve 
opens or closes by a quarter-turn of handle. 

In sizes %" to 1%" stem and handle are anchored to 
plug inside the valve body—no stem and handle breakage. 
Other sizes, Y%4" to 2", have externally riveted handles. 
Male or female I.P.T. both ends. 


“Boss” Valves are Completely Described in Catalog No. 250 


DIXON Mc cGyting & 


GENERAL OFFICES & FACTORY 
BIRMINGHAM 


PHILADELPHIA. 22, PA. BRANCHES 
* LOS ANGELES - HOUSTON - 


CHICAGO 
DIXON VALVE & TD., TORONTO 


MPANIE K IRON MP AN AMOEN. N 
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NEWS 


(Starts on page 120) 





Mills & Lupton Celebrates 
Fifty Years Of Growth 


Mills & Lupton Supply Co., Chat- 
tanooga, ‘lenn., is quite a contrast 
to the company which entered the 
city’s business scene 50 years ago. 

In 1957, the firm completed its 
new structure at 749 East ‘Twelfth 
St., with eighty persons employed 


Firm’s History 


In 1910 the firm, consisting of 
three employees, a horse and wagon, 
\ small 
store on Carter St., in Chattanooga 
provided 4500 sq. ft. of 
Spacc 

John B president 
started as a salesman in 1910, when 


distributed mill supplies. 
storage 
Crimmuins, 


the company was organized by the 
late Walter E. Mills and the late 
James Lupton. Frank ‘T. Delaney, 
vice president, began in industrial 
sales in 1911. 

During the twenties, Edward C 
Mahoney, vice president; John H 
Clark, secretary-treasurer and the 
late Archie M 
ciated with the firm. 


Day became asso 


Owner Changes 


In 1932 a group including the 
former men, the late L. D. Sies and 
Miss Sarah Stoner purchased the 
business from Central Public Serv 
ice Corp., owner at the time. Mr. 
Crimmins became president; Mr. 
Delaney, vice president; Mr. Clark, 
secretary; Mr. Day, treasurer and 
Miss Stoner, assistant treasurer. Mr. 
Mahoney and Mr. Sies were later 
elected vice presidents. Mr. Sies re 
signed from the firm in 1950. Fol 
Miss retirement, 
and the subsequent death of Mr 
Day in 1956, Mr. Clark assumed re 
sponsibilities of treasurer. John B. 
Crimmins, Jr., became an officer in 
1958 when he was named assistant 
secretary treasurer. 


lowing Stoner s 





“What should a sales policy cover to be most 
helpful to Brown & Sharpe distributors?” 





We asked the Brown & Sharpe distributors See { It protects your best interests, by showing 
who make up our Advisory Council this hi ease you exactly where we both stand... on the 
question — talked out the answers and quality, warranty and development of B&S 
arrived at a manufacturer-distributor sales products—on prices, discounts and terms—on 
policy on which everyone could agree. Then : p>. ‘ sales, stocking and return goods procedures— 
we put it in writing, so there would be no on sales assistance, advertising and market 
misunderstandings. | research. 

You benefit from this “Statement of Domes- | eee. | It’s a proven sales policy—part of the B&S 
tic Sales Policy” when you sell B&S industrial os gan ge ean plan to put you ahead in sales! Brown & 
products. 3 Co ail Sharpe Mfg. Co., Providence 1, R. I. 








Be sure to see us at Booth 1131, ASTE Tool Show, Detroit, April 21-28 


Brown & Sharpe 
’ 
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False Economy Is Costly 


.. +» Makeshift Bracings 
Court Disaster! 


& 


198 


AY 


There are really no short cuts to economy when it comes to reliable 
methods of bracing excavations. Makeshifts aren’t worth the gamble, 
especially where lives are concerned. There’s no consolation in economy 
when substitute bracing gives way and your panic-stricken men are buried 
in an agonizing cascade of debris. It’s then one realizes... all too late 
...that the small amount saved has caused untold misery, lost time 
and costly redigging. 


WESTERN 


TRENCH BRACES and FITTINGS 
Give Quality for Safety in ALL Types of Excavations 


The complete line of Western Trench Braces and Fittings is constructed 
to withstand intense side pressures in all types of trench and ditch 


saaaeatemaeees e 13 Trench Braces with Pipe 
e 5 Trench Braces without Pipe 
e 5 Timber Brace Fittings 
e 4 Three-way Lever Nuts 


Fittings are available separately or with pipe or timber extenders and 
are regularly furnished with two-way lever nuts made of drop forged 
steel. Western offers three-way lever nuts for use in close quarters where 
the standard two-way nut cannot be used to advantage. 

There’s a Western Trench Brace and Fitting for every excavation need 

to help you to do the job with maximum safety and greater economy. 


Write Now for Catalog and Price List 


9324 


Member, American Supply and Machinery Manufacturers Assn., Inc. 


WESTERN 


INC. 
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INDUSTRIES 


Industrial Division, 2726 West 36th Place, Chicago 32, Illinois 





Niagara Distributors 
Hold Meeting 


George Enos, president, Enos & 
Sanderson, presided at a recent meet 
ing of the Niagara Frontier Indus- 
trial Distributors Association. Mr. 
Enos is president of the association. 

At the meeting it was announced 
that Dave Voorhees, president of 
the R. C. Neal Co., is a candidate 
for the board of governors of the 
National Industrial Distributors As- 
sociation, and all members of that 
association were urged to vote for 
him. 

The following committees were 
appointed for 1960: Membership 
Committee will consist of Homer 
Hendee, Buffalo Mill Supply Co., 
Buffalo, chairman; Al Karle, Karle 
Saw Co. and Ed Lalor, Oliver Abra- 
sive & Tool, Inc., Buffalo. The 
Program Committee will be headed 
by Andy Thompson, Industrial 
Transmission, Inc., Buffalo, as chair- 
man, with Warford Cramer, Cramer 
Hardware Co., Inc., N. Tonawanda, 
and Vincent Mansell, of Power 
Drives, Inc., Buffalo, assisting. Mem- 
bers of the Publicity Committee in 
clude Dave Voorhees, R. C. Neal 
Co., Buffalo, chairman, Jack Mc- 
Kendry, Peerless Mill Supply Co., 
Buffalo, and Roger Arnold, Buffalo 
Rubber & Supply, Inc., Buffalo. 


The Program 


William Boles, director of public 
relations and advertising, Bell Air- 
craft Corp., spoke on the topic “Ef- 
fective Use of Public Relations In 
Your Business.” 


The program committee was di- 
rected to secure the film, “Super 
Market for Industry” for the next 
meeting. Dave Voorhees offered 
to lend the film “A Talk With Mr. 
D” to anyone interested in it. 

A discussion followed regarding 
the merits of an industrial supply 
directory. It was suggested that the 
officers present a definite program 
on this. 

George Enos gave a brief sum- 
mary of the plan to determine profit- 
ability by line of billing and urged 
all interested members to write to 
the National Association. 








The brazing operation is 

most critical in the manufacture 
of carbide tipped tools. Clean, 
true recesses, proper amount 

of bonding alloy, exact placement 
of tips, correct application 

of heat and pressure, all are 


essential to a perfect bond. 


His work is 


as his 


bond 


At Greenfield, 
close adherence to these 
manufacturing standards, careful 
selection of materials plus 
close supervision and inspection, 
assure a quality bond. 

Yes, this craftsman’s work 


is as good as his bond. 


BEPFIiELD, MASSACHUSETTS 








hot countdown ...cool blastoff 


sophisticated piping systems use (BONNEY) SWEEPOLETS for branch connections SWEEPOLETS® 


veepolets are in use on the Saturn missile launching pad on the 

also exclusive manufacturers of 
‘ 5 WELDOLETS® 

: 20let provides maximum fluid flow and its sophisticated THREDOLETS® 

s Optimum stress distribution. For all piping systems SOCKOLETS® 


, - F ‘ ELBOLETS® 
r complex stresses at branch connections, you will BRAZOLETS® 


ity water cooling system of the blast deflector. The long 


be wise to specify Bonney Sweepolets. Write for catalog S-1A. ee eeececesese 
CARBON STEEL 
STAINLESS 


BONN EY = 
for all services 
GE AND TOOL WORKS, ALLENTOWN, PENNSYLVANIA 
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Republic Supply’s Net 
Sales Climb Sharply 


It was a good year for Republic 
Supply Co. of California, Los An- 
geles, featuring a sharp recovery in 
sales and net profit. 

Net sales were $34,090,007 for 
1959, as compared to $24,616,623 
for 1958. Net income increased to 
$794,771 from $234,673 in 1958. 

Earnings improved substantially 
in each successive quarter and sales 
were at an all time high. 

Sales in divisions which were op 
erating in 1958 increased 18 percent, 
whereas total expenses in these divi- 
sions dropped five percent. Return 
after taxes on net worth increased 
from two percent in 1958 to eight 
percent in 1959, 

Capital and 
growth has been derived principally 
from planned reduction of long 
term the 
elimination of items of inventory on 
which 


for acquisitions 


accounts receivable and 


functional cost accounting 
studies indicated unsatisfactory re 
turn, John J. Pike, president, stated. 

Plans for expansion and diversifi 
cation were successfully pursued, 
according to the company. The 
company acquired Perry Kilsby Inc., 
Los Angeles, and Tubesupply, Inc., 


Seattle. 


New Division 


The company announced its plans 
to form a new specialty metals di 
vision to serve the industrial, missile 
and aircraft markets. 


Keasbey & Mattison Names 
Ott Sales Engineer 

Edgar F. Ott, Jr., was appointed 
sales engineer in the industrial prod 
ucts division of Keasbey & Mattison 
Co. 

Mr. Ott was formerly with the 
Johns-Manville Sales Corp. in Phil. 


Murray Co. Moves 


The Murray Co., manufacturers 
representatives, moved its headquar 
ters from East Orange, New Jersey, 
to 25 West Northfield Road, Liv- 
ingston, New Jersey. 











for this type of equipment, 
the Air-rester or combination 


Air-rester and grinder units 


are YOURS FOR THE 
ASKING ... 


Focus your customers’ attention 
on this type of dust collect- 


ing equipment . 


and PICK UP THIS EXTRA BUSINESS! 


QUICKLY! 


EFFICIENTLY! 


oe STANDARD 





7” Unit 
Illustrated 





& 
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WRITE TODAY FOR FULL INFOMATION 


the STANDARD etectrical toot co. 


SUPER PRECISION SPINDLES AND MACHINE TOOLS 
2520 RIVER ROAD © CINCINNATI 4, 


in-rester_ 


FOR 7”, 8”, 10”, 12” 
and 14” WHEELS 


Most state safety codes make PURE 
shop air a MUST! ... The Standard 
Grind — Air-rester puts out nothing 
but pure air... 


PROTECTS HEALTH! 
PROTECTS MACHINERY! 
CONSERVES FLOOR SPACE! 


(unit illustrated occupies only 2.4 sq. ft.!) 

@ Renewable, replaceable steelwool filter 
pads 

@ Extra large dust collecting chamber 

@ Removable Clean-out Drawer 

@ Approved Exhaust Duct 

@ 3600 RPM Motor—Single or three phase 


“STANDARD sers -rHe-pace / 





Triple Industrial 

Supply Convention 

Chicago, Illinois 
May 23-25 


e ono Booth 514 











——— 7 _ | 





Stop breakdowns, cut down time 
with Loctite, the new liquid lock 


Loctite Sealant stops costly breakdowns due to nuts that work 
loose . . . repairs loose bearings without expensive shaft or housing 
preparation . . . seals pipe and tubing joints pressure tight. 





as 
Makes any threaded eee —pggenenncnne Simplifies servicing 
27 


pat cee-toeing e makes any threaded part 

e prevents breakdowns mA vibration-proof yet easy 
caused by loose bolts, Y to disassemble with ordi- 
nuts and studs LZ, nary tools 





RETAINS 


Acts as liquid shim 


. ec cts fitting of a pa 
Makes bearing corrects fitting of a part 
on a shaft by filling 
replacement easy clearance where slippage 
:; ; ; ; occurs. Also locks set 
e retains bearings without ] arses 
press fit : ° 


can be used to retain 
e eliminates reboring, pulleys, gears, rollers, 


sleeves, shims, and weld drums, hardened sleeves, 
metal builds oil seals 





SEALS 


Prevents leaks in high- 
pressure fluid lines 


Simplifies tube joining \\\\| w. 
wie 4 e completely fills joints 
ae e replaces solder 3 with tough plastic 
| b 


.; : resists heat, cold, fuels, 
e requires no heat or cor- oll. water. celvents. oll 
fe ved y 4 ’ =e % » © 
rosive fluxes hydraulic fluids 





e no mixing . . . comes 


contains no solid par- 
ready to use 


ticles to foul valves 











LOCTITE Sealant simplifies repairs SOME SATISFIED LOCTITE USERS 


...- minimizes inventory problems Portable Electric Tools Inc. 


Bendix Aviation Corporation 
A single drop of Loctite makes any nut a lock nut—any Consolidated Diesel Electric Corp. 
screw a lock screw. Each drop a “‘Liquid Lock Washer’”’ Emerson Electric Manufacturing Company 
that fits all sizes. A free-flowing liquid plastic, it wicks General Dynamics Corporation, Electric Boat Division 
into threaded parts and close-fitting metal joints .. . The Maytag Company 
then hardens from the inside out. Veeder-Root Incorporated 
Westinghouse Electric Corp. 
Remington Rand Univac 
Capital Airlines Inc. 
The Martin Company 
A. O. Smith Corporation 
Philco Corp.—Government & Industrial Div. 
You can count on your distributor General Electric Company 
salesman for service that keeps things Hamilton Standard, division of United Aircraft Corp. 
running. Ask him for information on Holley Carburetor Company 
how to use Loctite to perform main- Kaman Aircraft 
tenance magic. Raytheon Mfg. Co. 


® 
LEO G / | TE SEALANT American Sealants Company « 441 Woodbine St., Hartford 6, Conn. 
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Easy-to-apply Loctite comes ready for use. It requires 
no heating or mixing . . . will not air-dry . . . and stores 
for years. There are Loctite service kits for all types 
of maintenance applications. 





Selling 
LOGTITE 


is profitable - 
Here are 
T reasons why! 


. Great door opener. Loc- 

tite is revolutionary. Its 
secret is a brand-new lock- 
ing concept publicized and 
praised in leading technical 
journals. 


Wide acceptance. Loc- 
tite’s unique locking fea- 
tures have been tested and 
approved by many of the 
country’s leading manufac- 
turers 


Fast, easy sales. Prospects 
find Loctite exciting and 
are quick to see it will save 
them time and money. Re 
peat business is excellent. 


Huge potential market. 
Every one of your present 
customers is a prospect for 
production or maintenance 
applications. 


Moaximum turnover and 
profit. Loctite requires 
little shelf room and but a 
minimum dollar invest 

ment. The one product 
compares with hundreds of 
mechanical locking devices. 


& Sales leads. Inquiries re 

sulting from national ad 
vertising are 
you. 


passed onto 


& Solid sales support. As a 

distributor you get con- 
tinuing sales and promo- 
tion aid. 


LOGTITE 


SEALANT 


Limited and selective distribution policy. 
Distributorships available in some areas. 


AMERICAN SEALANTS COMPANY 
441 Woodbine St., Hartford 6, Conn. 








Lloyd B. Mize, Jr. 


Lloyd B. Mize, Jr., To Head 
Materials Handling Unit 


Industrial Supply Corp., Rich- 
mond, Va., established a materials 





handling department. 


The depart 
ment will be headed by Lloyd B 
Russell C. | 


Mize, Jr., assisted by 
Bransford, Jr. 

R. G. Bessmer, sales manager, 
said that the firm always carried a 
number of materials handling prod- 
ucts, but in establishing a separate 
department, the firm will more than 
double its stock and increase its en- 
gineering service. 

Lloyd B. Mize, Jr., has been asso- 
ciated with the company since 1957 
as a power transmission specialist. 
Mr. Bransford, his assistant, has 
been a telephone salesman with the 
company for five years. 


Price-Fleury-Armstrong 
Appointed By Cushman 


Price-Fleury-Armstrong, Inc., At- 
lanta, Ga., was named by the Cush- 
man Chuck Co. as sales representa- 
tive for the Cushman line of air op- 
erated chucks and cylinders, man- 
ually operated chucks and power 
wrenches in the states of Virginia, 
North and South Carolina, Eastern 
Tennessee, Georgia, Alabama and 
Fla. 

In addition to maintaining ade- 
quate warehouse stocks of Cushman 
Chucks, _Price- Fleury - Armstrong 
principles will assist customers with 
their chuck requirements and prob- 
lems. 
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stops, valves, fittings 
from YOU, the local 


® 
WHOLESALE DISTRIBUTOR 


Your customers can... 
Cut Inventory 
Stock only immed 
Save space, money, 


Reduce Paper Work _ 
One order instead of many. 


needs. 


One 
of more than 
3500 products 
in the HAYS line 


ALL IRON 
STOPS 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 





Hat Record wanes me 
hese are the blades that . . .| "** Nccort Yer in Sales 


Engineering Supply Co., Dallas, 

chalked up all-time highs in sales 
KE EP SE LLI NG and earnings during 1959, according 
to the annual report of Texas In- 
struments Incorporated, its parent 


Tla B a N D firm. 
SAWS ‘Texas Instruments registered in- 


creases of 110% in sales and 136% 
in net incomes over 1958, a record 


Die Cutting, Skip Tooth, Hook Tooth, Flexible Metal and way 

Wood Cutting Styles. High Speed and Regular ' The report reveals that TI’s 1959 
sales were $193,212,809 and net in- 
come was $14,142,788, compared 
with 1958 sales of $91,953,845 and 
net income of $6,000,928. 

A major factor in the increase was 
the inclusion for the full year, of 
the sales of Metals & Controls Corp, 
which was merged into and made a 
division of the company in April, 
1959. 

All company  divisions—Semi- 
conductor-Components, Apparatus, 
Geosciences & Instrumentation, 
Metals & Controls, and Engineering 
Supply—had all-time highs in both 


Band Saws must have "A lot on the ball” to satisfy todays sales and earnings. 
buyers. Just average cutting ability is out. Nowadays the 
user wants a blade that will cut fast, clean, true and give a 
lot more cuts. Switzer Pigment Patent 


Upheld By Court 
Spartans are your answer. Their better performance is cer- 
tain to please your customers. That means more orders and The United States District Court 
strengthens your reputation as a Distributor. for the Northern District of Cali- 
fornia, Southern Division, - held 
Switzer patent claims in issue, valid 
and infringed by Radiant Color 
Company, and awarded the right to 
damages, and an injunction against 
further infringement, according to 
Joseph L. Switzer, Switzer Brothers, 
Here's Your Opportunity Inc. vice president. 
In the lawsuit, Switzer Bros., Inc. 
“We have some open territories. had alleged infringement by Radiant 
of Switzer patent 2,809,954 cover- 
ing vital resins used in making 
If any Distributor wants to tie up with a Switzer daylight fluorescent pig- 
ments. 


Distributors are invited to look into the SPARTAN SALES 
POLICY. We sell only through the Distributors. 


WE don’t overload any territory and we work closely with 
our Distributors and with our own salesmen. 


A few on exclusive basis. 


proven metal cutting line, write us today.” 


SPARTAN AND THEIR DISTRIBUTORS ARE PARTNERS IN— Coa | Airtron Names Sales Head 
POLICY—PROMOTION—-PROGRESS—PRODUCTS—PLANNING 


Robert Patterson was appointed 


SPARTAN SAW WORKS SPRINGFIELD MASS é 5 sales manager for the Pacific Coast 


facility of Airtron, Inc., in Los 


Angeles, a division of Litton In- 
SO MUCH SAWING AT SO LITTLE COST dustries. 
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hundreds 

of salesmen 
working 

for YOU 

AT NO COST! 


Now, month, after month, consistently, you can “call 
on” every one of your prospective customers for fire 
protection equipment with a professionally prepared 
direct-by-mail “salesman” folder! 

The folder is especially prepared for you. One side 
promotes your distributorship exclusively. It’s com- 
pletely personalized, using pictures of your sales and 
service facilities, delivery fleet, etc., plus your name, 
address and phone number. The other side features 
a monthly product sales message of your choice . . 
it intelligently and thoroughly tells each product story, 
and, all this costs you absolutely nothing, except 
postage. You pay only the small cost of running the 
folders through your addressograph and postage meter 
If you have no addressing set-up and can qualify 


saleswise, we'll make your mailings for you! 


Many Pyrene C-O-Two distributors are already 
participating in this program and their increased sales 
are directly traceable to it! Let’s get started on your 
program now. Write to The Fyr-Fyter Company, 
Dayton 1, Ohio 


wee ws 24° OFF 


products of THE FYR-FYTER COMPANY 


Branches: Atlanta, Baltimore, Boston, Chicago, Dallas, Dayton, 
Detroit, Los Angeles, New York. Newark, Philadelphia, Pittsburgh, 
Portland, Rochester, San Francisco, Toronto (Ontario). Representa- 
tives and Distributors in all principal cities 





vour nearby headqua 














1. Folder as it is received by prospect. 2. Front promotes distributor's name, 
facilities and services. 3. Back features monthly sales message . . . you choose 
topics from wide selection available. 





RPOWERING 


DEPENDABILITY 
DICTATES 
IN VITAL 


USE 


New facility acts as high- 
Jel -t-le meme lsslaallalior-)eie)at-y 
headquarters for 
anl-a4ge)ele)ihe- lam ilc-M- lal 
Pmelt-t--}<-1ameelal dco) B 


NEW FIRE ALARM CENTER IN 
ST. LOUIS SELECTS CURTIS 
EQUIPMENT “TO RING THE BELL” 


Architects: 
Helimuth, 

Obata & Kassabaum 
Consulting Engineer. 
John O. Falvey 


wa ww baw we oe oe = + + + + - 


Curtis air compressors were selected for two 
different jobs in this just-completed ‘‘nerve 
center.'’ By pressurizing cables that contain 
1,172 miles of underground telephone and 
telegraph circuits, communications are pro- 
tected against water or other damage. 
Another Curtis compressor powers eight 
cleaning jets located at key points inside 
the Center. 


Your primary prospects are pre-sold on Curtis compressors.*They know the 
Curtis reputation for dependable, high quality equipment. All tanks meet ASME 
specifications: units have Curtis-Seal Crankcase, Adjustable Timken Tapered 
Roller Main Bearings, Self Centro-Ring Oiling, Air Cooling (no cooling water 
required). Write for Free Catalogs covering the complete Curtis line. 


Full line of compressors 
available 1/4 to 50 H.P. 


THE COMPLETE LINE OF HORIZONTAL AND VERTICAL COMPRESSORS « AIR CYLINDERS * PENDANT AIR HOISTS 


Guptia ) 


MANUFACTURING COMPANY 


PNEUMATIC DIVISION e DEPT. 43, ST. LOUIS 33, Mo, @ Established in 1854 
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Jim Dulaney Co. 
Opens New Quarters 


The Jim Dulaney Machinery Co., 
Inc., San Antonio, opened new quar- 
ters at 7122 New Laredo Highway. 

The firm will handle construc- 
tion equipment and a full line of 
industrial supplies. 

Jim Dulaney, president has had 
wide experience in Texas sales work, 
having spent a number of years with 
Wyatt Industries, Inc. In 1943, he 
formed a partnership, Dulaney Serv- 
ice Co. The partnership was dis- 
solved in July of last year. 

Fred Schwinn, vice president and 
assistant manager, spent 14 years 
selling industrial machinery in the 
San Antonio area. 

Alton Cobern is vice president 
and sales manager. He has had 20 
years of construction machinery 
sales experience in the Rio Grande 
Valley area. 


Brewer-Titchener 


Elects Officers 


The Brewer-Titchener Corp., 
elected Newman Pearsall, chairman 
of the board; Edward R. Brewer, 
president; Harold J. Flinn, executive 
vice president, and William S. 
Brewer, secretary and vice president 
of finance. 

Mr. Pearsall, president of Pearsall 
& Co., will serve in an advisory 
capacity to the active officers of the 
company. 

Edward Brewer, president, suc- 
ceeds the late James H. Greene, who 
served as president from 195] until 
his death this year. Mr. Brewer was 
elected secretary in 1949, a director 
in 1952, and has held the post of 
vice president since 1954. 

Mr. Flinn will have direct general 
management responsibility for all 
operations of the company. He 
joined the firm in 1953 as controller, 
was elected treasurer in 1954, and a 
director in 1958. 

William Brewer was elected a di- 
rector in 1949, a vice president in 
1954, and has been purchasing agent 
for many years. 





They’re here! 


New Victor High Speed 
and Duraband Saw Blades 


+s 
% 
4 


on 
¢ 


+ oh 
Here are two blades — 
your customers have been waiting for: te 
New Victor High Speed Band Saw Blades take tem- 
peratures up to 1100°F. Built to last longer, they 
cut quickly through the toughest alloys. 


New Victor Duraband Heavy Duty Band Saw 
Blades ... make possible higher feed and speed rates 
... extend the range of materials standard equipment 
can handle. This long-life band, made of a new alloy 


steel, cuts production costs because it outlasts other 
bands. 


Individual containers, suitable for reshipping, are 
used to package both these new Victor bands. You 
receive them cut and welded to your customers’ ex- 
act specifications. 


And profit potentials are excellent... as fine as for 
the standard Victor bands packaged in the revolu- 
tionary Reel-Pac dispenser. Moreover, these newest 
additions to the ever-expanding line of outstanding 
Victor metal cutting tools enable you to further 
capitalize on the economies of one source purchas- 
ing. It means more profit for you because it lowers 
delivery costs and cuts paper work, too. 


Get the full story. 
For information, write to: 


POWER HACK SAW BLADES # 
HAND HACK SAW BLADES 


VICTOR Saw Works, inc. HACK SAW FRAMES 


METAL CUTTING PRODUCTS BAND SAW GLADES 
HOLE SAWS 
Middletown, N. Y. FILES 
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Easy to install . . . requires shal- 
low hole . . . fixture can be re- 
moved and replaced without 
loosening anchor...a few ham- 
mer blows set anchor firmly . 
conical-shape nut expands lead 
sleeve to provide strong holding 
power... widely used by elec- 
tricians, plumbers, carpenters, 
ornamental iron workers, main- 
tenance men, awning and sign 
men and other tradesmen. 


Cutaway drawings show how 
setting tool expands lead 
sleeve around conical nut. 





Expander hammerless 





HAMMERLESS SETTING TOOL 


setting tool for easy installation of Arro Machine ¢ 
Screw Anchors in hollow tile, bottomless or weak-bottom holes. 








THE SEWARROSS LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 


ARRO-CORE MASONRY DRILL 


MACHINE SCREW ANCHOR 


ery SSScse 


HAMMERLESS SETTING FO 


)-E EXPANSION SHIELD 


ec a 


ema —— 


ARROFLUTE CARBIDE MASONRY DRILL 


2 


FOUR-FLUTE HAND STAR DRILL 


am Oo: 


TUMBLE TYP 
TOGGLE BOLT 

a 

|——» emer 


SILVER KING 
SELF DRILLING SHIELD 


AD SCREW ANCHOR 


TE PLUG 


RUBBERGRIP DRILL POINT HOLDER 


CO cees<) 
LITTLE MAJOR TURNBUCKLE 
DISTRIBUTORS 


This Advertisement Appears 
in Leading Publications Di- 
rected to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT C, P. O. BOX 388, MARION, OHIO 
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William D. Black 
Yale & Towne Names Black 
Assistant To Baldinger 


William D. Black was appointed 
assistant to John A. Baldinger, vice 
president of domestic and foreign 
materials handling operations for 
The Yale & Towne Mfg. Co. 

At the time of his appointment, 
Mr. Black was serving as assistant 
general sales manager of the firm’s 
automatic transportation division in 
Chicago. 

Mr. Black brings to his new post, 
at Yale & ‘Towne’s corporate offices 
in New York, fifteen years of expe- 
rience in the materials handling 
equipment field. 


Allis-Chalmers Forms 
New Industrial Division 


Allis-Chalmers combined its in- 
dustrial and general products divi- 
sions into a new operating unit 
called the Industrial Equipment Di- 
vision, with W. M. Wallace as vice 
president and general manager. 
G. A. Saar was appointed assistant 
general manager. 

The new division includes the 
compressor, processing machinery, 
centrifugal pump, control, and the 
industrial systems departments, plus 
the Norwood Works, motor and 
pump manufacturing facility. 

Mr. Wallace joined Allis-‘Chalm- 
ers in 1937 as a sales representative. 
In 1951 he was appointed assistant 
to the vicepresident in charge of 
the industries group. He became 





general manager of the general prod 
ucts division in 1955, and a vice 
president in 1957. 

Mr. Saar started with A-C in 1936 
as a cost clerk. In 1949, he was 
appointed works comptroller at the 
Norwood Works. 


Canada Now A Division 


Canadian Allis-Chalmers will now 
operate as a separate division of the 
Industries Group. It was formerls 
a part of the Industrial Equipment 
Division. H. M. Schudt, president 
of Canadian Allis-Chalmers is di 
visional general manager. 

Mr. Schudt, who joined the firm 
in 1929, has served as president of 
Canadian Allis-Chalmers since 1955 


Three Sales Appointments 


New appointees to the industries 
group sales offices are Kenneth A 
Briggs, and James J. Dolan, Jr. 

Eugene J. Thompson, formerly a 
sales representative in the Washing 
ton, D. C. office, was transferred to 
the Tampa district office as a sales 
representative. 

Mr. Briggs, who will serve in the 
Milwaukee office, recently com 
pleted the A-C training course for 
graduate engineers with Mr. Dolan. 

Mr. Dolan will be assigned to the 
Columbus, Ohio, sales office. 


Two To Service Department 


Robert C. 


Devine and Fred 


Chambers, Jr., were appointed to 
the service department at West Allis 
Works 

Mr. Devine joined Allis-Chalmers 
in 1953. He has been a serviceman 
in the Pacific Region. 

Mr. Chambers recently completed 


the company’s graduate training 
course for engineers. 


Sells Texrope V-Belt 


Allis-Chalmers Mfg. Co. sold tex- 
rope V-Belt drive products to Ma- 
chinery Sales Corp., New Bedford, 
Mass. 

The trademarks Magic-Grip and 
Magic-Key were assigned to Ma- 
chinery Sales Corp. They will 
manufacture and sell Magic-Grip 
sheaves and bushings as a standard 
item. 








WITH THE 


ATLAS PROFIT LINE 


ASA ROLLER CHAIN 


5d 


ATTACHMENT CHAIN 


OFFSET SIDEBAR CHAIN 
re d 4 
SEVIER 


FLAT-VEYOR CHAIN 





COMPLETE LINE OF ROLLER 
CHAIN, SPROCKETS, COUPLINGS, 
BACKED BY REAL PROMOTION 


Atlas offers you one of the most complete trans- 
mission product lines at profit margins of as much 
as 51%. Roller chains, special chains, conveyor 
chains, sprockets, flexible couplings . . . stainless 
steel, black and Electrolized . . . all Pre-Tested 
for performance ... nationally promoted for build- 
ing real sales. 


The constant development of new products by 
Atlas research laboratories—most modern in the 
field—is your assurance of increased sales in 
the future. 


Step ahead to more sales with the complete Atlas 
line. Build more sales with the company that 
realizes the distributor's profit margin must be 
adequate to sell successfully. Write today for full 
details on the complete “ATLAS PROFIT LINE”. 


ATLAS CHAIN & MANUFACTURING COMPANY 
Subsidiary Prudential Industries, Inc. 
West Pittston, Pa. 
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| | 
© AHEAD-SIT ON YOUR D 


\(and miss the greatest profit opportunity the pump and 
ompressgor business) 


| | | 


You know Champion. 








) Today there’s a am Champion — the Commandair —} that 


| fills out | complete line of compressors and pumps, ramen « 


| from 14\\through 20 hp. 1 || 
bine Yes. Variety? Indeed. Profits? , yes. | 


Like we anid — you know C hampion. And the folks who by | 


cqmpregsors know (hampion. , | 


That’s why Champipn distributors make lots of money. 


Are you one? If not, why not? The least y u can do is| ask! 
(Either|iask us — of a friend of yours wh js smart enoug 
this big- 4 fans ee | 


PNEUMATIC MACHINER 
Princeton 33, IMinois 
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Garret Corp. Reports 
Sales & Earnings Up 

Both sales and earnings of The 
Garrett Corp. for the first six 
months of fiscal 1960 added up to 
the highest first half totals in the 
company’s history. Garrett is the 
parent firm of Garrett Supply Co., 
"os Angeles. 

For the half year ended Decem- 
ber 31, 1959, sales reached $107,- 
824,000, up from $81,727,000 this 
time last year. Net earnings rose to 
$2,703,000 compared with $1,241,- 
000 for the same period in 1958. 

Per share earnings were $2.54 for 
the first half of this year, compared 
with $1.17 per share for the same 
period last year. 


To Head Sales Planning 


Warren Murdock was appointed 
manager of sales planning and mar- 
keting research for The Garrett 
Corp. 

Mr. Murdock will conduct com- 
prehensive short and long range 
studies and analysis of market po- 
tential, military requirements, pro- 
curement dollar shifts and related 
procurement potential data. 

Before joining Garrett in 1957, 
Mr. Murdock was market research 
manager for the Packard-Bell Elec- 
tronics Corp. 

Franklin W. Nelson heads Gar- 
rett Supply Co., Los Angeles. 


Purchasing Men Forecast 


Good Business Conditions 


Purchasing executives believe 1960 
business wil] be good, not only for 
the first six months as forecast by 
some economists, but for the entire 
year, according to a report by the 
National Association of Purchasing 
Agents. 

Sixty-eight per cent of members 
predict the first six months of 1960 
will be better than 1959. Looking 
at the year as a whole, 75% see 
1960 as better than 1959. However, 
some items causing concern are 
tight money, high interest rates, and 
foreign competition. 





Walker Wellford, Jr. 


Kieth I. Davis 


BULLDOG 
Gold Vig gels 


i > “ BULLDOG “Gold Digger” drill/anchors 


ave hei . BULLDOG DIVISION 
are being advertised i in these leading an fy re 
trade magazines...to your pros- GREGORY INDUSTRIES, INC. 
New Officers Of pects and customers. Distributors 110-148 Telede Avenve * Lorain, Ohio 
J. E. Dilworth Co. will “cash in” on this continuing 
orogram for the huge concrete fasten- 
Walker Wellford, Jr., is the new Prog 6 f 
ing market. 


J. D. Richardson 





president of ). E. Dilworth ‘ we If you are not already a BULLDOG 
Memphis, Tenn.; Kieth I. Davis is “Gold Digger” distributor, send the 
general manager and J. D. Richard- coupon today for product details and 
son heads internal operations. the “high-profit picture” in your area. 
Mr. W ellford will retain the posi ** With exclusive POW-R-GRIP gripping ridges. 














tion of chairman of the company. BULLDOG DIVISION, GREGORY INDUSTRIES, INC., 110-140 Toledo Avenue + Lorain, Ohio 
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TEMPLETON, KENLY & CO. 2523 GARDNER ROAD e BROADVIEW, ILL, 


212 


S LEVER TYPE 


models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLE 


SINGLE 

ACTING, 

RATCHET 

LOWERING 

11 Models, 5 to 

20 tons capacity. 

Full capacity 

on toe or cap. 
a 


POLE PULLING 
& STRAIGHTEN- 
ING JACKS 

3 Models (One 
aluminum alloy) 

5 to 15 tons 
capacity. Standard 
of Bell System. 


GEARED 
JACKS 
3 Models, 25 to 


35 tons capacity. 
Side toe lift, 


TRACK (TRIP) 
JACKS 

13 Models (Five 
aluminum alloy) 
Single and 
double acting. 


eeeeerereeeeeeeeeeee 


Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 
. Look for further information on Hydraulic and 
Screw Jacks in other advertisements. 


Jacks .. 


eeeeeeeeeeeeeeeee 





LEVER 
JACKS 


4 - EMERGENCY 
& BRIDGE 
JACKS 
2 Models, 15 


tons capacity. 
Pivot on base. 


REEL 

JACKS 

3 Models (One 
Aluminum alloy) 
5 to 10 tons 
capacity. 

“T" Base. 


MINE TIMBER 
JACKS 

4 Models (One has 
trip mechanism). 
Single and 

double acting. 


BELT 

TENSIONING 

JACK 

5 ton capacity. 
= 
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H. W. King 


Worthington Names Three As 
Commercial Vice Presidents 


W. C. Cheek, H. W. King 
and W. J. Van Vleck were ap 
pointed commercial vice presidents 
by Worthington Corp. 

Mr. Cheek joined Worthington 
in 1920. He was appointed man- 
ager of the Chicago district sales 





office in 1945, then Midwest re- | 

Mi King now Westen joa | STANDARD’S 

in 1923 ana salesman = Konees City | SERVICES “opens the door” 
nf the San Francbca diatet wie ME KO) 3B OC 01 23 7-03 1D 

office from 1949 to 1952. 


Mr. Van Vleck, now Eastern re- DISTRIBUTOR 


gional sales manager, joined the 

corporation in 1924. He was man- SALES! 

ager of the Atlanta district sales 

office in 1944 and became manager 

of the New York office in 1952. 1 Convenient location of 
BRANCH WAREHOUSES! 


" . New York 

Thomas Truck & Caster Cleveland 
™ a Detroit - 

Buys Rubber Tire Business Chicago NA 


Dallas 
Thomas Truck & Caster Co. pur ~ Se 
chased the industrial tire molds, hy 
draulic presses and other related 2 TECHNICAL HELP! 


equipment from Phoenix Mfg. Co. 


“ite i 


Technical Information and 

I'he Phoenix Co. was a supplier “know-how"’ developed by 
of the molded-on rubber portion of TANDARD'S experienced 
but snakelineaiats and engi 
neers — always available 
for your salesmen 





Thomas wheels for many years, 
discontinued their rubber opera 
tions to devote full time to steel 
manufacturing. 3 


Thomas Co. will now produce STANDARD’S Complete 
Line of quality cutting 


their own molded-on tires and will toaks —— knee Ge tie be 


produce similar type tires for orig dustry since 1881 
inal equipment manufacturers 


With these services, In 
dustry will look to STAT 


re . ARD'S Authorized Distrib- 
McKinney Mfg. Names Roach utors, because they know 


Field Sales Manager — from them — they will 
get the answer to Cutting 
William P. Roach was appointed Tool Problems 


field sales manager for McKinney 
Mfg. Co., to supervise the field sales 
force and select new sales personnel. 

Mr. Roach formerly was Eastern 
regional sales manager in charge of 
McKinney sales in the Eastern sea- 
board states, 





Harbison-Carborundum 
Appoints Sales Manager 


Roy W. Brown was appointed 
sales manager for Harbison-Carbo 
rundum’s Refractories Division. 

Mr. Brown joined Carborundum 
in 1947 as a market research engi- 
neer and successively was district | 
salesman, manager of technical serv- 
ices, manager of technical sales, and \TAN DARD QOL r( al 
product sales manager of Carbor- | 
rundum’s Refractories Division. 


The Complete STANDARD Line 


st Drills » Reamers + Taps + Dies - Milling Cutters - End Mills - Counterbores - Hobs - Carbide Tools ond Gages. 


3950 CHESTER AVENUE LEVELAND 14 end 


BRANCH WAREHOUSES IN: NEW YORK - DETROIT - CHICAGO - DALLAS - LOS ANGELES - SAN FRANCISCO 
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Industrial Distributors: 


There's Profits in Sprockets 
in the OEM! 


Check these reasons: 


V We manufacture a complete line of 
made-to-order stee] stock sprockets. 


Our sprockets are dip-painted or phos- 
phate coated for corrosion-resistance 
and salability. 


We manufacture gears from 96 D.P. to 
2” C.P. and from %” to 72” P.D. 


Production orders handled thru Indus- Max E. Wells 
trial Distributors and sold to the OEM 


are competitively priced. Industrial Supplies 


We offer our services as a first or second source Appoints Max W ells 
of supply. 


Max E. Wells was appointed ex- 
We also manufacture roller chain flexible coup- ecutive vice president of Industrial 
lings in stock sizes that meet most power trans- Supplies, Memphis, Tenn. 
mission requirements. WO Sneing TON 


Mr. Wells had been with J. E. 
/ an ae distributor inquiries for OEM busi- % = Dilworth Co., Memphis, for the 


past 22 years, most recently as vice 
Send for FREE catalog and discount schedules. —— ; . 


president in charge of sales. 
DALTON GEAR COMPANY Local Buyers Group Formed 
2309 Snelling Avenue Minneapolis 4, Minn. | — I 


PArkway 9-7376 In Shreveport Association 





The National Association Of Pur- 
chasing Agents reported that a lo- 





; cal distributors Buyers Group was 
i & M ae oh b D L A R a LS formed in the Shreveport Purchas- 
ing Agents Association. 

Ihe elected officers are: W. B. 
MADE ON-THE-SPOT Goldstein, M. L. Bath Companies, 
chairman; Woodrow Crew, Midland 
Belting Supply Co., co-chairman and 
Bill Munsell, Superior Iron Works, 
secretary. 





Until they can progress further, 
the members plan to meet just 
before their regular association’s 
meeting. 


Who Gets Hurt 
MACHINE-34. 95 In Industrial Accidents? 


sigs > “Who gets hurt in industrial ac- 
A NEW CONCEPT IN IDENTIFICATION SYSTEMS cidents?” is a new pamphlet pub- 
For plant, office, field and factory . . . you can now make your own labels right ‘‘on- lished by the National Safety 
the-spot’’ just where and when you need them. The DYMO-MITE embosses raised Council 
white letters on a variety of colored, pressure-sensitive vinyl tapes . . . as easily : : 
as dialing a telephone . . . and best of all they cost just pennies a label. Use on The pamphlet uses a humorous 
tools, parts bins, switch boxes, shelves, controls, lockers, anywhere, everywhere, 


approach, multicolored cartoons and 
indoors or out . . . applications limited only to the scope of YOUR own imagination! 


concise text to discuss on-the-job 
See your local . oe RA >) injuries. 
ee A single copy of “Who Gets 
Write today for 9 nineteen Hurt?” may be obtained free from 


- 2546 Tenth Street, Berkeley 10, Colif. the National Safety Council, 425 


N. Michigan Ave., Chicago 11, IIl. 
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Atlas Pipe Inc Merges 
With Bradford Supply 


Atlas Pipe Inc. of Houston, and 
Bradford Supply Co., Bradford, 
Pennsylvania have been merged and 
will be known as Atlas Bradford Co., 
1 ‘Texas corporation. ‘The merger 
has been approved by the stockhold- 
ers of both corporations 


The combined net worth of Atlas 


Bradford will be in excess of $4,500,- | 


000 with sales in 1960 estimated at 
about $25,000,000. 
sons are employed by the company. 


Over 600 per 


Bradford Supply was formed in 
1907 by R. H. Mackie, and at pres- 
ent has sixteen branches and five 
shops serving the oil, gas and water 
industry from Texas to New York. 

Atlas Pipe Inc., was founded in 
1950 by W. H. Becker. By 195] 
Atlas Pipe had established a plant 
to forge, upset, thread and test un- 
finished pipe. 

Officers and directors of the new 
firm are W. H. Becker, chairman; 
Donald W. Mackie, Jr., president; 
J. D. Hayes, vice president-treasurer; 
and Richard §. Chacon, vice pres- 
ident-secretary. Other directors are 
Anne G. Hoskins, John G. Mackie, 
ind W. E. Dyche, Jr. 

Atlas Pipe Inc. has two wholly 
owned divisions, Hardy-Grifin En- 
gineering Corp., and Universal In- 
spection & Service Company 


Deming Co. Appoints 
Canale And Hill 


Frank J. Canale recently joined 
I'he Deming Co. as representative 
in Louisiana, southern Mississippi, 
Alabama and western Florida. Paul 
D. Hill, Jr. will represent the firm 
in New York and western Vermont. 

Both men have considerable expe- 
rience in the sale and application of 
pumping equipment. 


F. J. Canale P. D. Hill, Jr. 





It would take you over three months 
to walk past Harper’s 
complete stock of 
corrosion-resistant 
fastenings... 


Harpe 


r manufactures and maintains the world’s largest stock 


f standard and non-standard fasteners in Stainless Steel, 


Brass, Monel, Silicon Bronze 


Naval Bronze, Aluminum, Copper, 


Titanium, and other corrosion-resistant alloys. Harper's 


operation is complete 


from elements, billets and extruding to 
rolling and fabricating parts—uniform quality control that 
issures you of the finest parts that money can buy, yet includes 


the economies that only an integrated operation can realize. 


This is another important difference that separates Harper 


from other fastener companies all over the world. 


Harper distributors everywhere maintain complete stocks 


for imme di ite cde livery See your Yellow Pages. 


Write for your free copy of new, factual, 
informative 24-page ‘CORROSION GUIDE.” 


THE H. M. HARPER COMPANY 


8212 Lehigh Avenue e« 
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ANOTHER BIG HARPER 
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ijerence ! 


Morton Grove, ilttinois 
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Reliance Steel 
YOUR MARKET FOR Adds to Warehouse 


® 
e Reliance Steel & Aluminum Co., 
WITTEK Mh” {/ CLAMPS Los Angeles, has completed a third 
warehouse bay, bringing metal serv- 
iS ALREADY ON THE BOOKS|! ice center facilities to a total of 
Your own customers, industrial, automotive, construction and farm, are 170,100 sq. ft. 


your best prospects for Wittek nonmagnetic, high-tensile stainless steel Company operations are now con- 


Sure-Tite clamps. There’s a size or assortment to fill every clamping need. solidated at 2600 East 26th St., with 


adjacent offices at 2537 East 27th 
St. 
A sales office in San Leandro 
headed by Robert J. Fried serves 
Northern California. Nemo Reg- 
man heads a San Diego sales office 
' . ~~ for Southern California, and a third 
Plant Maintenance : branch office in Phoenix serves the 
\rizona territory with Lyle Imler in 
Auto Service charge. 


: Kighty per cent of all orders 
Truck Fleets 


\ received are filled and _ shipped 
wes _ eens for all types and sizes of within 24 hours, company spokes 
Oil Refineries 


men stated. William T. Gimbel, 


Municipalities RUBBER HOSE president said: “In steel distrubtion, 
anything that increases efficiency in 
Utilities and FLEXIBLE 


storage, handling and order filling 
Plumbing Contractors PLASTIC PIPE means the difference between profit 


and growth or loss and stalemate.” 
Farm Operators - 


Chemical Plants 


Mines 
Marine 


Plastic Pipe Users - 3 ; Falk Names Ovshak 
Special Representative 


D. J. Ovshak was appointed spe- 
cial representative, distributor sales 
division of Falk Corp. 

Mr. Ovshak is now completing 
his twelfth year with Falk. His rec- 
ord includes sales order department 
experience and seven years in dis- 
tributor sales division. 


HANDY 10 PAKS 


For refills and convenient stock 4 
Each box plainly marked wit 

Clamp No. and diameter range. 
Also sizechart oneach box. 


UTILITY-PAK 


100 clamp assortment of the four 
popular sizes all stainless pee 
clamps. For unlimited variety of 
applications. CLAMPS 


Ask for Bulletin PP-259 for Every 


Wittek manufactures the largest Application 
variety of clamps in the world 


WET TIMI scnccitnoremmece. 


4366 WEST 24th PLACE « CHICAGO 23, ILLINOIS D. J. Ovshak 
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High prestige goes 
hand-in-hand with 
high profits when you 
make DEXION your 
door-opener to the 
industrial and 
warehousing markets. 


Remember: DEXION 
alone offers you the 


complete range of angles 
in 4 sizes, in both 


steel and aluminum... 
and DEXION alone 
backs up your sales 
with world-wide 
promotional support and 
world-wide experience. 


please contact: 


* 
KEY DISTRIBUTOR ms DE y ION 
TERRITORIES AVAILABLE 


ty fete) ie). 7-us 2) 


1, DEXION is a standard product. Your sales- 
men need no “expert’’ technical know- 


how. 39-25 62nd STREET 
GOOD dollar volume on each order. No WOODSIDE 2 ie. 
small-order problems. 


Telephone 


PROFITABLE line . . . better-than-average DEfender 5-3636 
gross ... low handling cost. 


ORIGINAL order insures repeat business. 
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E. M. Jorgensen Reports 


CALDER the Dresser Line 1959 Earnings Up 51.4% 


. ° Earl M. Jorgensen Co., Los An 
for Bigger Profits... Easier Sales 


geles steel and aluminum distribu 


; tor, reported that 1959 sales were 
KXAN \\\ \ \\A\Y S\A\ \ : ‘NN ~ CY " ‘ . 

\ oy S BAAS 8 BS8.e DAR \\ \ as \ the highest in the firm’s history, and 

\ BUILT RIGHT—Best sinitnatiite algel iclilelih 


\ * \ 


tool 
steel cutters... a and Left hand Threaded nee \\ 
\\. for Automatic 5 


earnings jumped 51.4%. 

Earnings of $2.15 per share com 
pared with $1.49 in 1958. Sales were 
$56,634,172, against $43,644,501 a 
year earlier. 


Parker Seal Appoints 
New England Rep 


Albert Wickson was appointed 
representative in New England for 
Parker Seal, a Division of Parker 
Hannifin. 

Mr. Wickson was formerly with 
Remington Rand, a division of 
Sperry Rand Corp. 


EASY TO HOLD— Extra 
Weight well distributed 
\ for smooth handling. 


~ % \ . \ 


WY Aise aay cine Diamond Dressing Tools Ys P 

CRAANAA\NAAYY \\AA Thor Power Tool 

. a mh . " 

SOLD ONLY THROUGH DISTRIBUTORS NAN Opens New Cleveland Branch 
WADA aVaaaae AA QQ / 

Thor Power Tool Co., opened a 

CAL LDER MANUFACTURING CO. new sales and service branch head 

2049 North Prince Street ° Lancaster, Pennsylvania quarters at 4200 Brookpark Rd. in 

Cleveland, to serve northern Ohio. 

Larger and more centrally located 

than Thor’s former Cleveland head 








quarters, the branch features en 
tirely new service facilities. The 
new branch office is part of a na 


INDUSTRIAL tionwide modernization program 


which recently opened a new serv- 


BRUSHES and BROOMS ice branch in New York City 


Dalmo Victor Appoints 


AL WA YS IN Thorson Co. In Los dieeies 
Dalmo Victor Co., appointed The 
DEMAND a” a” i Vhorson Co., of Los Angeles as 


manufacturer's representative 

The long wearing qualities of CAP- (he Thorson sales organization 
ITAL Brushes and Brooms are well will represent the Belmont Calif., 
known by the majority of plant man- ‘ 
agers. They always specify CAPITAL electronics firm in the western states 
when additional maintenance equip- of Arizona, California, Colorado, 
ment is needed. Our distributors strive 
to have a good stock of CAPITAL In- 
dustrial Brushes and Brooms on hand 
to t d d. It th , . —— 
aan cn —— ty een Appoint Sales Engineer 





Oregon and Washington. 





* We urge users to buy thru their local Weightman and Associates 


, man 
distributor. 








ufacturer’s representatives in the 
West Coast area, appointed Howard 


I N D I A N A Pp oO L I Ss E.. Good as industrial sales engineer 


BRUSH AND BROOM MANUFACTURING CO. He will have his offices at company 
COR R BR s ‘ . 
NER BRUSH AND BROOM STS Est. 1890 INDIANAPOLIS 7, IND headquarters in Burbank, ( alif. 
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Fred W. Elliott 


Porter Names Elliott 
Group Vice President 


Fred W. Ellott was named a 
group vice president of H. K. Porter 
Company, Inc. 

In his new capacity, Mr. Elliott 
will serve as group vice president for 
Vhermoid and Refractories Divi 
sions-as well as the newly acquired 
subsidiary, The Patterson-Sargent 
Co., Cleveland paint manufactures 
ind H. K. Porter Company de Mex 
ico, S. A 

Mr. Elliott has been vice pre 
ident-production of the compan 
for the past two years and befor 
that served as assistant to the pres 
ident for one veal 

Other officers named grou 
presidents were: James A. Drai 
kimmett H. Mann, and B. Can 


be | slake 


SBA Gives License For 


Cleveland Investment Firm 


The Small Business Administra 
tion licensed the Cleveland Small 
Business Investment Co., 700 Union 
Commerce Building, Cleveland, un 
der the Small Business Investment 
Act of 1958 

Ihe Cleveland organization plans 
to supply equity capital and long 
term loan funds to diversified small 
businesses in its area. 

Boynton D. Murch, head of a 
brokerage firm, is president of the 
new company and Howard M. Metz 
enbaum, attorney and businessman 
is executive vice president. 








FORGED for long life 
PACKAGED for convenience 


The ‘‘Forged”’ in W-S Forged Fittings means dependability under the 
toughest piping-job conditions. ‘‘Forged”’ gives you the added resist- 
ance to pressure, heat, corrosion, shock and vibration needed to make 
your installations long-lived and safe. And W-S Fittings are easily 
installed, with tight fits and perfect alignment ...thanks to W-S 
precision machining methods and quality forging techniques. 
Packaging, too, is a W-S brand advantage. Virtually any ‘“‘mix’’ of 
fitting types and sizes can be packed in a convenient W-S Case or 
Half-case . .. each type and size in its own carton. 

Specify W-S on your next order. For specifications and Distributor 
locations, write Forge and Fittings Division, H. K. Porter Company, 
Inc., Box 95, Roselle, New Jersey. 


FORGE AND 


NI FITTINGS DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 
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Now Gouden 


ENGINEERING CO. 


SPECIALISTS IN SOLVING 
CONVEYING PROBLEMS FOR 
BULK OR PACKAGED PRODUCTS 


TR-12 SERIES 
Trough-Belt 


MOTO-BELT 
Lengths up to 80’ 


PARTS 
CONVEYOR 


Available with 
Wire Mesh Belts 


7 


a 


~ 


TYPE 32 
Bag Flattener 


STEEP-GRADE 


Working Angles 


up to 60 *) 
. -_ ~ 


59 


| 

] 

| 
New London also manufactures 
the Coal-Chuter, Cost-Cutter, 
and Material Mover conveyors | 
as well as vertical lift, floor-to- 
floor, and vibration models. 
Write today for full information | 
on all models, 


pqqqeseqosososesesseenes 
eee? 
ee? 
ee 
ef 


4 


NEW LONDON ENGINEERING co 


New London, Wisconsin 


Ducommun Metals Reports 
Sales & Profits Up In 1959 


Ducommun Metals & Supply Co. 
reported that all-time annual rec 
ords in sales and profits were 
1959. Sales rose 31% 
over 1958 to $58,105,000 and profits 
went up 48% to $2,007,000. 

Earnings per share amounted to 


$2.17 on 924,961 shares outstanding 


achieved in 


Sheffield Names Polk 
Manager Of Operations 


Louis Polk, Jr., was appointed 
manager of operations of Shefheld’s 
products divisions. The Sheffield 
Corp., is a subsidiary of Bendix 
Aviation Corp. 

In addition to his present duties, 
Mr. Polk will now direct the activi- 
ties of Threadwell Tap & Die Co., 
a Shefheld subsidiary. 


Bethlehem Supply Division 
Creates New Sales Region 





Bethlehem Steel Company's Sup 
ply Division opened a new south 
central sales region located in Dal 
las with H. V. Harder as manager 

lhe new region will include north 
central ‘Texas, north Louisiana and 
Arkansas. 

Mr. Harder joined the Supply 
Division in 1941. Since 1951 he has 


been division tubular sales manager 
in Dallas. 


Appoints Robinson 


H.W 


fornia 


Robinson was named Cali 
resident sales manager of 
Bethlehem Steel Co.’s Supply Di 
vision. 

Mr. manager of 
stores with the supply division when 
it was afhliated with the former 
Bethlehem Pacific Coast Steel Corp. 


Robinson was 


Bowen Itco Buys Kinzbzch 


Bowen Itco, Inc., bought Kinz 
bach Tool Co. Both companies have 
headquarters in Houston and oc 
cupy adjoining pieces of property. 
he two companies are manufac 


turers of oil field specialty tools. 
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PRECISION BRAND 


THREADED 
RODS 


u 


\ 


it 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when selling Precision 
Brand Steel Threaded 
Rod. Whether you sell 
standard 2’ and 3’ lengths 
or “specials"’ you can de- 

en upon Precison 

rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32” through 
142” diameters. They can 
be — i in either un- 
plated, blue or plated fin- 
ishes with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. DISPLAY STAND 
furnished for distributor 
use when stocking stand- 
ard 2’ and 3’ lengths 


IN BULK 


Special sizes of vorious di- 
ometers ond lengths mode to 
Special Order in steel ond 
non-ferrous metals 


mam 


TUT ETE EEPSEPEPEORER EFF ERTEFETET SEER REE PRROIETIPORPDTDF OOD P RRO ERED 


__ 


savenvttceuo(aunatncnqneannetattte 
© NUNCA 


(ibbhpabobeeboebeennnil 


ikh 


Phone: WOodland 8-4620 


Mn 


MANUFACTURING DO S 


PRECISION STEEL 
WAREHOUSE, INC. 


OWNERS Greove 











| #AST 
DELIVERY 
AVAILABLE 


SPROUT-WALDRON 


| BELT-SAVER 
/ PULLEYS 


Write for Bulletin 35-E 
ST 
W a 


SPROUT-WALDRON 
MUNCY, PENNA. 
IN/504 











qe 








W. H. Wood 


W. H. Wood Buys Into 
Cottingham Bearings 

W. H. Wood, purchased a stock 
interest in Cottingham Bearings & 
Service, Dallas, Texas, and will as 
sume the post of general manager 
of the corporation’s Dallas opera 
tions 

He will coordinate the sales ef 
forts of the four outside represent 
atives and the seven inside men 
who operate the two Dallas stores 

Mr. Wood was with the Dayton 
Rubber Co. for ten years as sales 
representative and regional manage! 


For the past six years he has bee 


a sales representative in the bearing HUNDREDS OF USES 
industry. MAKE AERO-SEAL HOSE CLAMPS — 


Star Expansion Appoints 
New General Sales Manager 


Gordon M. Browne was named 
general sales manager of Star Ex 
pansion Industries Corp. He suc 
ceeds Harry Fox who is now assist 
ant to the president, H. Peter Stern 

Mr. Browne began his career in 
the Los Angeles branch, as a sales 
man. He was promoted to branch 
manager in San Francisco, and later 
named sales manager of the Eastern 
division. 


Fluid Controls Opens Plant 


Fluid Controls opened a new 
plant in Mentor, Ohio to supple 
ment the existing plant. It con 





tains special manufacturing and 
test equipment. 


PE TOTES ALS I 
700 Liberty Avenue, Union, New Jersey Cable Address: Breeze, Union, N. J. 
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TRIBUTORS 


WANTED 


to handle Airetool’s new 
automatic push-start screw- 
drivers and nutsetters 


Airetool, leader in air-motor de- 
sign and engineering, has devel- 


oped two new models of pneumatic 


screwdrivers and nutsetters that 
feature positive, automatic push- 
starting to speed fabrication and 
assembly of all plastic, wood and 
metal components. Fast, on-the- 
job change-over from screwdrive 
to nutsetter makes them a valu- 
able, cost cutting addition to any 
production line 

To sell new production 
tools, along with our complete lin« 
of pneumatic maintenance and 
production equipment, we want 
front line distributors with a solid 
industrial following. We also have 
open territories for our line of 
tube cleaners, expanders and 
maintenance tools. If you’re inter- 
ested, send us full details on your 
organization and territories cov- 
ered. We'll tell you how you can 
fit into Airetool’s expanding sales 
organization. For prompt reply, 
write on your letterhead. 
BRANCH OFFICES: New Y 
rt lelphia, Houston, Bat 
REPRESENTATIVES in 
U.S.A Canada Mex 
land burope Puer 
EUROPEAN PLANT: Vi 


these 


K 
sardingen, The Netherlands 
CANADIAN PLANT: Brantford 


Ontarto 


MANUFACTURING COMPANY 


PRINGFIELD, OH 


Over a quarter century 
of experience in pneumatic tools 


| ductor, 


| 
| 


| 








MATERIAL HANDLING equipment 
orders in December dipped approxi 
mately ten points, according to the 
Material Handling Institute's Booking 
Index. The index shows a twenty per 
cent hike over the bookings recorded for 
this equipment in 1958 





Chemtrol Appoints Webb 
General Manager 
Allvn E 


general manager and vice president 
of Chemtrol 
Mr. Webb's experience includes 


Webb was appointed 


17 vears in the plastics industry on 





corrosion prevention. He was for 
merly executive vice 


| Barber Webb Co.., Inc 


president of 


| Hoffman 
Creates New Division 


Hoffman 


NaATal 


Electronics 


Electronics created a 
division responsible for in 
dustrial electronics products, with 
Donald ¢ 


ager. In a 


Bright as general man 


Z. W. 


Pique was appointed to the new 


further move, 
position of marketing vice president. 
Hoffman, Hoffman pres 


ident, pomted out that greater em 


| eslic 


phasis is being placed on marketing 
in all present divisions 

Military 
Products—and said the new division 
will produce and market electronic 
products being developed for use 
in the industrial field 

Mr. Bright was formerly a divi- 
sion sales manager with RCA. Mr. 
Pique was recently a marketing ex 


Semicon 


and Consumer 


| ecutive with Hughes Aircraft Co. 


PSI Appoints Zidel 

Marvin R. Zidel was appointed 
distributor sales manager for Pacific 
Semiconductors, Inc. He had been 
with Bell Electronics Corp. 
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For Floats, 
Harris is your 
most dependable source 


For over a half century, industrial 
distributors have used Harris = 
prime source of supply for industria 
metal floats. As specialists in their 
manufacture, Harris builds floats in 
o wide variety of shapes, sizes _ 
of practically any workable metal. - 
Standard ball floats of copper and 
stainless steel in diameters from 2 
to 12” are carried in stock for prompt 
ipment at all times. 
cd your customers need floats =" 
contact Harris for better quality an 
more dependable service. 
ARTHUR HARRIS & co. 
208 No. Aberdeen St. 
Chicago 7, il. 








Write for 
Harris 
Float Catalog 


TAOE 














ly 


Stainless Stan 
Says 

Star screws 
have clean, 
wright-and 
shiny heads” 


ONE-SOURCE RESOURCE 
orSTAINLESS STEEL 
FASTENERS..." 


means more * Cops, 
profit for you 


Socket Head 
Cotter Pins 
Dowel Pins 
Hinges 
(less paper work!) poe oll 
@ 7,000 types and sizes Screws 
® Immediate delivery, Nuts 
any quantity 
@ Speedy Service on 
“specials”, , 
TITANIUM . 


Set Sockets 
Right Off the Shelf*® 


Sheet Metol 
Screws 
Write, wire, phone NOW for copy of 
. Star's new 1960 catalog. 








Stud Bolts 
Taper Pins 
Washers 
Wood Screws 
i 
» > STAR STAINLESS SCREW CO. 
: (ommm «=: 645; Union Bivd., Paterson 2, NJ. 
ga Phone: CLifford 6-2300 
Somme Direct N. Y. Phone: Wisconsin 7-6310 
Direct Phila. Phone: WAlinut 5-3660 


‘ 
CORROSION 
RESISTANT 








Norvell-Wilder Supply Co. 
Marks Fiftieth Year 


Norvell-Wilder Supply Co., Beau 
mont, ‘Texas, is observing its fiftieth 
anniversary this year. 

[he company, founded by Lips 
comb Norvell, Sr., and R. G. Wilder, 
Sr., opened its first branch in Hous 
1922, 


in Shreveport, Ft. 


followed by branches 
Worth, Lake 
Charles, Corpus Christi, Conroe, 
Odessa, Baton Rouge and Mona- 
hans. 

Lipscomb Norvell, Sr., was the 
first president, from 1910 to 1925. 
R. G. Wilder, Sr., succeeded him. 
Other presidents have been Edward 
W. Gilbert, Sr., Lipscomb Norvell, 
Jr.. Frank S. Carothers and John 
W. Newton, who now holds the 
position. 

The 


ton in 


\ A? 
AAW ° a 


AAA 


KESTER SOLDER 


Most distributors are well aware of 
the industrial preference for KESTER 
SOLDER .. . that’s why so many of 
them carry it. Makes good sense to 


company maintained pay 
ment of quarterly dividends for more 


than 45 years. Capitalized originally 


sell the popularity leader because it 
keeps profits at a high level. Capital- 
ize on this demand preference .. . 
sell profitable KEsTER! 


at $50,000, the company’s author 
ized capitalization is now $5,000,000 
of which $3,275,000 has been issued. 


Thor Names Paul Kennedy 
Cleveland District Manager 
Paul J. Kennedy, an 18-year vet 


the ‘Thor organization, 
was named district manager of the 


eran of 


Cleveland sales and service branch 
lool Co. 
Mr. Kennedy takes over manage 


of Thor Power 
ment of the Cleveland branch from 


Robert J. Grace, recently appointed 
Chicago district manager. 


Paul J. Kennedy 


OVER 60 YEARS’ 





WRITE today for the details on selling Kester Solder for real profits. Do it now! 


KESTER SOLDER COMPANY 


Wrightwood Ave., Chicago 39, IIlinois © Newark 5, New Jersey * Anaheim, Calif. * Brantford 
EXPERIENCE IN SOLDER AND FLUX MANUFACTUK 


5 





ia. oe 
Buyers Purchasing 

Digest 
Canadian Machinery 


Conover-Mast 
Directory 


Hardware Age 
Hardware Retailer 


industrial 
Arts Teacher 


MacRae’s 
Mill and Factory 
Motor Service 


New Equipment 
Digest 


Popular Mechanics 
School Shop 
Thomas Register 


Vocational Education 
to helps 
you sell 
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WANT 
DISTRIBUTORS 


VOLUME SALES IN EVERY INDUSTRY 


The Genuinely Portable 
Tool That Gives ONE MAN 
The Strength of FIFTEEN 


Quality construction in- 
cludes aircraft cable, plated 
steel frame, stressed parts 
manganese bronze. Tested 
to 50% overload. Accesso- 
ries for specialized uses. 


SELLS 


FoR *23 to *35" 


The AMERICAN Gage & Mfg. Co. 
130 Bayard Street, Dayton 1, Ohio 
BAldwin 8-6149 


Send us the profitable, Power- 
Pull Distributorship story 





THE AMERICAN 


Nu AY// 


HOIST-PULLER 


YOU CAN’T BEAT THESE 


SELLING FEATURES 


%-1-. 
Tested Up To 1% - 
Lifts Up to 18 Ft.! 
Weighs Only 612 to 7¥2 Ibs.! 
Notch-at-a-Time Control 


Factory Guaranteed! 
MAIL TODAY 
Name____ 


Company 


Address__ 


The world’s finest cordage fibers and 


careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< G3 ~>— Since 1829 


The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 
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1¥%2 TON MODELS 
1% + 2% Tons! 


1960 














Riverside-Alloy Stockpiles 
Spring Phosphor Bronze 


\ new fast delivery policy on 
spring phosphor bronze strip was 
started by Riverside-Alloy Metal 
Div., H. K. Porter Company, Inc 

Almost 
spring temper phosphor bronze strip 


immediate delivery of 
has been announced, because of es 
tablishment of large stock piles of 
all popular sizes of the material. 

In January, grade A spring tem 
per phosphor bronze strip (Alloy 
330) joined the Riverside stock list 
to distributors for the first time 


Ralph Greiner 
Joins Uhrden, Ine. 


Ralph G. Greiner was appointed 
Western sales manager for Uhrden, 
Inc. He was formerly Cleveland 
district manager for Factory mag 
azine, a McGraw-Hill publication 

Mr. Greiner will be in Uhrden’s 
new West Coast offices in the San 
Francisco area. ‘The office will serve 


eleven western states 


Jeffrey Mfg. Co. 


Promotes Ambrosiani 


Peter Ambrosiani was promoted 
of Western territory, 
mining division for the Jeffrey Mfg 
Co 

Mir. Ambrosiani will have offices 
at the Kk. C 
Denver 


to manager 


Horne Machinery Co., 


Cullman Wheel Co. 
Opens Florida Warehouse 


he Cullman Wheel has opened 
a new factory warehouse in ‘Tampa, 
Florida, at 205 North 11th Street. 
Manager and sales representative 
of the 
Kessler. 


new warehouse is Julian 


Electrical Supply Sales Up 


In 1959, sales of electrical appa 


ratus and supplies distributors 
showed a ten per cent gain, ending 
a three-year slump. — Electrical 
W holesaling, McGraw-Hill publica 
tion, predicts the rise will continue 


in 1960, but not as sharply. 





Purchasing Agents Hear 


AC UCIOA | 1 On Plastics A Personal Message 


BLIND FASTENER Cadillac Plastic & Chemical Co., anew 


: Fort Worth, gave the feature pres- VINCENT K. 
with THREADS entation at a recent meeting of the a“ ALEXANDER 


i ) y re 
Fort Worth Purchasing Agents As V.P. and Sales Mor. 


sociation. 
Manheim Manufacturing 


Lloyd Andrews, manager of Cadil- and Geltieg Company 


lac’s Fort Worth branch, and sales 
engineer Bill Nolley, displaved and | eeececcecccccccccccesccccoce 
> Mm as w ( ne 
described the many plastics now on [er are referring to the 
the market, and pointed out that next ten years as the “Soaring 
Sixties.” They are predicting that 
our gross national production will 
able for almost any need. expand from $500 billion this year 
; , to $700 billion by the end of 
The ONLY Blind Fastener Plastics, with annual production tne teenies y | 
Which Grips ANY Material | zooming past the 4.5 billion pound These same economists point out 
” ” Th: , that one of the important factors in 
From 0” to 3/16” Thick | mark and standing second only to achieving this higher economic proe- 
MOLLY JACK NUT IS EASY TO INSTALL steel in industrial materials output, perity is greater machine productivity. 
That’s where we come in. 


| are going to play a steadily increas Sons aeadk T teats tender tek Caddie 
. = fer 3 4 ing role in the purchasing agent's adjustable v-belt drastically cuts 


today there is a plastic material avail 





fut ilies dicted machine downtime, is easier and 
uture, they predicted. faster to install, reduces vibration 
Insert Jack Mut Run in screw to Jack Wut sow up to 90%, is longer lasting because 
cy bmn qoutes Costing ready to receive ‘ . . its flexible link construction allows 
sion space. by exerting pull attachment Lindsay Chemical it to run cooler. 
on threads screw 4 ‘ » McCoy And Veelos offers you a very 
SOLD BY WHOLESALE HAROWARE, ELECTRICAL p ppoints Wi soy definite economic benefit. too. With 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


: every sale you make a cool 324% 
MOLLY core Paul E. McCoy was appointed profit on your investment. That’s 
1 ° m i J é 
. manager of product sales for the ore than you make on endless 


“ : v-belt. Here are just a few examples 
230Y N. Sth St, Reading, Pa. Lindsay Chemical Division _ of using comparable amounts of end- 
less belt): 

On a 100’ reel of A size Veelos you 

















(American Potash & Chemical Corp 


’ Mr. McCov, who was previously | make over $16.00 more than on 17 
Sell 60 Values at A-75 endless belts. 


eastern district manager of AP&CC’s Ona 180’ seat af B clan Vesiohien 


, 7 
5 5 Prices! market development department, make over $12.00 mere than on 33 
will cont » to have his headau: -38 endless belts. 
KELLER Power Hacksaws ae eg witht epee On a 100’ reel of C size Veelos you 


ters in the company’s general sales make almost $21.00 more than on 
=, JEFFERSON “601” | offices in New York City. 25 C-51 endless belts. 

With all the advantages that 
aa 4” x 4” with motor Veelos offers you and your 
= switch, ready-to-go. | M&aT Appoints customers, wouldn’t you be wise to 
$ 00 wae APT . give Veelos an extra sales push 
79 | W elding Sales Engineer right now? If you want more facts, 
I'll be glad to supply them. Just 

write me. 

Peter L. DeDecker was appointed = 


NO. 3C WET — welding sales engineer, West-Cen Za tyra 


eimai ma tral region of Metal & Thermit 
on coolant tank & | Corp 
pump. 2 speeds, Oil- | ‘4 
ite bearings. 45 Mr. DeDecker, who will have of 


swivel vise. With mo- f) . D > t | f 
ter & switch wired | ices: In avenpor OoWa, Was OT 


' 
= vd F.0.B. Eau Claire, Wis 


NEW! VEELOS TOOL. : 


Use this new A 

tool to increase <j : 
your adjustable eae — 
v-belt business. 

It makes uncoupiing and coupling 
any link v-belt simple and easy. 
And it makes selling Veelos easy, 
too. Show it to prospects as well 
as present users. Send for bulletin. 


\ 


merly with Jacobs Welding Suppl 


$36 500 | Co 


NO. 4 HY-DUTY | Cornell & Underhill Ine. 
Elects Sales Vice President 


8" x 85 Feed 
pressure control, auto 
matic lift on return > 
stroke, foot lift to saw W. Richard Kitchen was elected 
frame, built in coolant 


tank “& pump, other | vice president—manager of sales by 
KELLER features 


Complete Cornell & Underhill, Inc., Ho 


$§ 2500 boken, N. J 


Tie: Weteitiy Ser datadta. oleae, Bacounte For the past six vears, Mr. Kitchen 
KELLER DIVISION Sales Service Mfg. Co. was sales manager for the firm which 


Sales Service Mtg. Co. fabricates and distributes industrial | J sueiy manucACTURING & BELTING CO. 


2361 University Ave., St. Paul 14G, Minn. piping. MANHEIM 10, PA. 
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Proven Profits! 
Quick Sales! 
Steady Reorders! 


Growing 
Market! 

















MAGNAFLUX 


potcheck 


DYE PENETRANT INSPECTION 
Complete Spray-On Crack-Test Kit 


ony ZIG? iis 


kit sale leads to replacements 








Fully Portable — Everything in | 


one kit: 


cleaning cloths. Lightweight carrying case. 


@ All materials in pressurized spray cans 


2 Cans Penetrant, | 
2 Cans Cleaner, 4 Cans Developer, instructions and 


@ Nonflamable or high flash-point: ‘Fire Safe” | 


Thirteenth Annual Broadmoor Conference 


979¢ 


More than 225 members manu 


facturers and guests attended the 


| thirteenth annual Broadmoor Con 


ference of the Rockv Mountain As 
Distributors, at the 
Hotel in Colorado 


sociation of 
Broadmoot 
Springs. 
William E. Greer, president of 
the Rocky Mountain 
Distributors, welcomed the guests. 


Association of 


John H. Singleton, chairman of the 
conference committee, presided at 
the conference and gave the opening 
remarks at the first session 
Speakers the first day were How 
ard W. Price, president, National 
Wholesale Hardware 
“Distribution Cost Accounting”; 


Association, 


ers Supply Co., “A Report From the 
Land of Poco Tiempo.” Lewis W 
Grove, W. M. Wyeth III, Elbert 
R. Gilbert, and Clinton A. 
each spoke on “Conditions in Our 
\rea_ of to the Manufa 
turer.” 

On the 
speaker was Wallace H. Campbell 


Biggs 
Interest 


the second day feature 
president, National Industrial Dis 
tributors Association. Other speak 
ers were §. Arthur Henry, Denver 


\ca 
demic Capitalist,” and Arthur G 


attornev, “Comments of an 
Rippey, president, Rippey Hender 


Bucknum & Co. “We Can 


Our Own Advertising 


son 
Police 
House.” 


Everything your customer needs for portable ) >. * 

’ ‘be arpe ah spects 
local area crack and defect detection — in | Heber R. Harper, Ph.D., nepect 
maintenance or in-process inspection of met- | of an Incomparable Heritage’; Dr 
als, carbides, ceramics, plastics, etc. ell Ertl, mining engineer, “¢ il 


“Small Order’ Profit Maker Shale Will Spark Colorado's Next 
Repeat business is automatic. Buy materials Rush to the Rockies”; John S. K 
by the case, sell by the can at increased | ike en 
profit. Or supply your largest users in bulk. W alter, president, Santa Fe Build 


Highlights of the two-day con 
ference were a trip to the Head 
quarters of the North American Air 
Defense Command (NORAD) at 
Ent Air Force Base, and the ban 
quet which was held the first might. 
Low Inventory 
Sell from your modest shelf stocks. We'll 


ship you more within 48 hours after getting 
your order. 


Nation-Wide Acceptance | Southern 
Backed by user experience, and Magnaflux | 
recognition — promoted by our national ad- | 








Rubber 


Representative 


Glen Bieging Joins 
Packard Bell 


Glen P. 


| Pioneer Appoints 


vertising and direct mail. 


GET FULL INFORMATION .. . EVEN 
LOWER PRICES ON CASE LOT REPLACE- 
MENT AND BULK MATERIALS 


SOME GOOD AREAS STILL OPEN UNDER 
OUR SELECTIVE DISTRIBUTOR POLICY 


WRITE TODAY — NO SALESMAN WILL CALL! 


MAGNAFLUX CORPORATION 

7330 W. Ainslie Ave., Chicago 31, Ill. 

New York 36 © Pittsburgh 36 « Cleve- 

land 15 ¢ Detroit 11 © Dallas 35 @ 
Los Angeles 22 


Wavne L. Niedens was appointed 
sales representative by The Pioneer 
Rubber Co., of Willard, Ohio. 

He will make his headquarters in 
New Orleans, to cover the territory 
including Arkansas, Louisiana, Mis 


Houston, 





glove products. 
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sissippi, western Tennessee and the 
l'exas area for industrial 





Bieging joined Packard 
Bell Electronics Corp. as vice pres 
ident, marketing, in charge of the 
defense and industrial group. 

Mr. Bieging will direct marketing 
and product planning for the ‘Tech 
Packard 
Bell Computer Corp. and Physical 
Sciences Corp. 


nical Products division, 





Central Supply Association 
Reports January Figures 


Ihe Central Supply Association 
which serves and represents plumb 
ing and heating wholesalers, and dis 
tributors of pipe, fittings and valves 
reports on members, sales and inven 
torics for January 

CSA members surveyed report 
that in January, sales were down ten 
per cent from December but up 
twelve per cent over January 1959 
Inventories for January have not 
changed from the previous month 


Thermoid Names Lambert 
Assistant General Manager 


C. E. Lambert was appointed as 
sistant general sales manager, ‘Ther 
moid Division, H. K. Porter Com 
pany, Inc 

Mr. Lambert will be primarily re 
sponsible for all ‘Thermoid Automo 
tive products to both the replace 
ment and O. E. M. markets. He 
will assume the duties of E. G 
Counselman who will be attached 
to the Porter general office in Pitts 
burgh 

Mr. Lambert had been assistant 
to the vice president-sales in the 


Porter general ofhce 


Air Accessories Merges 
With Texstar Corp. 
\ir Accessories, Inc., Fort Worth, 


l’exas, was merged with the ‘Texsta1 
Corp. Air Accessones will continue 
operations under the new name 
‘“Texstar Plastics”, a division of the 
l'exstar Corp. 

l'exstar Corp. has world wide in 
terests in natural resources and di 
versified industrial and technological 
firms. ‘lexstar Plastics will continue 
the distribution business of the for 
mer Air Accessories firm in plastics 
and selected industrial items 


Hoffman Joins Joy Mfg. Co. 


Charles F. Hoffman, most re 
cently an account supervisor with 
Kerwin Wasey, Ruthrauff & Ryan, 
Inc., advertising agency, was ap 
pointed advertising manager, indus 
trial division of Joy Mfg. Co. 


HMM iii MA 


The Collis 
SLEEVES and SOCKETS 


NOW! 
HEAT TREATED 


* SO popular with users * 


COLLIS Heat Treated Sleeves and Sockets are 

manufactured by skilled workmen to give long 

durable services and extra long life. This type STANDARD 
of sleeve has less chance of nicks and assures 4 TYPE 


HEAT TREATED 


same accuracy with longer runs 


Call at once for our representative to explain 
about the Complete Collis Line of Lathe 
Centers, Arbors, Drill Drifts, and Magic Type 
Chucks as well as Sleeves, and Sockets and 


Collets 


“Call Collis for Service” 
a THE COLLIS COMPANY eum 


DEPT. A, CLINTON, IOWA 





aT TALL LL 


can now be filed automatically 
with the New MODEL 200 


FOLEY 
Automatic 
SAW 
FILER 


Also CROSSCUT CIRCULAR SAWS, 
BAND SAWS, HAND SAWS 








The new model 200 Foley Automatic Saw Filer is the FIRST and 
ONLY machine which will file the so-called “combination” (rip and 
crosscut) circular saws; also crosscut circular saws, band saws, all types 
of hand saws. 

The exclusive Foley principle of jointing the saw as it is filed, keeps 
teeth uniform in size, shape and spacing; keeps circular saws perfectly 
round, usually doubles saw life. Foley filed saws increase sawing pro- 
duction 25% to 40%; they cut faster, run cooler, stay sharp longer. 

THE FOLEY SAW FILER Practically Sells Itself on ovr 30-DAY TRIAL OFFER 
You may find many hidden prospects for the Foley Saw Filer, for in any 
plant where a number of saws are used, the Foley quickly pays for itself. 
Our 30-Day Trial Offer is open through you to any well rated company, 
and your customers will thank you to be informed about it. Write today 
for full details and literature. 


FOLEY MFG. CO. 3363 nc. stH sTREET © MINNEAPOLIS 18, MINN. 
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PRODUCTS 


There are four reasons why BAY is the fastest growing company in 
the field of steel shelving and shop equipment manufacturers: 

better products, lower prices, quicker delivery, and sensible sales 
policy. Our system of limited franchise distribution and complete 
distributor protection insures freedom from wanton price cutting— 
and leaves us free to make finer value products for our 

distributors to sell. 

Even though some areas are now closed to new distributors, 

we'll still be glad to send you our catalog. See for yourself 

what has made BAY grow! 


BAY PRODUCTS DIV. 

AMERICAN METAL WORKS. INC 
1843 W. Cambria St., Phila., 32, Penna. BAidwin 9-1805 
STEEL SHELVING HANDICABINET® SERVICE TRUCKS SMALL PARTS 


WORK BENCHES BENCHES STACKING BOXES CABINETS AND 
STOCK CARTS PARTS BINS CASES 











George J. Schlitt, Jr. 


PRENTISS PRENTISS Swivel Jaw has the angle... 


designed to hold any irregular 

piece of work. With taper pin 

removed, the back jaw swivels as 

the vise is tightened until the angle 

conforms to the shape of the 

/ work, PRENTISS originated the 
. swivel jaw vise and it 


is still recognized as 
the finest made. 





Selling these features 
to your customer 


means more business 


William F. Rockwell 





Lufkin Promotes Oltz; 
Schlitt to Succeed 


Donald F. Oltz, was appointed 


_ " iat assistant sales manager of the Lufkin 

PRENTISS VISE DIV. vs ‘ Rule Co. He will be succeeded as 

CHARLES PARKER CO. West Central division sales manager 

5( HANOVER STREET ‘ by George J. Schlitt, Jr., former Chi- 
MERIDEN, CONN. enn cago regional manager. 

side Mr. Oltz joined the sales depart 

ment of Lufkin in 195] and was 
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appointed West Central division 
sales manager in 1954. He was for 
merly with the Marshall Wells Co 
Mr. Schlitt joined the company in 
1947 as a salesman. Prior to that 
he served with Ryerson Steel Co., 
and Jonassen Paper Co. 
Moves Headquarters 


William F. Rockwell, East Cen 
tral division sales manager moved 
his headquarters to Cleveland, Ohio 

For the past twenty years, Mr 
Rockwell was at the home office in 
Saginaw, Michigan. During that 
time he was assistant to the sales 
manager, assistant sales manager, 
and was appointed East Central di 
vision sales manager in 1954 


Reed Instrument 
Appoints Sales Force 


Reed Instrument Bearing Co., di 
vision of SKF Industries, Inc., ap 
pointed five to key sales manage 
ment positions, responsible for all 
marketing phases of the Reed In 
strument bearing line. 

Lewis P,. Dickey was named gen 
eral sales manager. He was asso 
ciated with General Motors Corp., 
New Departure Division 

Donald R. MacKay, was named 
manager of Eastern sales; James R 
Peticolas, Jr., manager of Midwest 
sales; John F. Chilton, manager of 
Western sales, and Robert E. Bray 
ant, sales coordinator 


Lowell Wrench Appoints 
Sullivan And King 


John J 
sales representative in upstate New 
York, and R. W 
pointed to New England for the 
Lowell Wrench Co. 

In working with industrial dis- 


Sullivan was appointed 


King was ap 


tributors in their areas, they will rep 
resent the entire Lowell line 


John J. Sullivan 


. bi a pig 


THERE ARE BOLTS 


hit 


You'll find a big difference between ‘‘just any bolt’ and 
the repeatedly accepted products made by Screw and 
Bolt Corporation. 


Your customer knows he’s getting big extras for his 
money when he buys our fasteners: 


wealth of design experience 

engineered to quality specifications 
sampling and inspection throughout 
entire manufacturing schedule 

rigid standards for lot-to-lot uniformity 
technical customer assistance 

personal attention to orders, handling 
and on-time delivery 


All these extras keep customers sold and satisfied—and 
you'll be satisfied too. 


VMA-6966 


SCREW AND BOLT CORPORATION 
OF AMERICA ‘ 


P. O. Box 1708 ° 


Pittsburgh 30, Pennsyivania 


DIVISIONS: Pittsburgh « Gary ¢ Southington Hardware *« American Equipment 





AMERICA'S COMPLETE 
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model 


sé 900 : B ] 
2to8 
spindles 


drilling area 


model 


400°’ 


2,3 0r4 
spindles 
drilling 
area 

3%" 


model 


‘ ‘3.29 ’ 
2 to 15 
spindles 


r4 ow 
drilling area to 35%” 


model 


**500"’ 


2to6 
spindles 
drilling 

area 
to 18%" 


¢ 


1 | 


model 


sé 8-1 2 Bh] 
2 to 15 
spindles 
drilling 
area to 
25%" 


When you sell the Commander Line, 


you have the most complete line of multiple 
spindle drilling and tapping units made.. . 


and you can recommend and sell the 
right tool for any job. For example, 
there are 7 basic models of the 
MULTI-DRILL, and each model is 
available with options and accessory 
equipment to make it the most effi- 
cient and saleable multiple spindle 
drilling head on the market. 


See us at Booth = 313 ASTE Show, Detroit 


MFG. CO. 


4218 W. KINZIE STREET @ CHICAGO 24, ILLINOIS 
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ponent os 
Ys 


Se 


YOU'LL SELL MORE PIPE JOINT COMPOUND 
WHEN YOU STOCK KEY... BEST FOR 35 YEARS 


KEY-TITE® 


Pipe Fabricating 
* Hardware 


essing °* 
Waterworks 


and 


Oil, Gas and Chemical °* 
Original Equipment Manufacturing ° 
Plumbing and Air Conditioning °* 


KEY® 


Graphite Paste move faster because 
their outstanding quality is known throughout the industrial world. 
And Key Compounds in bright-colored cans stand out in shelf display 

stimulate sales. For over 35 years preferred in all these industries: 


Plant Maintenance 
Food Proc- 
Public Utilities and 


SEND FOR FREE SAMPLE AND INFORMATION 


WKM 


“ 
pivision of ACE inoustries 


INCORPORATEO 


' 
Dept. U-04, P. O. Box 2117, HOUSTON, TEXAS | 
4 
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David D. Ackerman 


Hays Mfg. Co. 
Appoints Ackerman 


David D. Ackerman was ap 
pointed salesman for Hays Mfg. Co., 
in the New York Metropolitan Area, 
including adjacent New Jersey, Long 
Island, and the southern tip of Con 
necticut 

Before joing Havs, Mr. Acker 
man was with Ludlow Valve & Mfg. 
Co 

Casimer Michali, who has trav 
elled for Havs in this area for the 
past five years, will continue to rep 


resent the company in the remainder 


of New York and New Jerse 


U. S. Rubber Co. 
Promotes Glaves 


John \ 


district sales manager for mechan 


Glaves was promoted to 


ical goods at the Houston branch of 
U.S. Rubber Co. 

Mr. Glaves replaces J. Wesley 
Batten, who retired from the com 
pany after nearly 33 years service. 

Mr. Glaves, who had been assist 
ant district manager, previously had 
spent nearly 10 years with the com 
pany’s ‘Tulsa sales staff. 


Taxpayers Give Half 


The income of individual Ameri 
cans this year will yield more than 
one half of Uncle Sam’s estimated 
$69.1 billion net budget revenue, 
according to figures appearing in the 
new “Economic Almanac for 1960,” 
prepared by the National Industrial 
Conference Board. 





“| just adore the 
strong, silent type!” 


Because they feature exclusive 
Velvet Joints which permit a 
smooth, even flow of cutting sur- 
faces, Jewel Brand Abrasive Belts 
eliminate needless “chatter” and 
jumping . . . last longer under 
continuous operation. Try some 
and see! 


PIEWE =a 


COATED ABRASIVES 


Belts + Rolls « Sheets * Specialties 








Dises * 


ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 





MECHANICS KEEP ASKING 
FOR THIS HANDY 


HUOT 


DRILL 
DISPENSER! 


Heips you sell 
more drilis! 


Holds dozens of drills in round-bot- 
tom compartments 


3 models for lettered, numbered or 
fractional drills 


a Built-in inventory or pricing system 
eliminates need for record sheets 


ka Compact 7x7x14 size—heavy duty 
drawers 


Write for catalog pages and circulars 





HUOT MANUFACTURING CO. 


General Electric Co. 
Names Miller And Brun 


David C. 


manager of original equipment sales 


Miller was appointed 


and Albert F. Brun was named man 
ager of replacement lamp sales, min 
iature lamp department of General 
Electric Co 

Mr. Miller will be responsible for 
the sales to manufacturers of prod 
ucts using glow, aircraft, automotive, 
flashlight, marine, toy and novelty 
and appliance lamps. 

Mr. Brun will be responsible for 
all phases of the planning, promo- 
tion and sales of replacement lamps 


Carolina Sales Manager 


Henry J. Chanon was appointed 
| manager, large lamp department, of 
the 
Carolinas sales district. He succeeds 
Glenn E. Park who is retiring effec 
August 1. Mr. Chanon will be 
| responsible for the sale of G. | 


General Electric Company's 





tive 


lamps for homes, commerce and in 
dustry in North and South Carolina 


| Welsh Mfg. 
| Dallas Warehouse 
Welsh Mfg. Co., of Rhode Island 
announced the opening of its new 
Southwest warehouse 
142 Howell St., Dallas 
Earl Mitterlener will be resident 


Opens 


facilities at 


manager of this second Welsh re 
| gional warehouse. Another Welsh 
| warehouse is in San Francisco. 
| 
| Aloyco Opens 
| Baton 


Alloy Steel New 
Jersey opened a new office in Baton 
Rouge, La., 
of A. E. Ganhan 

The offices, located at 8150 Flor- 
| ida Blvd., will be hedquarters for 
Arkansas 
| portion of Mississippi. 


Office 


Products of 


Rouge 


under the management 


l'exas, Louisiana, and a 





| Lear Appoints Tek-Sel 


I'ek-Sel, Inc. of Paramus, N. J. 


; 
Was named as manufacturer s repre 
| 


| sentative to represent Lear, Inc., in 
| lower New York state, New Jersey, 


Delaware and the eastern half of 


Master 


PADLOCKS 


for industrial 
protection! 


FREE BROCHURE 


Condensed, easy fo use 
information on the Mas- 
ter padlocks most widely 
vsed for industrial ap- 
plications. Write today. 


eet redtecks 


Master lock Company, Milwaukee 45, Wis. 
Wolds Largest Padlock WManufjacturcre 








551 No, Wheeler St. © St. Poul W4, Minn. | Pennsylvania. 
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CAUGHT 
IN THE 
PROFIT 

SQUEEZE? 


Cut Costs 
with 


FRANKO 


REG. U.S. PAT. OFF. 


long-lasting 
Belting 


Taleig-*- 1-1-2010 1am 0] 40) i) @aal-1 
stall FRANKO INNER 
OK Cotton Belting for 
f ving You cut 
it maintenar 
power cost 
i INNERLOK 
i res 
keeps th 
FRANK 
exibility r 
jirements 
i have a beltir 
write or pt 
assist from our 


handling engineers 


THE FRANKLIN COTTON MILL CO. 
1118 Central Parkway - Cincinnati 10, Ohio 


80 years of better belting service’’ 





A. Galbraith 


A. Moeller F. Curry 


Stanley Promotes Four 
In Sales Force 


\lexander Galbraith and Roger J 
Cross were appointed regional man 
agers for Stanley ‘Tools Division. 

Mr. Galbraith will head the West 
ern region and Mr. Cross the Mid 
west. They will have headquarters in 
the new warehouses in San Fran 
cisco and Chicago, respectively. 

\lfred L. Moeller was appointed 
New York regional manager for 
builders hardware sales, Stanley 
Hardware Division 

He succeeds Charles Pincus who 
will continue to call on specially 
assigned accounts in New York City. 

Fred A. Curry was appointed sales 
representative for Stanley ‘Tools Di 
vision in the state of ‘Texas. 

He comes to Stanley from Heit 
mann, Bering Cortes Co. where he 


was dealer sales manager 


Standard Horse Nail 
Appoints Kenneth Majors 


Kenneth Majors was appointed 
manager of the customer service 
department of Standard Horse Nail 
Corp. Mr: 


Latham, who resigned. 


Majors succeeds Jim 


Acme Shear Appoints Varner 


Ihe Acme Shear Co., appointed 
the Varner Co., Dallas, to act as 
manufacturers representative — for 
Kleencut Scissors and Shears in 
Oklahoma, 
Louisiana. 


l'exas, Arkansas and 
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THIS SKINNER 
2-PAGE, 
4-COLOR INSERT 
IS WORKING 
FOR YOU 


in the April issues of... 


American Machinist 
Machinery 
Production 

Tool Engineer 

Mill and Factory 
Metal Removing 
Automatic Machining 


Canadian Machinery and 
Manufacturing News 


Included Also Are Versions In: 
Machine and Tool Blue Book 
Modern Machine Shop (May) 
Industrial Equipment News 
New Equipment Digest 


RRR 


This insert tells your 
customers of three major 
chuck developments— 
and requests them to see 
these units at the ASTE 
Show in Detroit. 


PA ge 


MAKE FULL USE 
OF THIS INSERT - 


Copies Are Available. 

Here Are Three Quality 
Products No One But 4) 
Skinner Can Offer— ¥"4 
Write To Skinner Today! 

















A heavy-duty power chuck with jaws that freely index 
under full pressure. Indexing is simple, easy, and fast. 
The operator can index manually without touching the 
work or releasing the pressure. Jaws are indexed by 
means of a lock screw and slide plate. Note the size 
and shape of the indexing pin. It fits firmly and pos- 
itively into the indexing plate so that extreme accuracy 
of indexing is assured. 

One or both jaws can be furnished with indexing 
mechanisms. As a result, you can index more positions 
and smaller index angles. There is no need to buy a 
new chuck for different indexing positions because index 
jaws or index components can be interchanged quickly 
and easily. 

This new Skinner chuck is available in all body 
diameters from 12” through 36”. 


The only power chucking unit for Brown & Sharpe and 
similar automatic and hand screw machines. The ad- 
dition of this unit to your screw machine permits power 
chucking of cold drawn parts, small or odd shapes 
and castings. 

The Skinner unit, recommended by Brown & Sharpe, 
consists of a 4-inch air chuck with two or three jaws 
and work ejector, a threaded draw bar, a rotating air 
cylinder and a cylinder adapter. Hand, foot, or solenoid 
valves and power chucking accessories are also available. 
Average installation time—ninety minutes. 


The first major chuck development in fifty years! This 
extra-heavy-duty Wedge-Screw chuck develops tremen- 
dous gripping power, high accuracy and repeatability 
by a unique principle. When the lug-type pinion is 
turned manually or by a power wrench, it engages the 
gear plate causing the screw to move the wedge. The 
force of the wedge on the jaws holds the work with 
tremendous power. 

This Wedge-Screw chuck has such useful features as: 


Accuracy—within .001 total indicator reading 
Repeatability — within .0005 total indicator reading 
Complete Range—no size limitation 

Many other features including over-tightening and 


operator protection, sealed operating mechanism, auto- 
matic lubrication, etc. 


For more information about these major chuck de- 
velopments, contact your Skinner representative or 
write directly to us. Be sure to see all 3 of these products 
at the ASTE Show, Booth 1338. 


UCY « 


THE CREST OF QUALITY 


THE SKINNER CHUCK COMPANY e NEW BRITAIN, CONNECTICUT 


Printed in U.S.A, 





Armstrong, Morris Named 
Longhorn Vice Presidents 

Vesper Armstrong was named sec 
retary-treasurer and W. F. Morris 
was appointed vice president of 
Longhorn Supply Co., Houston 

Longhorn Supply Co., is a sup 
plier and distributor of industrial 
and oil field products 


Unimet Carbide Names 
Sales Engineers 


Donald G. Wither was appointed 
sales and service engineer in the 
Cleveland-Pittsburgh area for Uni 
met Carbides. 

Kenneth W. Lewis was appointed 
sales and service engineer in the 
Chicago area 


Weller Appoints White 
Eastern Sales Manager 

Louis W. White was appointed 
Eastern regional sales manager for 
Weller Electric Corp., with head 
quarters in Easton, Pennsylvania 

John J. Johnstone joined the sales 
forces as detail man in the New 
York Citv and northern New Jersey 


daTCa 


Ladish Appoints Cox 
Saw Blade Sales Manager 


Lyn S. Cox was appointed man 
iger of saw blade sales for Ladish 
Co 

\Ir. Cox joined Ladish in 1952 
Since 1954 he has served as chief 
buver of maintenance, repair and 
operating supplies. 


Ly n S. Cox 


In the best circles 
you'll find res 
use only’. 


CAP SCREWS 
SET SCREWS 
MILLED- STUDS 


CUSTOM 
“WH Oetremibler co SCREW MACHINE 


YORK, "PENNSYLVANIA SPECIALTIES 


a. ~ ~< ~ 


..AND, ANOTHER @ 
BLACKMER 
HAND PUMP 
PLEASE 


Stock and sell Blackmer ] 
Hand Pumps, and you'll increase 
sales to all your industrial e 
customers. Models to handle nearly 
every liquid that flows. Top quality, 
fast turnover, proven customer 
acceptance. Give your Blackmer 
representative 15 minutes to 

show you how quickly 

and easily you can build a 

profitable hand pump business. 

Write us direct. 


sa “liquid materials handling"® equipment 


“2B l AC aM We we Fs / hand pumps 


| BLACKMER PUMP COMPANY, GRAND RAPIDS 9. MICHIGAN 
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PRODUCTION 
STEPPED UP 
18% WITH 
VIKING PUMPS 


The Dean &* Barry Company, Columbus, Ohio, 
manufactures paints and utilize a large volume 
of varnish in a downtown, hazardous area. They 
needed to expand and modernize, but were lim- 
ited to a small, fireproof building. How could 
they install twelve 2000-gallon tanks and the 
required pumping equipment in that small space? 
tanks were used side by side and Viking sales engineers worked out 
an ingenious double-deck arrangement of ten heavy-duty pumps, as 


cand similar ads 
Tt 
30 LEADING 
PUBLICATIONS 


Compact square 


shown above. Through manifold piping they unload materials in addi- 


tion to transferring oils, varnishes, etc. This installation made possible 
an 18% increase in production, plus considerable savings in labor and 
If you, too, have a pumping or installation problem, 
call on Viking Pump engineers to help you solve it. 


storage costs 


For information, write for catalog CMM and SP-507MM 


$ VIKING PUMP CO. 


in Canada, It's ROTO-KING’’ Pumps. 


Cedar Falls, lowa, U.S.A 


TO HELP 
YOU SELL 
VIKING 
PUMPS 


See Cur Catalog In Sweet's Plant Engineer's File 





TEELGRI 
GEAR and WHEEL PULLERS 


FOR 
OVERHAUL 
AND 
REPAIR 


High labor costs, high 
replacement costs and 
emphasis on proper 
maintenance are mul- 2. 
tiplying the demand : 
or gear, wheel and 
bearing pullers. The 
STEELGRIP Gear 
and Wheel Puller Line 
offers industrial and 
automotive distrib 
utors an opportunity 
to turn this demand 
into profit. It pro- 
vides, correctly de- 
signed, safe and strong 
standard and special 
pullers in over 100 
sizes and types. 


go» 


Pullers 


Write for 
Catalog and Prices 


Bearing 
Separators \ 


ARMSTRONG-BRAY & CO. 
5356 Northwest Highway + Chicago 30, Ill. | 


236 


| maintaining customer service 
| last vear, B&S took action 


2 or 3 arm 
Reversible Pullers 


| Open,” 


| tainer. 





MARKETING TRENDS 
(Starts on page 116 





In addition, there were serious 


| problems in shipping, stocking, and 


Early 


First, it 


agency to poll industrial distributors 


asked its advertising 


| for their views on industrial packag 


ing—and on competitive packaging 
in particular. Some 


opinions; “package must be easy to 


distributors’ 


“not too many items in 


package,” “must stack well,” “mois 


| ture resistant,” “easy-to-use catalog 
| numbers.” 
Next, B&S worked out minimum | 


number of package sizes needed for 
cutting tool line. A systematic sim 
plification of sizes resulted in reduc 
ing containers from 127 to 74; vet 
provision was made to package every 
item individually in a reusable con 


Also, a large proportion of 


these items were packed in boxes in 


quantities conforming to the new 
B&S quantity pricing schedules. 
Ihe third step was to determine 
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the best kind of package construc- 
tion. A metal-edge box was the final 
choice. 

Ultimately, from all this effort, 
the new packages emerged with uni- 
form style of art intended to convey 
idea of a product family. 

I'he same family resemblance will 
extend to the firm’s advertising and 


catalogs. 


Wilson Rubber Announces 
First’ Distributor Policy 


Wilson Rubber Co., Canton, O., 
has issued a distributor sales policy, 
which it claims is the first of its 
kind in the industrial glove industry 
conditions 
which Wilson reaffirms its 
selling “Wé£il-Gard” 
gloves through distributors. 
According to T’. L. Peterson, sales 
manager, “we took three years to 
develop this statement, because we 


I'he policy states the 
under 


practice of 


wanted every word and every sen 
tence to be perfect. While we have 
always had a deep respect for out 
industrial distributors, we feel that 
this written declaration further af 
firms our faith in their abilitv to 
service oul more efh 
ciently and at lower cost than any 


customers 


other method of distribution.’ 
In keeping with its policy, Wil 
son continues to supply year-round 


advertising, showings at conventions, 


and merchandising and selling as 
sistance. It also turns over all in 


quiries and orders resulting from 
promotion to distributors. 
Distributors agree, in turn, to fur 
nish technical assistance, maintain 
adequate stocks, and provide prompt 


service, 


SALES AIDS 


VALVES—Double A. Products Co., 
Manchester, Mich.—Set of data 
sheets on line of manually operated 
four-way directional valves. 
PUMPS — Denison Engineering 
Div., American Brake Shoe Co., 
Columbus, O.—Catalog on full line 
of hydraulic pumps, fluid motors, 
and valves. 

PULLEYS—Eriez Nifg. Co., Erie 6, 
Pa.—Folder on full line of “Erium” 
powered permanent magnetic pul 
leys. 





= “THE TRADE CALLS = 
| DYKEM 
STEEL BLUE'Q 


making 
Dies and 
Templates 


Beene 


3 


. Sree! Blue 
Wir DYKEM 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. « St. Lovis 6, Mo 


Wit] 
HTT 


iy 


| WOVEN BELTING 








MAM 


long No. 3-1 


- — —. 
\ Wilh 
a3 
| The 
Valet above holds 12 coats and hats 


4 ft. 3 in Office 
umbrellas 


derly 


and overshoes in an or 
and efficient manner. Save 
space keep wraps aired, dry and ‘‘ir 
press.”’ Units for every office need 
No. 8-6 (capacity for 6) for small or 
private offices. Single or double faced 
units that interlock to make racks of 
any length or capacity, Valets that 
mount directly on any wall or give 
closets or cabinets checkroom effi 
ciency strongly built of welded 
furniture steel in modern baked en 
amel finishes 


Write for Bulletin OV-700 


VOGEL-PETERSON CO 
Rt. 83 and Madison St. © Elmhurst, Ill 


4 


ol 








ABRASIVE CUTTER Allison 
| Campbell Div., American Chain & 
| Cable Co., Bridgeport, Conn 

Folder on 2-A “Sever-All 

drv abrasive cutting machin¢ 

HANDLING — Wilder Mfg 

Port Jervis, N.Y 


all-purpose 


model 
( O 


ETI ot 
trav, etc. trucks for plant handling 
PULLERS lool Co 


Owatonna, Display for 


Owatonna 


Minn 


‘BEST RECIPE 


Catalog on full | 


platform, shelf, | 


three-jaw pullers for counter or wall | 


LSC 
BRONZE — Johnson Bronze Co., 
S. Mill St., New Castle, Pa.—Bro 
chure on firm’s products, manufac 
service facilities 
lool & 


turing, sales, and 
POOLS—Chicago Kngi 
Chicago — Booklet on “Palmgren” 
rotary and indexing tables, and angle 
VISES 

W oven Fab- 
ric Belting Mfgrs.’ Assoc., 


| nati 


Cincin 

Booklet on characteristics and 

| advantages of solid woven cotton 
belting 

| CONTROLS Warner Electric 
Brake & Clutch Co., Beloit, Wisc 


Brochure on line of standard, spe 


| . 7 . . } 
neering Co., $392 S. Chicago Ave., 





cial, and custom controls actuating 


brakes and clutches 
SPEED REDUCERS— Dodge Mfg 
Co., Mishawaka, Ind.—Bulletin 
lorque-Arm” shaft mounted speed 
ind screw 
POOLS~—I 
\lass 


ng tapes, 


clectri¢ 
on 
CONnVCVOT drives 


S. Starrett Co., Athol, 


( atalog on SS tools. includ 


reduccr®rs 


Verbicr and cali 
Also 


line of new tools being intro 


gages 
etc Booklet 
nrim s 
luced this vear 

PUMPS—Deming Co., Salem, O 
Bulletin on new submersible sewage 
pump, the “Demersible 

SPEED REDUCER-Janctte Elec 
\lfg. Co., Morton Grove, Il 


Brochure on speed reducer designed 


tric 


featuring | 


to accept NEMA “C” face mounted | 


} 


motors, 4 to 5 hp 
GAGES—Regal Div., Beloit 
Corp., Beloit, Wisc.—Catalog 


and rimg gages, standard and 


on 
plug 
special 
SCREW CONVEYORS 
| Worth Steel & Machinery, 
MeCart St., Fort Worth, 
Engineering and specification guide 


fol 


Fort 
3600 


l'ex. 
convevor installations 


SCTCW 
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ror A VISE 


SALES AND SERVICE 


ea) SET-UP 


EXPERIENCE has shown us 
that distributors selling our 
vises like our way of doing business. 
We know that you will be of the same 


opinion once you are associated with 
MORGAN 


When your customers buy MORGAN 
VISES they are getting the kind of 
quality that means dependability 
through the years. It’s the kind of 
quality you want to sell. 


Every request from your customers is 
easily met because the line is com- 
plete. You have a dependable source 
of supply 


An unconditional guarantee is be- 
hind every sale you make. To assure 
MORGAN VISES reaching their destin- 
ation without damage we pack each 
vise in a specially constructed fibre 
board carton. 


@ We will gladly give you detailed 
information 


MORGAN VISE CO. 
108-112 N. Jefferson St. 
Chicago 6, Illinois 





Ete das 


HARRISBURG 


FLANGES 


Harrisburg Drop-Forged 
Steel Pipe Flanges are made 
to A.S.A. standards for oil 
companies, ship builders and 
pipe fabricators. They come 
in threaded, butt-welding, 
slip-on welding, Van Stone 
and blind types and are shot- 
blasted and dip-coat finished 
with a rust preventative 
black lacquer. Be sure you 
make it Harrisburg when you 
want flanges. 


eee 
More than a Century JHU) in Harrisburg 18, Pa 
sae 


HARRISBURG STEEL CO. | 


Division of HARSCO CORPORATION 


COUPLINGS 


2 
Zs 


CYLINDERS 


TUBES TRANSPORTS 





NEW LINES 
taken on by 
distributors 





Announces 

teen new distributors: 

¢W. D. Allen Mfg. Co. 
Chicago, 

° The 
Co., 
Cincinnati, 

“LG 


Cocoa, 


Sprayon Products 


SIX 


Illinois 

Bingham ‘Tool & Suppl 

Inc. 

Ohio 

. Christopher Co. 

Florida 

¢ Fibre Glass Evercoat Corp. of 
Florida 
Miami, Florida 

¢ Gransden-Hall of Saginaw 

Michigan 

¢ Industrial Equipment Co. 
Tulsa, Oklahoma 

«Don Kennett, 
Lawrence, Massachusetts 

¢ Machinist ‘Tool & Supply Co. 
Los Angeles, California 

¢ The Mansfield Hardware & Sup 
ply Co 
Mansfield, Ohio 

¢ Mueller Paint Co., 
Detroit, Michigan 

¢ Paints, Inc. 
Pittsburgh, Pennsylvania 

¢ Phillips Industrial Products, Inc 
Cleveland, Ohio 

¢ Speidel & Co 
Fernwood, Pennsylvania 

¢ ['ri-State Mill Supply Co. 
Pine Bluff, Arkansas 

¢ The Henry Walke Co 
Charlotte, North Carolina 

¢ Wilson-Garner Co 

Detroit, Michigan 

| Parker-Hannifin Corp. appoints the 

| following six distributors 

¢ Mills & Lupton Supply Co. 
Chattanooga, 

ellis Akin Engineering 
Kansas Citv, 

eH. U 
Minneapolis, Minnesota 

¢ Keller Industrial Products, 
Rochester, New York 

e Marvin A. Heeren & Co. 
Moline, Illinois 

¢Staver Hvdraulics Co. 

New York 


aa 
appointed 


Saginaw, 





Inc 


Inc. 


, Inc 


l‘ennessee 
Co. 
Missouri 
Rogness Inc 


Inc 


Schenectady, 


| Chain Belt Co., three 
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MELLOWES 
Lock Washers 


ARE BACKED 
BY 
MONEY- SAVING 


Service Policies 


In addition to modern functional 
packaging Mellowes has established 
Customer-Service- Policies that save 
valuable time for users and distribu- 
tors. For example: 

. 


MELLOWES 
prepays the 
freight on 7X 
shipments of s 
200 Ibs. or more 
You save money, too, on 
shipments of less than 200 
Ibs. because all shipments 


are made from the nearest 
Mellowes warehouse. 


MELLOWES 
accepts orders 
Long Distance 
COLLECT! 


MELLOWES 
simplifies 
your paper 
work 


MELLOWES SHIPS 
from 3 convenient 
warehouse 


locations WEST COAST Ye 
MID-WEST AND 


EAST COAST 


MELLOWES 
handles 


orders 
FAST 


Orders for Mellowes Lock 

Washers are usually 

shipped the same day re- 

ceived, via fast carrier, 

from the Meilowes varehouse nearest you! 
Ample stocks of Mellowes Lock Washers 
in all standard sizes assure prompt ship- 
ment of your orders. 


Mellowes customer-service-policies are de- 
signed to make it amyl and less costly to 
buy your lock washers from Mellowes . 
- the Originators of 
COIN-PAK, JOB- 
PAK and other forms 
of Modern Functional 
Packaging. 


Write for Latest 
Distributor Prices 


LOCK WASHERS 
THE YLZUZLGLA co. 


129 E. Nash St. © Mil 


Manufacturers of a Complete Line of Lock 
Washers in all Standard and Special Sizes, 
Non-Ferrous and Plated in Bulk, Conventiona! 
Coin-Pok ond Job-Pok. 





and Special Packages, 





new distributors recent], 

¢ Union Supply Co., Inc. 
Portland, Oregon 

¢ Stewart-Ramey Co 
Jackson, Mississippi 

¢ Michigan Bearing Co 
Detroit, Michigan 

States Rubber Co 

three new distributors 

¢ Central Belting, Hose & Rubber 
Co. 
Richmond, Virginia 


Inited adds 


* Breezee Supply Co 
Portland, Oregon 

¢Kugene A. Hughes Co 
New York, New York 
B. Wood's Sons Co 

the following distributors 

¢ Barbour’s Marine Supply Co 
Beaufort, North Carolina 

¢ Bearing Service Co 


ippoints 


Pittsburgh, Pennsvlvania 
¢ Palmer Bearing Co 
Cleveland, Ohio 
Inimet Carbides recently added five 
new distributors 
¢ The lool Crnb 
Jackson, Michigan 
¢ Oglesby Supply Co 
Louisville, Kentucky 
¢ Chicago Precision Supply Co 
Chicago, [lhnois 
¢ The F. Hallock Co 
Derby, Connecticut 
* Precision ‘Tool Supph 
Lansing, Michigan 
I. Slocomb Co 
new selected distributors 
* Kawie Tool & Supply Co., In 
East Hartford, Connecticut 
* Hill Tool & Supply Co., In 
Rockford, Illinois 
¢ Bill Lindsley Machine Co 
Dallas, ‘Texas 
* The Herman Williams Co 
\labama 


appoints three new dis 


] 


appointec rout 


Birmingham, 
Linear, Inc., 
tributors 

¢J. Roval Co., Inc. 
Barrington, Rhode Island 
¢ Kiva Sales Co 
Phoenix, Arizona 
¢ Klastolines, Inc. 
Newington, Connecticut 


Wilkerson 


distributors 


Corp. appointed four 

¢knglewood Sales Co., Inc 
Detroit, Michigan 

* Forster Tool & Supply Co. 








| mechanical power transmission 


| can be offered at a price far below comparable 





NOW! 
STOCK STAMPED 
SPROCKETS 


76 Sizes 


Immediate Delivery 





2 
5 
' 

. 





EVERY major industry uses some means of 
Here is a 
ready-made market for Dayton Rogers die- 
cut roller chain sprockets for both O.E.M is \ 


and in-plant use. Because all of the teeth 


are stamped in a single operation, these sprockets 


sprockets machined the conventional way 


For A.S.A. No’s. 35, 40 & 41 chains 

From many materials 

Small lot and production runs 

Stamping principles and stock tools permit many modifications 
Special sizes tooled and run at surprisingly low cost 





WRITE FOR 
SPECIFICATIONS 
AND PRICES 
DISTRIBUTOR 
INQUIRIES INVITED 


DAYTON ROGERS 
Nanu 4s ac tiring Com pray 


DAYTON ROGERS Manufacturing Company 
MINNEAPOLIS 7H, MINNESOTA 

















ALBANY LUBRICANTS 


ARE CONTINUALLY WINNING AND HOLDING THE CONFIDENCE OF CUSTOMERS 
BY COMBINING OLD-FASHIONED KNOW-HOW WITH MODERN TECHNICAL SKILLS! 


W at right is a 1911 
rnational Harvester which 
st running strong using 
Albany Lubricants. Photo cour- 
tesy f C. Tremain Jackson 


e, N.Y wi! 4 


ALBANY PRESSUREGREASE UNIVERSAL for 
cups, ball bearings, water pumps, universal 
joints. Waterproof. Very high melting point. 
Can also apply with gun 

ALBANY GREASE is a tallow cooling lubri 
cant in three consistencies for operating 
temperatures from 110°F. to 200°F 
ALBANY PRESSUREGREASE is a_ superior 
waterproof mineral oil grease for all types 
of grease guns or pressure systems lubricate. Eliminate squeaks. 

Complete Catalog Upon Request 


ADAM COOK’S SONS,INC. 
5 N. STILES STREET © LINDEN, NEW JERSEY 


ALBANY BEARING LUBRICANT (ball or roller 
bearing) will not separate or oxidize. May 
be used in hand grease guns. 

ALBANY GEAR LUBRICANTS are waterproof 
Will not drip when gears are idle or in 
motion. 

ALBANY PENETRATING OILS (clear or graph- 
ite) are quick acting. Cut rust as well as 
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PRECISION BRAND 


4ARBOR 
poche SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Please 
specify 
type 
desired 
when 
ordering 


(A> PRECISION STEEL 
POW) WAREHOUSE, INC. 


MANUF ACTURIN 


421 MAPLE AVE... DOWNERS GROV 








Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems, 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


L. B. ALLEN CO., INC. 


9331 BERENICE 
SCHILLER PARK, ILLINOIS 


In the Metropolitan Chicago Aera 


New Order Index Down 2% in January 


300 





T 
275 + , } 


SEASONALLY ADJUSTEO NEW ORDER INDEX | 
INDUSTRIAL SUPPLIES AND MACHINERY => 


[ree stasonau iy aDusTeD mOeK 
INDUSTRIAL PRODUCTION 


125 | ey see 5 | 


100 | - = aoannnt$-~ — . 
75 


Prepored by Ameren Supply & Machine, Morvtox turers Assocoton me 


50 | 





TT Tr TT Tr TT TTT 
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1955 1956 1957 1958 1959 1960 
Phe index of new orders placed by distributors with their suppliers dropped ( 
in January, The American Supply and Machinery Mfrs. Association reported. ‘The 
New order index dipped 4 points to 199 





Gardner & Meredith To Represent Besly 


left, and Tom Gardner, right, review Beslv-W elle 

vith Martin Krueger, | sesly's engineering and 1 
yardner brothers « & Mer edi ith, Chattanooga, Tem 
the Beslv-Welles ¢ rp. im the 


+ 


d sale repre ent 


Maintenance Conference Held in Philadelphia 


a 





W sexed US 


: aa a 
More than 2500 plant engineers and maintenance people attended the llth annual 
Plant Maintenance and Engineering Conference held in January at Convention Hall 
in Philadelphia. Approximately 20,000 ittended the show which was held concur 
rently with the conference and to which 400 manufacturers sent exhibits 
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For Specific Usage Data 


FLEXIBLE 
HOSE 


See 


UNIVERSAL 
| CATALOG 
, ID-100C 


This catalog 
also presents 
a complete 
product 
line. 


1 meTal 


| 
cmcaGo 23, th | 


Engineering Service 
for those special applications 
is yours without obligation. 


Write for Catalog ID-100C 


QUALITY... 
A. etal 
Flexible 
Mose Products 


METAL HOSE CO. 


2163 So. Kedzie Ave., Chicago 23, Ill. 








THE NEW WARNOCK 
STRAP WRENCH 


redesigned 
for 
more profits 


for the user... 
@ Comfortable new handle speeds work. 
@ Simple construction, lightweight 


@ A handy tool for turning small hand- 
wheels, knurled handles, odd-shaped 
parts, polished pipe. 

@ Especially efficient for calibration of 
electronic and optical devices; deli- 
cate adjustment of precision machine 
parts; assembly of fragile units. 


for the distributor. . . 


@ It's new, but has the old Warnock 
quality at reasonable price. 


@ Has wide application in industry. 


e Attactive, modern, functional design 
helps it sell. 


Ask for prices, discounts, selling aids 


LOWELL WRENCH CO. 


79 TEMPLE ST. WORCESTER 4, MASS. 





Pontiac, Michigan 
¢ Malkin Instrument Co. 
Kentucky 
\ir Equipment Co. 
Ohio 


Sprectol Electronics appointed threc 


Louisville, 
e( v1 


Columbus, 


new distributors 

¢ Flight Electronic Supply Corp 
Ingle 

¢ Atlas Electronics, 
San Diego 


vood, California 
Inc. 
California 
¢ Radio Electronic Service Co. 
Philadelphia, Pennsylvania 

H_ Sales Industrial 


Products, Harrisburg 





/D & 


Division, 
tronic 
Pa. 


Sank 


is designated by Gulton In 
Inc., as sales representa 


tive for its Vibro-Ceramics Divi 


sion in Pennsylvania, Delaware 
and southern New Jersey. 

Q. J]. Harper Sales Co., Renton 
Wash., was named Pacific North 
west sales Kavlock 
Division of Kaynar Mfg. Co. 

| Dayton & Bakewell, Angeles, 
was appointed exclusive distribu 
Southern California for 
Machine Tool Co., sub 
sidiary of Buhr Machine Tool Co 
Hadbar, In« Calif., 


ippol ited repre 


agent for the 
l OS 


tor im 
Sidney 


, Rosemead, 
technical sales 
tative for Micro-Precision Di 
on of Hone, to 


California from San Fran 


Micromatic 





Jose ph i 


sco to San Diego. 

I'he Allied Products Division of The 
\Mlotch & Merryweather Ma 
chinery Co., Pittsburgh, Pa., and 
Cleveland, 


CXx¢ 


Ohio, was appointed 

lusive sales agent for the ‘Taft 

Mfg. Co. 

ern Ohio, western 

and West Virginia. 

Fletcher Co., San Fran 

sco, was appointed a distributor 
for Steptool Corp. 

\llied Tool & Abrasive Supply Co., 
Los Angeles, was appointed a dis 
tributor for Bay State Tap & Di 
Co 

I'he Ridley Co., 


appointed 


Pence throughout east 


Pennsylvania 


San Francisco, was 
distributor for Saw 
smith & Shopsmith line of Yuba 


Power Products. 


Edwards Engineering Co., New O1 
leans, was 
for Lincoln Engineering Co. 


Hallidie Machinery Co., Inc., Seat 





tle, Wash., was appointed a dis 
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was | 


appointed a distributor | 


1960 





Now Your Most Complete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


p 
| ila 


SCREW & SPECIALTY CO., INC. 





ATLAS 


SCREW & SPECIALTY CO., 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., Inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 
changes. 








yours... FREE! 


to our New York office 


re) 
request your copy 
oe catalog 59 


Our Factories And Warehouses 
Are Centrally Located To Guarantee You, 
Fast And Efficient Service. 


| ATLAS 
SCREW & SPECIALTY CO., 


450 Broome St. 
N.Y. 13, N.Y. 


3661 N.W. 48 St. 
Miami, Florida 


INC, 


396 Jellif St. 
Newark, N.J. 


250 Mill St. 
Waterbury, Conn. 








241 





OESTT? 


when you’re a Hamilton distributor ) | 


A COMPLETE ONE-SOURCE LINE HELPS 
YOU SERVE BETTER—SELL MORE 


Casters, wheels and floor trucks—all from one 
source / No need to shop around for the right 
supplier; with the extensive Hamilton line you 
have the equipment your customers need. 
Hundreds of styles, 
materials handling in every industry. 
quarters, too, for 
order equipment. 


Head- 


50 YEARS OF PLEASED CUSTOMERS. Industrial 
buyers know and respect the Hamilton name 

that’s why they buy from Hamilton distributors. 
For over 50 years Hamilton casters, wheels and 


floor trucks have been opening many doors to | 


many sales. And their proved performance keeps 


the door open—helps you increase sales on all | 


the other items in your line 


POWERFUL CONSISTENT ADVERTISING. Hamilton 
helps you by pre-selling industrial buyers through 
hard-hitting advertising and publicity in national 


trade publications and direct mail campaigns 


2 BIG CATALOGS. 
one 
handsomely illustrated and 
Hamilton 


bound 
to-order format, 


attractively 
catalogs. Special easy 


indexed for ready reference 


PUT YOUR SALES ON HAMILTON WHEELS! 
Write for 
Hami fons 


detatls of 
Factory dieact! * sales plan 


cm 
CASTER & MFG. CC. 
1752 Dixie Highway} 


Hamilton, Ohio 





sizes and capacities for | 


“job engineered” built-to- | 


One for casters and wheels, | 
for floor trucks. You'll be proud to show the | 





tributor in the states of Washing 
ton and Oregon for the Allison 
Campbell Division, American 
Chain & Cable Co., Inc. 

Standard-Shannon Supply Co., Phil 
adelphia, Pa. was appointed 

authorized distributor for Carmet 

Division, Allegheny Ludlum Steel 
Corp. 

Stedfast and Roulston, Boston, 
Mass.., appointed exclusive 
distributors in New England fot 
Sidney Machine ‘Tool Co. 

Fluid Co., Philadelphia, 
Pa., was appointed representative 
in the Philadelphia, south Jersey 


Inc., 
Was 


Controls 


and Virginia territories for J. F 
Lonergan Co. 

Hart Supply Co., Oshkosh, Wisc., 
was appointed authorized distrib 
utor for Nupla Mfg. Co., 
Oshkosh area 

Chicago Steel Service 


in the 


, Chicago, was 
Midwest metal 
tributor to distribute nickel alloys 
for Riverside-Alloy Metal Divi 
sion, H. K. Porter Company, Inc 
Slakey Bros., Oakland, Calif., 
appointed a distributor to handle 


appointed dis 


Was 


the complete line of Crane Co., 
in the Pacific Northwest 

L. Bover & Co., Billings, Mont., 
was appointed field sales repre 
in that state for 
Corp., 


sentative Farris 


Engineering and Farris 


Flexible Valve Corp 





DATES to 
REMEMBER 





\pril +8 


chanical Engineers, 


American Society of Me 

Nuclear Con 
Exhibit, New York 

New York City 
American 


gress and 
Coliseum, 

\p1 10-13 
Manufacturers 
Southern 
Roosevelt 
La 

\pr. 18-19—ASME, IRE, AIEI 
\nnual Joint Conference on Auto 


Ho 


Hardware 
1960 
Hardware Convention, 


Hotel, New 


Association, 


Orleans 


Cleveland-Sheraton 
Ohio 

-American Society of Lubri 
Annual Ban 
Hilton Hotel, 


mation, 
tel, Cleveland, 
\pr. 20 
cation Engineers, 
Netherland 
Ohio. 


22—Central Supply Associa 


quet, 
Cincinnati, 
\pr. 20 
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“Good heavens, Ambrose . . . 
you mean we're completely 
out of them?” 


Disturbing as it seems, people 
occasionally run out of Jewel 
Brand Abrasive Belts. Fortu- 
nately, they can replenish their 
supply quickly and easily through 
their nearby Industrial Distrib- 
utor. Check your stock now! 


iJ Wet 


COATED ABRASIVES 


Belts * Rolls « Sheets * Dises * Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 











Packaged 
PIPE NIPPLES 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ve" to 12" Standard and Extra 


Strong Weights, Black Grode 
“A” 


Yr" to Va" Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grade“B” Galvanized, Cold 
Drown in Larger Sizes 


® Avoid errors. Nipples are 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fbsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 





tion, Spring Meeting, Palmer 


House, Chicago. 

Apr. 21-22—ASTME, Detroit, Mich 
igan Seminar, Dimensional Me 
trology, Sheraton-Cadillac Hotel 

Apr. 21-22—American Society of 
Mechanical Engineers SAM, Man 
agement Conference, Statler Hil 
ton, New York City. 

Apr. 21-28—American Society of 
lool and Manufacturing Engi 
neers, 28th Annual Conference, 
Artillery Armory, Detroit, Mich 
igan. 

Apr. 25-26—American Society of 
Mechanical Engineers, Mainte 
nance and Plant Engineering 
Conference, Chase-Park Plaza 
Hotel, St. Louis, Mo. 

\pr. 25-29—American Society of 
Mechanical Engineers, Metals 
Engineering Division-AWS Con 
ference, Biltmore Hotel, Los 
Angeles, Calif. 

Apr. 25-29—American Welding So 
ciety, 41st Annual Convention 
and Welding Show, Great West 
ern Exhibit Center, Los Angeles 

Apr. 27-30—Third Western Air 
Conditioning, Heating, Ventilat 
ing and Refrigeration Exhibit and 
Conference, Shrine Exposition 
Hall, Los Angeles 

May 1-4—National Association of 
Electrical Distributors, 52nd An 
nual Convention, Memorial Audi 
torium, Dallas, ‘Texas 

May 2-3—Instrument Society of 
America, Electrical Safety Instru 
mentation Symposium, Wilming 
ton, Delaware 

May 2-5—Sixth National ISA Flight 
lest Symposium, San Diego, 
Calif 

May 9-12—Second ISA Instrument 
Automation Conference and Ex 
hibit of 1960, San Francisco, Cali 
fornia 

May 9-13—American Society for 
Metals, 2nd Southwestern Metal 
Exposition, State Fair Park, Dal 
las, l'exas 

May 9-13—1960 Castings Congress 
and Exposition, Convention Hall 
Philadelphia, Pa. 

Mav 17-19—American Society of 
Mechanical Engineers, Produc 
tion Engineering Conference, Ho 
tel Schroeder, Milwaukee, Wisc. 











Chisels 


FOR GREATER 
SAFETY 


stop mushrooming 














4032 Montgomery Rd. 





PRO-TECTO-HED® 


(Patented) 


Punches 


FOR LONGER 
LIFE 


& chipping 


—() PRO-TECTO-HED 


AVAILABLE IN COMPLETE RANGE OF PATTERNS & SIZES 
Sold Thru Leading Industrial Supply Houses Everywhere 


Write for Free Catalog Showing Complete Line of Clamps, 
Chisels, Punches, Masonry Drills, Gasket Cutters, File Cleaners. 


THE CINCINNATI TOOL CO. 


Cincinnati 12, Ohio 











All are drilled for 
optional auxiliary ball- 
bearing side rollers, 
$5.00 per set extra. 


2,000 Ibs. cap. for reels 
up to 28 wide. Weight 


tt. 
PRICE $46.50 
f.o.b. Cincinnati 





@ Special sizes on request. 


ROLL-A-REEL 
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Load cable, wire, rope 
or anything on reels 
onto Roll-A-Reel for 
easy, smooth pay-out 
or take-up. 


@ Easily portable 
@ No jacks 
Handle any reel diameter 
Heavy steel frame 
Slanted front 
Ball-bearing, adjustable 
rollers 
Positive roller lock for 
unloading 


4,000 Ibs. cap. for 1 reel up to 48” 
wide; or for 2 reels up to 24” 
wide each. Weight 1107. 

PRICE $84.50 

f.0.b. Cincinnati 


4630 Reading Road 
Cincinnoti 29, Ohio 




















A NEW LEADER 


MARK II 


Shoplifter 


E 





greater 
capacity 

greater 
gafety 


<< 
aon 4 


lower price 
$19500 


F.O.B. 
CHICAGO 


« The popular old favorite Type D 
Shoplifter...now the all new Type D 
Mark II...has been completely re- 
designed to provide extra capacity, 
complete safety features, at a lower 
price. At $195.00 the Mark II Shop- 
lifter is priced 25° under former 
models with equivalent specifications. 
This is the biggest value ever pre- 
sented in a Shoplifter. Ask for Bul- 
letin D-195. 


ELEVATING TABLES 

c One ton capacity. 
For use as a die 
handler, constant 
height table, load 
leveler, or port- 
able work table. 
Ask for Bulletin 
ET-245. 


SHOVE-L TRUCKS 

The all-purpose truck for 
handling crates, cartons, 
bundles, fibre drums, or 
any heavy load. Available 
in six models...choice of 
wheel size in both metal 
and rubber. Priced from 
$34.00 to $44.00. 


RED ROCKER BARREL STANDS 
7 Everybody needs them! 
For safe and easy one- 
man draining of 55 gallon 
drums. 18” and 24” drain 
heights...with and with- 
out wheels. 
All Economy products are readily sold 
on routine calls because of their broad 
application, price attraction and 
strong national advertising support. 
Write for specific information, prices 
and resale information. 


ConontwWy 
GIVE IRIS 
4532 W. Lake St., Chicago 24, lil. 











May 23-25—Triple Industrial Supply 
Convention, Conrad Hilton Ho- 
tel, Chicago. 

May 23-26 Engineering 
Conference and Show, New York 
Coliseum 

May 26-28 Material Handling 
Equipment Distributors Associa 
tion, 1960 MHEDA National 
Convention, Congress Hotel, Chi 
cago, Illinois. 

June 1-3—Sixth Annual ISA Instru 
mental Methods of Analysis Sym 
posium, Montreal, Canada. 

June 68—The Material Handling 
Institute’s New 
Commonwealth 
Mass. 

10-26 
Industries, 
New 
City. 

June 20-22—ASME, Applied Me 


chanics Conference, Pennsylvania 


~ Design 


England Show, 
Armory, Boston, 


Federation of British 
British Exhibition, 
York Coliseum, New York 


June 


State University. 

June 25-July 5—First International 
Congress for Automatic Control, 
AACC sponsored, with ISA, 
ASME, IRE and AIChE, coop 
eratin 

Oct 5 


tion, 


7—Central Supply Associa 
66th Annual Meeting, 
Palmer House, Chicago, Illinois 

Nov. 16-18—National 
Marine Suppliers, Inc., 


Associated 
2nd An 
nual Marine Supplies and Equip 
ment Show, Hotel 
New York 

Nov. 20-21—Central States Indus 
trial Distributors Association, 28th 
Annual Convention, 
Beach Hotel, Chicago. 


Roosevelt, 


Edgewater 





OBITUARIES 





James H. Green, 


Brewer-Titchener Corp. 


James H. Greene, 65, president 
of ‘The Brewer-Titchener Corp., died 
February 1. 

\ graduate of Cornell University, 
1916, Mr joined 


the Brewer-litchener Corp. in 1919. 


class of Greene 


He became general manager of the 
company’s Forging Division in 1930 


In 1949, he was named a vice pres 
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Signing 
f Chainveyor Corp., W. E. Forsthoff 
use Supply Co., and Arne T 

\ who joins the Syracuse organizat 


Che Chainveyor Corp. (Los An 
geles) completed negotiations with 


the Syracuse Suppl Co., Syracuse, 


N. Y., appointing Syracuse Suppl 
as master sales agents and stockin 


iC 


warehouse for Chainveyor equip 


| 
ment on the Atlantic Seaboard 


new sales and service agreements 


Hilland, formerh 


| to r) Patrick T. Rauen, president 
materials handling division of Svra 
y Eastern division manager for Chain 
inder the terms of the new pact 


Mr. Rauen, Chainveyor Corp 
president said, “All Chainveyor per 
sonnel, and the complete distrib 
utor organization formerly handling 
Chainvevor systems in the East will 
now be placed under the direction 
of Syracuse Supply Co.” 


Berghoff & Vaughan Speak At Brush Conference 
: Seek || , 


ii 


SSeaea eee ee 





Left to right are K. I 


Guy Berghoff, vice president and 
general manager of Pittsburgh Plate 
Glass Co.'s paint and brush division 
was keynote speaker at the recent 
two day Industrial Brush Sales Con 
ference at Williamsburgh, Va 

I. Gordon Vaughan spoke on 


W hitekettle, J H 
Plate Glass, Brush Division, and T. Gordor 


a 


if - 
* 


Heroy, Jr., Guv Berghoff, of Pittsburgh 
1 Vaughan, W. M. Pattison Supply Co 


“The Importance of the Industrial 
Distributor to American Industry.” 
Mr. Vaughan is vice president of the 
W. M. Pattison Supply Co., Cleve 
land, and past president of the Na 
tional Industrial Distributors Asso 


ciation. 
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“Egads, sir... there’s been 
nothing like ‘em since the 
Flora Dora girls!” 

Few performances can match the 
superlative grinding. smoothing. 
and polishing action of Jewel 
Brand Abrasive Belts. A trial run 
proves it! Order through your 
Industrial Distributor today. 


PJEWE =a 


COATED ABRASIVES 


Belts * Rolls « Sheets * Discs * Specialties 








ABRASIVE PRODUCTS, INC. 


South Braintree 85, Massachusetts 











PROFIT 
DEAL 
‘ FOR 
Crown offers a 
PUMP 


complete line... 
126 models in... 

DEALERS 
and 


@ Self-Priming 
Centrifugal 
@ Diaphragm 
@ Hi-Pressure 
DISTRIBUTORS 


@ Clrrtr Powered 
3 “Chief” 
Reasons why 
you should 


handle Crown 


1. Double Warranty 
2. Strong Sales and 
Ad Programs 


3. Above Average 
PROFIT 

Write today for 
CROWN’S 

“Profit Package” 


WATERLOO, IOWA 





ALLEN punch presses 


Powerful— Dependable 
<ore and Economical 


ome ice Hundreds of different model 
combinations, 1 to 12 ton capacities 


Nationally Inquiries from our 
advertised national advertising 
in leading are supplied to our 
trade industrial supply 
publications dealers. 


Thousands in use the world over 
Write or call today for details on handling the 
nationally known line of ALLEN Punch Presses. 





Model BT-5 


Mode! 6-2—2-Ton 


ALVA ALLEN INDUSTRIES, Dept. |D, Clinton, Missouri — Tel. TUrner 5-3331 





Adjust to required 
height and correct 
backrest posture 


Adjustable seat and backrest 
enable employes to position 
seating to their own individual 
requirements — provide the 
seating comfort necessary for 
greater benchwork efficiency. 
Strongly constructed of elec- 
tronically seam-welded steel 
tubing, firmly braced for solid 
rigidity. Self-leveling feet as- 
sure full floor contact. Large die- 
formed seat has recessed Ma- 
sonite panel for added comfort. 


Constructed for Life-Long 
Durability — 
= © 18-Gauge %*” o.d 


i tubular steel legs 
@ Heavy-Gauge 
tubular ring cross 
brace 
| @ 14” Steel seat — 
FIVE MODELS — to choose i recessed Masonite 
from with hout adjustable panel 
feature Nrite jes ptive @ Fully curled safety 
‘ 
seat edge 


jer and 











METAL PRODUCTS « GREEN BAY «+ WISCONSIN 
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ident of the firm and served in this 
capacity until he became president 
in December, 1951. 

He was a former president of the 
Drop Forging Association, and a 
member of Grace Episcopal Church 
and the American Legion. 

Surviving are his wife, Josephinc 
Stack Greene; a daughter, Joanne, 
and a brother, George S. Greene. 


William J. Griffith, 
Griffith-Raguse & Co., Ine. 


William J. Griffith, 64, president 
and chairman of Griffith-Raguse & 
Co., Inc., died February 2 

Mr. Griffith also was treasurer of 
Gnifhth Enterprises, Inc. He was a 
former manager of the Philadelphia 
office of the Carborundum Co., and 
was a past chairman of the Phila 
delphia Chapter of the American 
Society of ‘Tool & Manufacturing 
Engineers. 

Surviving are his widow, Wanda: 
two sons, Harrv E. and Robert W.; 
a brother, a sister and five grand 
children. 


Henry Marx, 
G. A. Gray Co. 


Henry Marx, 101, former pres 
ident of the G. A. Gray Co., died 
February 8. 

Mr. Marx was a charter member 
of the American Society of Mechan 
ical Engineers, and the last survivor 
of the group of engineers who 
founded the organization. 

Born in Toledo, Ohio, in June, 
1858, he attended school there and 
in Karlsruhe, Germany. In 1879, he 
graduated from Cornell University 
with the degree of Bachelor of Mc 
chanical Engineering. 

After working for various machine 
tool companies, Mr. Marx joined 
the G. A. Gray Co. in 1889 as a 
general agent and engineer in charge 
of erecting machinery. In 1905, he 
became president of the company, 
and remained in that post until 
1952, when he became chairman of 
the board. He retired as chairman 
in 1959. 

Mr. Marx is survived by a daugh 
ter, Mrs. Eames Donaldson, two 





how would you 
LENGTHEN 
this shoulder 
screw ? 


DE-STA-CO 
LENGTHENING 
SHIMS screw on 
threads, won't 
drop off and 

be lost. 

Made of spring 
steel, will 

not mushroom 
or break. 


DETROIT STAMPING COMPANY 


|@S0 MIOLAND AVENUE 


‘DETROIT 3, MICHIGAN 


ASK FOR PRICES 
VD LITERATURE 


would you 


SHORTEN 


this 
shoulder 
screw ? 


DE-STA-CO 
SHORTENING 
SHIMS fit snug 
around shank, 
lie flat and 
true on head. 
Replace costly, 
hand-made 
washers, 





brothers, August, present chairman 
of the Gray Co., and Erwin, and two 
Ella Marx and Miss 


sisters, Dr 


Bertha Marx. 


Richard W. Whitton, 
Sellstrom Mfg. Co. 


Richard W. Whitton, 50, 
Coast representative for the Sell 
strom Mfg. Co., died January 20. 

\ native of South Dakota, Mr 
Whitton had been with the Sell 
strom firm since 1956, and prior to 


West 


that he had been selling the Sell 





strom line for a Los Angeles manu 
facturer’s representative. 
Mr. Whitton is survived by his 


wife and two sons 


W. E. Rogers, 
Taft-Peirce Mfg. Co. 
W. | 


ant secretary 


Rogers, 73, former assist 
and general sales man 
l'aft-Peirce Mfg. Co., 
February 13 

Mr. Rogers started l'aft 
1921 as a salesman in In 
dianapolis and later in the Chicago 


district 


ager of died 
with 
Peirce in 


He became Western sales 
manager for the company in 1934, 
a post he held until 1940 when he 
was appointed general sales manager 
and assistant secretary. 

In 1957, Mr. 


active 


Rogers retired from 
sales management, but re 
mained in the secretarial position 


and as senior sales consultant. 


Jewel A. 


Benson 


Benson, 

Tractor Co. 

Jewel A. Benson, 60, president of 
l'ractor Co., and 
president of Associated Equipment 
Distributors, 


Mr. Benson’s death occurred less 


Benson national 


died February 19 


than one month following his elec 
tion as AED’s 41st president 
Mr. Benson's 


career was spent in the sales of con 


entire business 
struction equipment. 

An active member of A.E.D. for 
than 
eight vears on the association’s board 


more 15 vears, he served for 


of directors Prior to becoming 
A.E.D. president, he was executive 
vice president in 1959 and vice presi- 
dent in 1957 and 1958. 
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Ip PROFIT | 
IPROFIT | 
PROFIT | 

I 


WITH THE QUALITY VISE LINE. 
when you handle Simplex indus- 
trial vises. Vigorous promotion 
like this appears in 12 trade pub- 
lications . . . circulation 336,000 ! 
among your prospects. Write for 
details. 


| VISE 
| FEATURES 


1. exclusive steel slide 
milled from solid bar 


ae 


. replaceable jaw inserts 
held by top-entering 
pins 


. Outside screw retainer 


. positive locking 360° 
swivel base 


. longest wearing alloy 
steel nut 


. one-piece non-pinch 
handle 


SOLID 
ISTEEL SLIDE 


Simplex industrial vises give you 
the advantage of solid steel slides, 
jaws, nuts for maximum strength 
and ruggedness long after their 
modest cost is written off. Line in- 
cludes milling machine, pipe, 
sheet metal and other models. 


| Desmond |! 
| Simplex | 
The Desmond-Stephan Mtg. Co. ; 
Urbana, Ohio 
ee oe OO ee 


247 














GLOBE'S New Line of 
Industry Standard Gears 
offers these features 

to Distributors: 


* More complete interchangeability 
with other leading lines. 


Competitive Pricing with 
greater Distributor Profits. 


Gears Only! No other items 
to conflict with existing lines. 


Individual packaging of shelf sizes for protection 
and ease of handling. 


Write for Distributor information and Pocket Catalog. 


GLOBE STOCK GEAR DIVISION 


34th & Clearfield Sts. + Philadelphia 32, Pennsylvania 





Sma Universal 


(ov FAR NUTCRACKER 


K-D Hand Tools 


\ that make 


\ hard jobs easy. 


e All sizes, /o” through '/o”’ 


a a * Unique compound-angle design 
(works in tight places 
inaccessible to others) 


Z Parallel cutting action 
o (no bolt thread damage) 


© Rugged aircraft design 


(especially tough steels) 


‘im 360 degree rotating cutter 


(works vertically or horizontally) 


LENGTH 


« Body guaranteed for life 


(moving parts replaceable) 








WRITE FOR FREE CATALOG 
K-D MFG. CO., LANCASTER, PA., U.S.A. 
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\ir. Benson was a past president 
of the Houston Equipment Distrib 
utors and maintained an active in 
terest in Houston's civic affairs. He 
Was a past president of the Harris 
burg Rotarv Club of Houston and 
a past district governor of the Rotary 
International 

He is survived by his wife, 


Son, 


daughter and grandchild 


J. Curtis Mellor, 
Weed & Co. 


J. Curtis Mellor, 45, credit man 
ager of Weed & Co., Buffalo, N. Y., 
died February 8. 

Mr. Mellor had been associated 
with the firm since 1948. He was 
also head of the Weed & Co., 
roll department and in charge of 


pas 


accounts receivable 


Leonard J. Van Vranken, 
Engineering Supply Co. 
Leonard J. Van Vranken, 45, sales 
manager of Engineering Supply Co., 
Dallas, died March 10 after 
illness 
Mir. Van Vranken had spent IS 


vears with General Electric Co. be 


a briet 


fore becoming sales manager for 
inginecring Supply in 1956 

\ native of Schenectady, New 
York, he attended Union College n 
Schenectad 
Survivor ire his 
James L.. Van Vranken, and a daugh 
ter, Jovy Anne Van Vranken, all of 
Dallas; a brother, Milton Van 
Vranken, of Schenectady, and a 
ister, Nirs. Wialham 


Va 


wifc; a son, 


\lvarez, of 


Roanoke 


Leonard J. Van Vranken 





To help you do YOUR job hetter... 
PROTO performs these functions: 


@ Gives you a broad line of more than 2,200 guaranteed hand service tools. 
@ Helps your customers break production bottlenecks, speed repair and servicing 

by producing hundreds of “specials” to their specifications. 
@ Gives you on-the-spot, expert help through field specialists maintained in your area. 
@ Gives you new “door openers” through a busy research and develooment department. 
e Gives you products of the highest quality: reliable, understandable policies. 


@ Places millions of dollars in Proto-sold business through Proto distributors 
every year. 


@ Makes available to you and to your customers a continuing supply of catalogs, 
price lists, and new product literature. 


@ Saves your selling time by tetling your customers about new developments 
through intensive advertising in the magazines they read. 


For example, some of 
your customers are 
reading this ad, now! 


Special feature: Even under 
heavy hammer biows, the full- 
swivel Perma-Pad won't come 
off. Spindle Screw designed for 
extra strength, with specially cut 
threads for easier turning under 
heavy loads. 


Purchasing Agents Watching Replacement Costs Specify PROTO C-Clamps 


Available from your Proto distributor in a full 7 sizes up to 12” capac- 
ity, Proto’s 400-Series all-purpose C-Clamps feature: Forged alloy steel 
—Regular or Spatter-resistant (Cadmium plated) finishes—extra-deep 
throat—Minimum proof test 3300 to 9300 Ibs. 


Meet Fed Spec. GGG-C-406a. Soon to come— PROTOSTOOLS nniy 
Py 
DUA bie) ase 


100-Series general service type. PRO: be 


2214 Santa Fe Ave., Los Angeles 54, California « 514 Allen Street, Jamestown, New York * 1714 Oxford East, London, Ontario, Canada 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1960 





ADVERTISERS IN THIS ISSUE 





ACF Industries, Incorporated 

W-K-M Division ...... 
Abrasive Products, Inc. 

Airetool Mfg. Co. 
Albertson & Co., Inc. 
Alemite Div., Stewart-Warner 

Corp. 

Allen, Alva F. 
Alien, L. B., Co., Inc. 
Allen Mfg. Co. 
Aliied Chemical Corp. 

Plastics & Coal Chemicals Div. 
Allis-Chalmers Mfg. Co. 
American Drill Bushing Co. 
American Edelstaal, Inc. 
American Gage & Mfg. Co. 
American Pulley Co., The 
American Saw & Mfg. Co. 
American Sealants Co.. 
American Steel & Wire 

U. S. Steel Corp. 
American Telephone & ape 

Co. 

Ames, O., Company. . 
Armstrong- Blum Mfg. 
Armstrong-Bray Co. 
Armstrong Bros. Tool Co. 

Arro Expansion Bolt Co. 

Atlas Chain & Mfg. Co. eee 
Atlas Screw & Specialty Co. 


Bonney Forge & Tool Works... 

Babcock & Wilcox Co., The, 
Tubular Products Div. 

Bassick Co., The 

Bay Products, Inc. 

Bay State Tap & Die Co. 

Bethlehem Steel Co. 55, 

Billings & Spencer Co., The 

Binks Mfg. Co. 

B'ack & Decker Mfg. Co. 

Blackmer Pump Co. 

Breeze Corp., Inc. 

B: tae Industrial Div., Weldon 

oberts Rubber Co. 

Brichton Screw & Mfg. Co. 

Bristol Co., The, a Subsidiary of 
American Chain & Cable Co., 
Inc 

Brown & Sharpe Mfg. Co. 

Browning Mfg. Co. 

Bunting Brass & Bronze Co., 


Calder Mfg. Co. 

Campbell Chain Co. 

Capew:ll Mfg. Co., The 

Capito] Mfg. Co., Div. of Harsco 
Corp. 

Card, S. W.. Mfg. Co., 
Union Twist Drill Co. 

Chain Belt Co. 

Champion Pneumatic 
Co. 

Chemtrol 

Chester Hoist Div., National Screw 
& Mfg. Co. 

Chicago Wheel & Mfg. Co. 

Cincinnati Tool Co. 

Clemson Bros., Inc. 

Cleveland Cap Screw Co., 

Cogsdill Twist Drill Co. 

Collis Company, The 

Colorado Fuel & Iron Corp. 

Columbian Vise & Mfg. Co. 

Commander Mfg. Co. 

Cook’s Adam, Sons, Inc. 

Corning Glass Works 

Crown Mfg. Co. 

Curtis Mfg. Co. 


Dalton Gear Co. 

Dayton Industrial Products Co., a 
sa of The Dayton Rubber 

oO. 

Dayton Rogers Mfg. Co. 

Desmond-Stephan Mfg. Co., The 

Detroit Stamping Co. 

Devcon Corp. 

Dexion Inc. 

Dixon Valve & Coupling Co. 

Dodge Mfg. Corp. 

Donnelley, R. R. & Sons Co. 


202, 
Div., 


Co. 


The 


Div. of 


Machinery 


The 


134, 


36 


. 246 


240 
184 


53 
135 
17 


22-23 


224 
139 

45 
203 


151 


51 
140 
11 
236 
141 
208 


-. 209 


156 
80 


191 


10 
72 


210 
176 


109 
148 
243 
71 
40 
19 


227 


42-43 


223 
230 
239 

77 
245 
206 


214 


20-21 


239 
247 


. 247 


168 


_ 217 


196 
1 
150 


duMont Corp., The 
Durkee-Atwood Co. 

Dykem Co., The 

Dymo Corp. 

Economy Engineering Co.. 
— Div., Aurora Equipment 


Seerthatian Valve Co.. 


Fairbanks Co., The......... La 
Federal-Mogui Service, Div. of 

Federal-Mogul Bower Bearings, 

Inc. os ae 
Felters Co., The , 
Flexible Steel Lacing Co.... 
Foley Mfg. Co..... 
Franklin Cotton Mill Co. 
Fyr-Fyter Co., The.... 

lobe Gear Co.. 
Greenfield Tap & Die Corp. 
Greenlee Tool Co.. 
Gregory Industries, ‘Inc., 

Bee. «. 
Grobet File Co. of America, Inc.. 
Hamilton Caster & Mfg. Co. 
Harper. H. M., Co. ‘3 
Harrington Co., The 5 
Harris, Arthur, & Co... 
Harrisburg Steel Corp., 

Harsco Corp. .. Pe oe 
Hays Mfg. Co... <a 
Heller Tool Co., a Subsidiary of 

Simonds Saw & Steel Co........ 75 
Hewitt-Robins, Inc. ............ 46-47 
Holo-Krome Screw Corp., The 

Back Cover 

Wiuet Bite. Ca........65 231 
Ideal Industries, Inc. 
Indianapolis Brush & Broom Mfg. 

Co. 
Industrial Distribution .. 
Ingersoll-Rand Co. 


Jackson, Thomas, & Son Co., 
The - 
Jacobs Mfg. Co., 6 “ape 
Janette Electric Mfg. Co., a Sub- 
sidiary of Victor Adding Ma- 
chine Co. 
Jenkins Bros. . Feet eee 
K-D Mfg. Co. 248 
Kalamazoo Tank & Silo Co. 170 
Kester Solder Co. . 223 
Keystone Lubricating Co. i 
Krueger Metal Products Co... . 246 
Ladish Co. 63 
Lamson & Sessions Co., The. 15 
Link, O. P., Handle Co. <>. De 
Lowell Wrench Co. 241 
Lufkin Rule Co. — 
Lug-All Co., The 18 
Lyon Metal Products, Inc. 127 


MacLean-Fogg Lock Nut Co. . 79 
Magnafiux Corp. 226 
Manheim Mfg. & Belting Co. . aan 
Master Lock Co 231 
Me'lowes Co., The 238 
Metallurgical Products Dept. of 
General Electric 76 
Milwaukee Brush Mfg. Co., The 194 
Minnesota Mining & Mig. Co. 30-31 
Molly Corp. 225 
Morgan Vise Co. 237 
Morse Chain Co., Div. of Borg- 
Warner Corp. 187 
Morse Twist Drill & Machine Co., 
Div. Van Norman Industries, 
Inc. 


24-25 
. 242 
»~ BS 
.. 164 
wee 
Div. of 
. 238 


220 


New London Engineering Co. 
Nicholson File Co 


6 
Inside Back Cover 
Nixdorff-Krein Mfg. Co. 64 


Osborn Mfg. Co., The. 136 
Ottemiller, Wm. H., Co. . 235 
Owatonna Tool Co. tg .. 14 


Penberthy Mfg. Co., Div. Buffalo- 
Eclipse Corp. 

Permacel Inc. 

Pittsburgh Nipple Works, Inc.. 


Pittsburgh Plate Glass Co., Brush 


Div 
Porter, H. K., Company, Inc. 

Forge & Fittings Div. 

Thermoid Div. .. ‘ 159 
Powell Valves ..... 62 
Precision Steel Warehouse, Inc. 220, 240 
Prentiss Vise Div. of The Charles 

Parker Co. 

Proto Tools Company 
Purchasing Week Magazine 
Ramsey Corp. .... ’ 
Rawlplug Co., Inc., The. 
Raybestos-Manhattan Inc. 

Manhattan Rubber D.v. 78 

Packing Div. . 160 
Reed Mfg. Co. 182 
Republic Rubber Div. of Lee Rub- 

ber & Tire Corp. 

Republic Steel Corp. 

Ridge Tool Co., The. . 

Roll-A-Reel 

Russell, Burdsall & Ward Bolt & 

Nut Co. . 26-27 
Rust-Oleum Corp. 12-13 
Safety Socket Screw Co. 8 
Sales Service Mfg. Co.. 225 
Screw & Bolt Corp. of America 229 
Shaw-Box Crane & Hoist Div., of 

Manning, Maxwell & Moore, Inc. 171 
Shuford Mills, Inc. 142 
Simonds Abrasive Co., Div. 

Simonds Saw & Steel Co. 

Simonds Saw & Steel Co. 

S'cil Corp. 

Skinner Chuck Co 232, 233, "234 
Sossner Tap & Tool Corp. 177 
Southern Screw Co. 65 
Spang Chalfant Div. of National 

Supply Co. Gy 
Spartan Saw Works, Inc. 204 
Sprayon Products, Inc. 173 
Sprout-Waldron & Co.... 220 
Standard Electrical Tool Co. 201 
Standard Pressed Steel Co. 145 
Standard Screw Co. 118-119 
Standard Tool Co. 213 
Stanley Works, The, Hand Tool 

Div. 

Star Stainless Screw Co. 
Starrett, L. S., Co., The 
Switzer Brothers, Inc. 
Taylor, S. G., Chain Co., Inc. 
Templeton, Kenly & Co. 
Thompson, Henry G., & Son Co... 192 
Thor Power Tool Co. : 60 
Threadwell Tap & Die Co. 

Inside Front Cover 
True Temper Corp.. 162 
Unimet Carbides Div. of United 

Greenfield Corp. 35 
United States Rubber Co. 115 
Universal Metal Hose Co. 241 
Utica Drop Forge & Tool Div., 

Kelsey-Hayes Co. 

Varel Diamond Products Co. 
Vascoloy-Ramet Corp. 

Victor Saw Works, Inc. 

Viking Pump Co. 

Vogel-Peterson Co. 

W-K-M Div. of ACF Industries, 

Inc. 

Wachs, E. H., Co., The 
Walker-Turner Div., 
Mfg. Co. 
Warren Tool Corp.. as 
Weatherhead Co., The.. 
Western Industries, Inc. 
Whitney Chain Co., a subsidiary of 

Foote Bros. Gear and Machine 

Corp 
Wilton Too! Mfg. Ca. 

Wiss, J., & Sons Co. 

Wittek Mfg. Co. ; 

Wood's, T. B., Sons Co... 
Worthington ‘Corp.. 

Wright Hoist Div. of American 

Chain & Cab'e Co... 

Yale & Towne Mfg. Co., The.. 
Yarnall-Waring Co 


228 
249 
174-175 
130-131 
169 


152 
180 
113 
207 
236 
237 


181 
Rockwell 





££ 


WHAT’S 
IN THE 
oo! URE... 


Eb 


for Nicholson and Black Diamond 
blade distributors 


More help for you! 


When Nicholson first introduced blades . . . a 
complete line was offered to you and your cus- 
tomers . . . a blade for almost every metal- 
separating job. This line was designed with 
everything to assure maximum efficiency and 
user satisfaction. 


The Nicholson or Black Diamond trademark 
helped create immediate industry recognition 
and acceptance. 


Nicholson spread the news about their 
blades in a strong and continued advertising 
campaign designed to reach your customers. 


this advertising backs and supports 
Uw... by citing the advantages of dealing 
throug the Industrial Distributor. 


Look for more of this activity in the future 

. more activity that will help build an even 
more powerful brand preference for Nicholson 
and Black Diamond blades. Look for technical 
literature to help educate customers . . . open 
new doors for salesmen. Look for co-operation 
in every area of distributor oriented marketing 

. look for more help from the manufacturers 
of Nicholson and Black Diamond blades. 


FILES - ROTARY BURS - HACKSAW AND BAND SAW BLADES 
GROUND FLAT STOCK - INDUSTRIAL HAMMERS 


NICHOLSON <= <= 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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NFIO'8 FLEXIBLE HIGH SPEED 
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THE oe MG Most USEFUL SLIDE RULE 
DESIGNED FOR ENGINEERS! 





THIS HANDY SELECTOR NOW AVAILABLE 
TO ALL HOLO-KROME DISTRIBUTORS | ters vou sett Facts: 


, : . It quickly gives designers the neces- 
Every one of your customers will find H-K’s revised sary technical data on the 1960 Series 


Socket Screw Selector helpful in his work (your own Socket Head Cap Screws; new Flat 
men will, too!). It’s yours for the asking! You’ll find Head and Button Head — 
this Selector a real ‘door opener” to the Engineering an well os information on Sipe Fongn, 


AN IDEAL SALES AID THAT 


Shoulder Screws and all Set Screw 
Point Styles—everything required for 
detailing socket screws. 


Department. Engineers urgently need data on the 
1960 Series Socket Head Cap Screws right at their fin- 
ger tips; you can imprint these Selectors with your 
company name and offer them with your compliments! 











HOLO-KROME 


SOCKET SCREWS 


HROUGH AL 


THE woLo KROME SCREW CORPORATION * omens 10, com 
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